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In next week’s issue read “‘One thousand men and what might be done,” 
by Frank P. Meyer, President Illinois Shoe Retailers’ Association. 


An Exchange of Ideas and Methods 


The columns of ““Boot and Shoe Recorder” are always open for new methods and ideas in shoe merchan- 
dising. Have you something to submit either out of your own experience or from your studies for the devel- 
opment of your own business? Have you any ideas or plans that look good on paper and which you would like 
to see tested out? 

What is your idea of the evils in shoe merchandising today, and what would you suggest as points for im- 
provement? Have you any special problem on which you would like either the editor’s or some other merchant’s 
ideas? In what way can your business be helped? 

The “‘Recorder’’ not only co-operates with merchants at all times, but will shortly establish a department 
where merchants can co-operate with each other in the points we have named. dk 

Send your hardest problem, or your best opinion, or some happy solution to a problem to the Editor. 
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The tide of trade is 
running high in the 
South and West. These 
sections depend largely 
upon the products of the 
soil, and the farmers are 
in a more independent 
position today than they 
have been at any time 
during the past fifty 
years. 

In the past some prod- 
ucts of the farm have been 
high in price while others 
were low, but now every- 
thing that grows in the 
ground seems to be in 

good demand at full 
prices. Probably the 
price of cotton affects trade throughout America more suddenly than any other of 
our great products, as colton is a spot cash crop, and a large part of this money 
goes into the hands of the negroes who spend it immediately and give a quick 
stimulant to all manufacturing and jobbing lines. 

The conditions, however, in the wheat and corn belts are quite different, as 
these districts are settled by farmers who are better financiers, more careful in 
their purchases and who create a normal and steady demand for merchandise 
from year to year more or less, regardless of crop conditions, as they save the 
surplus money from the good times to tide them over the lean years, and 
do not indicate so suddenly by their purchases of merchandise the prices that 
their products are bringing them. 

It would appear from the great demand for cotton that the price of that 
staple will hold well up so long as theEuropean War continues. When the war ends 
the Central Powers will be bare of this necessary article, and the demand should 
continue to hold up cotton prices until the world has again adjusted itself, the 
western farmer will have his surplus stored in bank and we can see no reason 
why the South and West will not continue for some years to come on an exceed- 


ingly prosperous basis. 


General Manager McElroy-Sloan Shoe Company and 
President Western Association of Shoe Wholesalers. 
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Paying More and Getting Less 


))S values go the dollar of today buys 
the equivalent of what sixty cents 
would purchase two years ago. The 
) ratio is even more pronounced in 
England,according to George Gregory, 
of Lynn, who has just returned from 
that tight little isle. He says the 
pound sterling once was good for the equivalent of 
three five dollar gold pieces in actual purchasing pow- 
er, but today he would much rather have to spend a 
five dollar gold piece in Boston than a sovereign in 
London. 

If this equalization and diminishing of currency 
values goes the world over it will do much to kill the 
fallacious theory: “You can live so much cheaper 
abroad.”’ It will actually produce a situation where 
it will be more expensive to live abroad, for the one 
commodity that is cheaper in every other country in 
the world is labor. There is no country in the world 
where a leather shoe of good style and quality can be 
bought any cheaper than it can in the United States, 
even without any reference to the comparative scale 
of wages. 

The subject comes right straight home to the mer- 
chant who is paying “one dollar up’ and more for 
shoes and who is maintaining approximately his own 
volume of sales in numbers of pairs. If he does not 
mark his profit up sufficiently high, he is up against 
the rising levels of expense of doing business and of the 
loss on unsalable sizes. 

The shoe merchant is learning that he can do any- 
thing a merchant in any other line can do. The mer- 
chants who sell specialties in apparel, long ago learned 
that courage to ask the price was the best safe-guard 
against the ‘‘end of the season nightmare of unsalable 
and wrong sized merchandise.” 





Business as Usual 


In the past few months we have received letters in 
varying degrees of political heat with the request to 
publish the partisan opinions. No comment was 
made since the “‘Recorder”’ is not a political journal, 
and its work proceeds in logical industrial and progres- 
sive fashion, no matter what the ups and down of 
political activity might be. The “Recorder’’ is not 
interested in politics, but occasionally some related 


subject bearing upon the economic aspect of the in- 
dustry warrants our hearty defense or criticism. 

No matter what the course may be under the rule 
of politics, people continue to wear shoes and there is 
enough in every man’s daily life for him to make a 
quick shift from the subject of politics to that of his 
more pressing business. In no sense do we disregard 
the necessity of keeping a close watch on matters 
political but many a man in the industry who has been 
bitten by the bug of office has some day sat in at a 
meeting where his creditors made up the “opposing 
party.” 

We are in close touch with what is going on in Wash- 
ington, in and out of season, and through our Wash- 
ington Bureau the industry learns at the earliest pos- 
sible moment of the introduction of bills for or against 
the industry. Any new array of principles may need 
explanation in these columns insofar as they affect 
this or co-related industries. 

The United States is certainly fortunate in its newer 
method of political campaigning which neither disturbs 
the course of business nor radically the trend of prices. 
Time was not far distant when the days before and 
after election were viewed with apprehension in the 
smallest shoe store as well as in the big stock markets 
of the country. 


The Mighty West and Her Shoes 


It was the ‘“‘Recorder”’ which said some fifteen years 
ago, ‘““The West is certain to do more and more of its 
own manufacturing.” 

Hasn’t this proven to be the case? Agriculture and 
pursuits allied with “‘sticking close to raw material” 
have expanded and become greater. And yet, there 
has come up a development in manufacturing of 
phenomenal scope in the distribution of a most com- 
plicated and finished product—the shoe—requiring 
skill, labor, fine organization and factory equipment 
of remarkable efficiency. 

In this number we give insight into the develop- 
iment of the West in shoe manufacture and in special- 
ized distribution. Some of the leaders in the West 
in shoe manufacture and wholesaling also present their 
claims, and all in all, you will find within this issue 
much to make you better acquainted with merchandise 
of merit made in the West. 
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The Business Record System 


In Its Co-operation with the Associated Advertising Clubs of the World 
Its Exclusive Presentation This Week to the Shoe Merchants of 


HE execution of the practical, constructive idea underlying the system now presented has been well termed 
**Association’s greatest achievement.’’ To the Associated Advertising Clubs of the World, their Committee 
on Retail Business Systems, and the ‘“‘Boot and Shoe Recorder’’ and some of the best business and accounting 
experts in the country today who voluntarily gave their time and experience, goes the credit for this achieve- 

ment, the desirability of which was so well emphasized in the following letter recently addressed by the President of the 
United States to the Vice-Chairman of the Federal Trade Commission: 

**Your suggestion that trade associations, associations of retail and wholesale merchants, commercial 
clubs, boards of trade, manufacturers’ associations, credit associations, and other similar organizations 
should be encouraged in every feasible way by the Government seems to me a very wise one. To furnish 
them with data and comprehensive information in order that they may more easily accomplish the result 
that they are organized for is a proper and useful Government function. 

**THESE ASSOCIATIONS, WHEN ORGANIZED FOR THE PURPOSE OF IMPROVING CONDITIONS 
IN THEIR PARTICULAR INDUSTRY, SUCH AS UNIFYING COST ACCOUNTING AND BOOKKEEPING 
METHODS, STANDARDIZING PRODUCTS AND PROCESSES OF MANUFACTURE, SHOULD MEET 
WITH THE APPROVAL OF EVERY MAN INTERESTED IN THE BUSINESS PROGRESS OF THE COUN- 
TRY.” 


Keeping the Records of Your Business 


When the Associated Advertising Clubs of the World, at last Summer’s great gathering in Philadelphia, initiated 
the move for a simplified Business Record System for Retail Shoe Merchants, a new mark was established for con- 
structive work for better business. The channel of distribution of practically all merchandise,—the retail store—it 
was realized could best be straightened, widened and deepened to promote a quicker, bigger flow of merchandise from 
manufacturer to consumer by placing in the merchant’s hands a Business Record System that would disclose, quickly 
and sharply, the obstacles to the fuller flow of merchandise through the store, the detailed income and expenses, and 
where profits are made and lost. The System now presented gives a full, clear picture of a business day by day—a pic- 
ture that each merchant can improve by study—with the ultimate result of better business for each of the thousands 
of retail shoe merchants to whom this system will appeal. 


Not a Case of System Running the Merchant 


Many attempts have been made at creating a model system of shoe store records, but they have all failed in the one 
respect of making them so complicated that they tended towards the SYSTEM RUNNING THE MERCHANT, rather 
than the MERCHANT RUNNING THE SYSTEM. This system of records have been devised especially for the retail 
shoe merchant; some of the most practical of the country’s experts have been at work simplifying it for more than a 
year; and its comprehensive simplicity makes it a guide to efficient, intelligent management for the man running a 
small store as well as the man runnng a bigger one. The necessary blank forms, loose leaf binders, specimen sheets, 
illustrations and complete book of instructions for its installation and operation are now offered as a complete ac- 
counting, cost, sales record, and stock-keeping system at twenty-five dollars, supplemented by the free and full service 
of the Retail Service and Business System Department of the Associated Advertising Clubs of the World, Merchants 
Bank Building, Indianapolis, Indiana, and every assistance that can be rendered by the ‘‘Boot and Shoe Recorder.”’ 

The first instalment of the description and instructions covering this Business Record System for Retail Shoe Mer- 
chants is published this week by the ‘‘Boot and Shoe Recorder’’ exclusively. 


The System Consists of: 








1. The Business Record, in which only a few entries are 
required daily. These entries are for the most part the totals 
of various transactions that are accumulated throughout the 
day from slips. These slips take care of the goods you receive 
and the goods you send out. 

2. The Stock Sheet, which gives you the condition of your 
stock, showing the kinds that are the best sellers. 

3. The Sales Analysis Sheet, which tells you what your 
sales are by clerks, so that you can pay sales persons what they 
earn and stimulate them to further well directed efforts. The 


other side of this sheet gives you the analysis by departments 
so that you will know what merchandise to push next, because 
you will know just where there is need for selling activity. 
4. The Trial Balance Statement Sheet, which will aid 
you in making a statement of earnings and expenses for compar- 
ison with the other months, and, on the reverse side, the Monthly 
Inventory and comparison of Sales, Purchases, and Profits. 
With these four simple tools for complete accounting, you will 
have before you the facts of your business in such a way that 
they will tell you what moves to make next in your merchandis- 
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For Retail Shoe Merchants 


in the Preparation of This Simplified System of Shoe Accounting, and 
America, the “Recorder” Again Demonstrates Its Leadership 


ing, just what stock to push, just what stock to buy, where 
the expenses are a little heavy and should be reduced, or where 
you may afford to spend a little more to aid in doing a bigger 
business and making better profits. 

The whole thought in devising this system is to make it a guide 


What the System Is 


When Secretary Geuting of the National Shoe Retailers’ 
Association said, “‘in most instances in the retail shoe trade 
there are no profits,” he voiced a truism that makes the need of 
simplified Business Records most apparent. Investigation has 
shown that this condition is largely the result of inadequate 
records. 

No man would want to drive on a pitch black night without 
lights, even if he knew something about the road, and he cer- 
tainly would not do such a thing if the lamps on his car were easy 
to turn on. For your business this system provides the light, 
easy to switch on. It offers the means whereby the merchandising 
machine may be steered into the Road to Real Profits. 

We are all striving for the same. things—better profits, more 
comforts, more leisure, a bigger opportunity. The retailer, to 
acquire what is actually due him for his service to his community, 
must have CONTROL of his business. He must know the turns 
in the road and must be able to see them clearly the very moment 
they appear. 

The Business Record System will do even more for him than 
this. It will provide the means by which he can compare the 
results of his business operations with those of other stores using 
exactly this same system. Collectively, a group of business men 
have the answer to EVERY business problem. All they need 
is to work on the same basis and have a clearing house (the 
office of the Associated Advertising Clubs) to which they 


to better retailing instead of a mere matter of record keeping. 
All the necessary details are cared for in such a simple way that 
you will know each morning exactly how you stand. No mer- 
chant can direct his business as intelligently as he should without 
having just such facts immediately available. 


and What It Will Do 


can go confidently and confidentially with their. problems. 

The Business Record System explained in the following pages 
gives you information when you need it. Spread out the pages 
and you have a complete picture of your business as it stands 
today, and the guide posts for the future stand out like sore 
thumbs. For instance, through the use of this system, you can 
keep your fingers constantly on the pulse of your business and 
know what’s likely to happen. It is not bookkeeping in the usu- 
ally accepted meaning of the term. Instead, it is getting facts in 
convenient form in the shortest possible time and with the least 
trouble. 

Problems have been approached in the light of the practical 
experience of shoe retailers, and with a thorough knowledge of 
YOUR every day needs. Leading business experts whose serv- 
ices are not ordinarily available except at great expense have. 
given freely of their time in devising this system, and these 
same men stand ready to help you use the system in the way that 
will be most practical for you. 

We have tried in the following pages to make everything clear. 
However, should there be any thing on which you would like 
further explanation, we want you to feel that the Retail Service 
and Business System Department of the Associated Advertising 
Clubs is ready, willing, and anxious to do what it can, not only 
to help you at the outset, but to help you upon any and every 
future occasion. 


How to Start the System 


The first thing to do is to take an inventory of your stock. 
This is the only way you can be sure that future information 
shown by the system is going to be accurate. This stock-taking 
cannot be too exact. Goods on hand should be inventoried at 
value rather than what you paid for them if they are not worth 
that amount today. It doesn’t pay to fool yourself on what you 
are worth by taking out-of-date goods which have been in stock 
a long time at prices no one would pay for them. Impress upon 
your employes the importance of being accurate in counting and 
listing. See that such merchandise as is sold while you are tak- 
ing inventory is kept track of. Be sure that you are right about 
all quantities and all prices. Most shoe merchants inventory 
shelf stock by counting the numbers of pairs of each kind in 
each shelf or subdivision of shelves and then writing on a slip 
of paper or piece of cardboard the numbers of pairs of each kind 
and the stock number, cost, and selling price of each kind. These 
slips are then tacked on the upright divisions of the shelves 
or placed in the lower shelf of each subdivision, so they may be 
right at hand. When a pair of shoes is sold during inventorying, 
it is taken off this list and if a pair is returned to stock during 
inventorying, it is‘added to this list. 

When counting and listing on these slips or pieces of cardboard 
is completed, a quick recount of the numbers of pairs in each sub- 


division is made so as to check up the list and see that none have 
been left out; and usually one clerk calls off the items on the list 
to another who enters them in the inventory book. The lists 
are then put away for sixty days so that if any questions arise 
they may be referred to. The slips or cardboard used should be 
numbered from 1 up, so that if any are lost you will know about 
it. These may be just any blank board or paper or you may 
have numbered inventory slips printed at small cost like the copy 
below: 

Each inventory slip would bear at the top the signatures 
of the one calling numbers, quantities, cost, and selling price, and 
the one entering these figures on the slip; at the bottom there 
would be the signature of the one who figured up the amounts on 
the slip ad also the signature of some one who had gone over 
the figures. Signing names as to the correctness of these slips 
will mean that every one engaged in taking or figuring the in- 
ventory will be more careful and you can readily trace any error 
to the one responsible for it and probably prevent its happening 
again i 

Then, when your inventory slips are added, and you know 
how much you have invested in merchandise, you are ready to 
make your first entries in the books. On the Business Record 
you enter the amount in column No. 24, headed, “In- 
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ventory and Purchases of Merchandise” on the left hand 
page. 

Next, you should take an accurate inventory of your repair 
department supplies, such as sole leather, thread, pegs, etc. 
Though the cost of repair supplies sometimes seems trivial, good 
retailing requires that every item be accounted for, and you can- 
not be too exact about the 
little things. The total value 
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building, such as shelves, counters, show cases, settees, machin- 
ery, mirrors, and all racks, cases, or other furniture. When you 
have determined the value of all fixtures, enter it on the Busi- 
ness Record in column No. 2, headed ‘“‘Fixtures and Equipment 
Purchased.” 
Next, determine how much customers owe you. In doing so, 
accounts should be taken at 
their true value. It is a re- 















































of your repair department sup- grettable fact, but true never- 
plies should be entered on the NO. 1 theless in most cases, that the 
Business Record in column INVENTORY SLIP longer an account runs the 
No. 23, “Repair Department TAKEN (Date) more difficult it is to collect 
Costs.” CALLED BY it and the less it is worth. 

Next, inventory your fix- ENTERED BY Take your accounts at what 
tures at their actual value, you think your banker would 
considering the length of time Stock No. Quantity Cost Sell Amount pay for them and you cannot 
they have been in use and how go far wrong. It you have 
much longer they will last. been “too easy” in granting 
Fixtures which show wear credit, or too lax in making 
should not be inventoried at collections, look the facts 
tae price you paid for them. squarely in the face. The 
If you were to sell out you Business Record will show you 
could not possibly get full every day just how much your 
price for them even though customers owe you, and you 
they may be just as good for wesshe = can see that the amount does 
your purposes as new ones. not get too large. The total 
If they are scratched or mar- FIGURED BY O.K. amount of charge accounts 
red, make the proper reduc- due you should be entered on 











tions so that your entry of 

their value may be an exact 

one. Fixtures that are practically new in appearance should also 
be taken at a depreciated rate, because even though it may not 
be evident, their value is steadily becoming less. The usual rate 
. of depreciation is ten per cent each year. Please remember 
that the term fixtures and equipment includes everything re- 
movable from the building without impairing the value of the 


the Business Record in column 
No. 27, headed ‘Customers 
Charged.” 

Next, enter on the Business Record in column No. 34, ‘‘Job- 
bers, Manufacturers and Others Owed,” the amount you owe 
for merchandise, repair department supplies, and fixtures and 
equipment. 

Next, enter on the Business Record in column No. 28, “‘All 
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Ca h Received,” the amount of cash on hand and in the bank. 

Next, enter on the Business Record in column No. 39, ‘‘Notes 
Payable Issued,” the net amount of notes given to others which 
is unpaid. 

The following is a simple illustration of opening the books and 
starting the system. 

You have valued your assets and your liabilities the same as 
is done by large concerns at the beginning of a new year or before’ 
opening a new set of books. 

Assets are property or resources of any kind that are capable 
of being converted into money value and which can be applied 
to the payment of debts. Anything of value belonging to a busi-. 
ness, such as real estate, horses and wagons, furniture and fix’ 
tures, debts due you from customers, merchandise on hand, cash 
on hand, insurance premiums paid in advance, etc., may be 
considered assets. 

Liabilities are your debts or obligations, such as amounts due 
jobbers and manufacturers either on notes or open accounts. \ 

The excess of the assets over the liabilities represents your, 
capital or the amount you have invested in your business. It 
is a changing amount and increases or decreases according as 
gains or losses are made. | 

At the start, then, you have entered the value of your assets 


and your liabilities. (See line ‘‘A’’ Business Record). The value’ 





of the assets shown consists of the following items: ( 
No. 24 Inventory and Purchases of Merchandise. . . . $6,575.00 
No. 23 Repair Department Costs................. 130.00' 
No. 2 Fixtures and Equipment Purchased......... 800.001 
Weis cet Rens, COMBINE. oni cs. i cc esi es 485.50 
DRGs Se re ROI, io Fi Sc cc cd cam gesices 765.00 

FMM ein tA aca aici SS Su bigie do a1. ave) achie wha sin eat $8,755.50 


The value of the liabilities shown is as follows: 
No. 34 Jobbers, Manufacturers, and Others Owed. .$1,645.00) 
No: 39 Nates Payable Testied. . oo. .5 6. isc ckcsn 500,00 
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The difference between these two totals—$8,755.50 and $2,- 
145.00—or $6,610.50, represents the net capital invested in the 
business. This amount should be entered on the Business Record 
in column No. 40, “Capital Invested.” 

Your books are now ready for making daily entries in the 
transaction of your business. 

See line ‘‘A’’ of the business Record for examples of these entries. 

(To be continued next week) 


Merchants Have Lots of Money 


Investigation of the matter of collections of the Western whole- 
sale and manufacturing shoe houses shows that the retailers 
of the We;tern trade territory are paying their bills more prompt- 
ly than ever before within the recollection of the credit men in 
charge of the collections. y 

October and November are the two crucial months in the col- 
lections for Western houses, under the system of datings at 
which footwear or the Fall and Winter trade is sold. The col- 
lections of October were heavily in excess of the same month last 
year, as well as of any preceding month in the history of the trade 
and the first days of November are reported by all the houses 
to show no let-up in the pace set in October: 

Coupled with this fact is the decidedly sharp demand for foot- 
wear for immediate delivery out of stock or for early Fall de- 
livery on special order, in consequence of which the factories 
are being pushed to the limit to meet the demands and have 
scarcely undertaken any really heavy work on th2 Spring orders. 
These latter, however, will begin to be pushed forward shortly, 
as the necessities for the deliveries contracted will require ship- 
ments to begin before very long. The outlook for the Spring 
and Summer trade is regarded by the Western houses as especially 
bright even in comparison with the fine business which has pre- 
vailed. Specialty houses, making only on order, are being crowd- 
ed to the limit to meet the requirements of their customers. 
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Weekly Vectave Pages for | | 


‘‘Recorder”’ illustrations possess to a remarkably high degree the salient 
selling points that win more business. 

Order them weekly to improve your advertising. To avoid delay REMIT WITH 
ORDER, as the nominal charge for the service makes small accounts impossible. 
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Shoes 
That Fit 


From Top to Toe 












































The shoe that fits Mary may 
never fit Jane and the shoe that 





fits John may not fit James. 
Even with a “fit guaranteed” it 
is experience and skill that makes 
fit what it should be and is— 
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here. Care and cautious endeavor 


Trim Lines Are Sure Signs 
of Smart Shoe Styles 


Boeinny the pee vee of ~ short skirt, the lines of a shoe can now store. 

make or mar the whole effect of a woman’s costume—by all means let her . . . 
have the trimness and slenderness that makes the chen of picturesqueness Same with the girls—same with 
in dress complete. And, too, let her have the chic novelty of colors and com- 
binations wherein this store excels in the broad variety it offers for choice. 
High shoes, low shoes, slippers and pumps from the best makers in the land 
were never so ready to fulfill a woman’s individual desire to make the happy 
effect of her costume complete as now and here. 


makes us as sure as sunrise of 


satisfactory shoe fitting in this 


the boys. Unless the shoes fit. 
they can’t have the shoes. Nol 
if they buy here' 














(Follow with Descriptions and Prices) 
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SHOE STORE 


large area of the pavement and 
many of them feeding out of the 











Confidence 





This morning the writer came 
from his suburb to down-town 
Boston. Nothing unusual about 
Lots of 
people do the same stunt every 


such a_ performance. 


day. This trip however, made an 
indelible impression upon my mind, 
one not soon to be erased. 

On coming out of the subway 
I was attracted by an unusual 
sight. On Lafayette Mall I saw 
hundreds of doves covering a 
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No. 139, 25c. 


hands of passers-by. 

These doves seemed to pay little 
or no attention to the crowds of 
people passing—seemed to feel per- 
fectly safe,—were unafraid. 

I thought what a lesson in 
CONFIDENCE. 

How good it would be if the 
clientele of all shoe stores in the 
country could have implicit CON- 
FIDENCE in the stores, their 
policies and methods. If cus- 


Remittance for Cuts Must Accompany Orders 





Better Advertising a 


If there is any one feature of Advertising that makes for strength it is the 
use of apt illustrations. Some of the most successful shoe stores in the country 
bear witness to the value of ‘“‘Recorder”’ advertising service, and the weekly in- 
stalment of live, new, up-to-the-minute cuts can benefit YOU. 
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and a pleasing “‘swing’ to 

the graceful lines of these 
spic, span, smart new pumps, that 
every well dressed woman looks 
for and—seldom finds. 


ge a “‘touch and go” 


In them lies the charm that 
lends beauty to the boot by cre- 
ating an effective trimness to the 
ankle. Novelties galore. to pick 
1rom at $5 a pair. 
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“LAY Shoes” that will play 
fair by the out door boy 
and the parent too. Long 

wear and foot comfort in them— 

built for the rough places in a 

boy’s play-time life. 


Health in them—roomy ll 
over. Safe, Sound, Sensible 
Shoes of tested leathers and 
trusty workmanship. $3.50 a 
pair because only one small profit 
lies between the maker and you. 
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SALESMANSHIP 


tomers, metaphorically, would eat 
out of the salespeople’s hands— 
would not have to be always on 
the alert for that “dollar-snatching”’ 
type of clerk who takes advan- 
tage of their credulity. 

That evening at a hotel I par- 
took of a dinner fit for a king, at 
reasonable cost—was attended by 
the most courteous of waiters. 
Then I thought, this is TWENTI- 
ETH CENTURY SERVICE; we 
are living in an age where every 
little COURTESY goes to make 
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any Russia Calf shoes is 

but one of the points that 
point the satisfactory way to shoe 
satisfaction for men, for they’re 
as strong as bull moose hide and 
yet soft as a glove. 


, classy last of our Mahog- 


Just the thing for Winter wear 
—the successful foe of damp, 
cold feet. $5 and $7 despite in- 
creasing production costs. 
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up a life of HAPPINESS, and 
builds for CONFIDENCE in our 
fellow humans. 

It’s the infinitesimal atoms of 
courtesy that make the nucleus 
of a store and its SERVICE,— 
and SERVICE is the builder of 
CONFIDENCE. 

We talk about SERVICE, but, 
down deep in our hearts do we try 
to instill into the minds of our 
employees the value of giving to 
others that which is worth more 
than all else—SERVICE? 


Accounts Cannot Be Opened for Nominal Amounts 
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Features in Background Construction | ¢ 


The application of common sense to an idea is the technique of display 
construction. These are the distinctive features of ‘‘Recorder’’ windows pre- 
sented each week in these pages to help the window man appiying these princi- 
ples and always wide-awake for good ideas. 
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These show a set of interchangeable units, and how 
easily panels are removed or reversed. 





ee agra or permanent window settings to order or in stock sizes facilitate that frequent change in appearance which is neces- 
sary for the best results, and it is now possible to obtain from one of the big wall board manufacturers backgrounds with interchange- 
able and reversible wall board panels—decorative settings, interchangeable units, pedestals, screens, dividers, art floor blocks and other 
decorative units that can be made of wall board. 

It is possible to get a background by merely stating the measurement of the windows, from which will be made any style window 
background to order, with decorated, painted or plain reversible panels. All of these backgrounds, decorative settings and art floor 


blocks can also be had in stock sizes. 
We illustrate a number of the different window decorative units, settings and backgrounds which will give a fair idea of the vari- 


ous and practical ways in which they can be used. 

A permanent framework can he used with reversible and interchangeable panels as shown in Fig. 1, or the panels can be all in one 
piece. The illustration shows the method of taking out a panel and turning it around, or putting in another one. One of the features 
of a background of this kind is that the panels may be painted or covered with novelty papers on one or both sides. A good idea is 


o have two sets of panels, then one set can be covered or painted while the other set is in use. 
The small top panels can be painted with a scene in eee sd with the season. Novelty papers can also be used to excellent ad- 
vantage for covering the small panels. 
There are any number of good arguments in favor of this kind of a background. They are as a usual thing quite inexpensive to 
install and, as the panels are interchangeable and reversible, the decoration and color schemes can be easily changed to suit the mer- 


chandise and the seasons of the year. , ; : 
Fig. 2 shows some of the parts which make up the set of interchangeable units. Dozens of settings can be made of these different 


This is well illustrated in the bench shown at the top. 


parts, as they are so made that when assembled each part fits perfectly. 
Art flooring in many designs and colors is also an excellent decorative feature and is available in interchangeable blocks. Its 
use is shown in Fig. 2 above. . 
The striking window setting shown in Number Three 


was made with a background of simple yet effective 
design. The marble effect was secured with decorative 
paper mounted on wall board. Because of the light color 
of this marble, all the dark shoes stood out to good 
advantage. 

The posts were covered with sign muslin and painted. 
Today’s art calls for many colors and gay effects, which 
this setting possessed. 

The feminine: figures were cut out of wall board 
and alabastine cold water colors were used. The entire 
setting was tan and brown. 

Birch and oak sprays, naturally prepared, com- 
pleted the background. Art flooring squares in har- 
monious colors to blend with the background completed 
a successful showing. 

This window designed by L. F. Dittman and shown 
by The Keller Co., Muncie, Ind., was made for a 
Number Three twenty-foot frontage. (Continued on p. 135) 
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Cards and Displays for Windows 


Show cards unquestionably influence sales, and weaknesses in this feature 
should at once be‘corrected. The instructions and suggestions in these pages 
weekly are designed to increase show card efficiency at minimum expense 
through the use of material ever available. 
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SHOW CARD WRITING 


HE show card man who has read these articles regularly, and supplemented his reading with practice is now able to make rea] 

business-getting cards, that are attractive, varied and distinctive. Four of the most useful alphabets have been shown with the 
necessary instructions: the single stroke speed pen style in the issue of June 24th; the Soennecken style July 8th; the Roman alphabet 
July 22d; and the rapid angle stroke style September 30th. Proper use of the necessary pens and brushes has been demonstrated in 
connection with the various styles, as well as in the issues of July 1st and September 16th, and some especially desirable powders, inks, 
and colors were specially described September 2d and October 21st. This review will help the card writer to get that variety and color 
into his work that is demanded particularly in the holiday season. 

While modern alphabets are principally derived from the Roman, plain Egyptian and Gothic styles, show card writing and design- 
ing opens a wide field for originality in style, based on the groundwork already given, and the additional instructions to come. 

Number Two of this week’s suggestions naturally treats of the social season, and further illustrates how appropriate material (in 
this case an illustration from last week’s cover) may be adapted for show card work. 
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Numbers One and Three are suggestions for the working up of a clever Shoe Merchant’s Alphabet that will run for one week, the 
cards changed daily, showing two cards a day, each containing two letters, one card in each window. With each letter is a sketch il- 
lustrating the word, and the idea could be readily followed throughout. You should secure from your nearest supply house or stationer 
a set of fairly large illuminated initials or initial designs to add emphasis and increase attractiveness. The definitions will do the rest 
and they will be looked for every day. Suggestions for the remaining twenty four letters are: 


xtension—nothing to worry about, if you let us fit you. 

itting—let us demonstrate. It’s our whole secret of comfort and good will. 

rowing Feet—shoes on special lasts assuring style and comfort. 

eels to suit all tastes—French, Cuban, English—as high or as low as you want them. 

nsoles—quality important, and it’s all there—here! 

uliets—ladies, attention. Comfort here. We have them. 

id—the style leather of the year. Quality, colors and combinations in appealing variety. 

asts make lines of distinction and beauty in shoes. Ours combine these features with comfort. 
oney—we give you comfort and service in exchange. What is fairer? 

ovelty—the keynote of style. The best of it is all around you in our store. 

rthopedic service in shoe fitting rendered by our trained staff. 

atent Leather in dress footwear and ladies’ novelties the best obtainable. Nothing smarter. 
uarters—no, not coins, but toppings well made, with glove-fitting qualities. 

ubbers—you need them now. Novelty and style here too. Come in and rubber ’round. 
oles—Carefully selected leather insures wear and flexibility. As thin or as thick as you want them. 
hroat—Where the foot “‘gets it in the neck” because of careless designing. No pinch or pressure in Blank’s Good Shoes. 
ppers assembled right—seams and stitching placed right—designed to fit right. 

amps next to soles, take the most wear. Ours are cut from the strongest and clearest skins. 

alking Boots in great demand. Must be well-made, clean-cut, stylish. For best examples, see inside. 
tra Service is something talked about—not always rendered. We deliver the goods. You talk about us. 
Not Come in Today? Just come in. No obligation. We answer questions. 

—A dollar bill for the best suggestion today. What’s yours? 
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Incomparable for 
Hunting Wear 
HE same qualities which make Rub- 
ber Krome the ideal outing shoe 
sole—lightness, toughness and flexi- 
bility—make it incomparable for 
sport and hunting wear. 
Don’t forget that Rubber Krome is not an 
imitation of Rubber, or a compound 
with it. 
It’s LEATHER—the good old ‘‘through- 
and-through”’ article—tanned with care and 
highest standards of materials. 


You cannot incorporate any better talking 
point in your shoes than to offer Rubber 
Krome Soles to your customers. 


Consider These Rubber Krome Features 


1 Pure Leather 


Tanned with the Very Best Tanning 
Materials 


Very Flexible 

Feather Weight 

Beautiful Oak Color 

Positively Will Finish on the Edge 


J.W. & A. P. Howard & Co. Ltd. 


Corry, Pennsylvania 
BOSTON OFFICE, 95 SOUTH STREET 


bo 


na oO >» & 




















a4 
oe 
By 
es 
4 





ie 
oy 
e 
a, 


SRE. 


TH 


—_— 
ee ee 





FEATURES OF CONVENIENCE AND EXCELLENCE 











REASONS WHY YOU SHOULD BUY ‘‘THE TOLEDQO’’ 





to 


w 


be 


Shipped 
Anywhere 
On 


eo 





Closed Hopper with non-breakable transparent top, 
with the quantity and feeding of buttons open to view. 
Simple and strong Button Kicker which removes every 
button lodged in wrong position, but does not disturb 
those in proper position for feeding. 

Slotted Hopper Slide through which dirt or obstruc 
Sone drop from the hopper without clogging the button 
eed. 

Tube Clamp which holds tube firmly in place turned to 
one side, allowing large space for hand feeding. A sup- 
ply of buttons is in runway above clamp waiting to drop 
into the tube the moment the clamp is turned back for 
hopper feeding. 

Bumper prevents noise from operation of Hopper Slide. 
Finger Grip for instant and convenient removal of tube. 
Placing Finger Guide, which makes possible the feeding 
and fastening of all buttons. 

Slot in tube showing quantity of buttons in waiting. 
Cam which lifts placing finger and prevents its striking 
button in the finger’s backward movement. 

Lever which feeds the wire when button is in place. 
Tool steel grip dogs for feeding of wire. 

Lever used in releasing wire for removal. 

Lever for releasing short ends of wire. 

Cam which releases dog and prevents the feeding of 
wire when no button is in place. 

Anvil block that clinches the staple. 

Open space leaving work of the machine exposed to 
view of operator. 

Coil of Toledo Rust Proof White Wire such as is fur- 
nished with all Toledo Machines. 

Steel Button Tube of size for receiving all standard 
buttons. 

Level and smooth table top, all space for use; no orna- 
ments to retain dust. 

Placing Finger holds button firmly in place for inser- 
tion of wire. 

Button remains in the tube until wire is inserted and 
staple formed. 

Part about which staple is formed also acts as indicator 
in locating button. 

Steel Fingers which retain buttons in tube until brought 
forward by placing finger. 

Hopper operating arm showing simple operation and 
construction of hopper, which is typical of the entire 
machine. 

— Screw for adjusting height of lift of hopper 
slide. 
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Guaranteed Prices on Toledo Wire 
Toledo Rust-proof White Wire?15c. Toledo Black Wire 10c. 
Every coil contains wire for 1000 complete operations 


The Toledo Button Machine Company 


Manufacturers 


OUR GUARANTEE 


15 
Days’ 
Trial 





We guarantee Toledo Button Machines for one year. During that time all parts that prove 
defective or do not do their work properly will be replaced free of charge. With our leading 
distributors we carry a stock of repair parts with the understanding that they shall be used exclu- 
sively in maintaining Toledo Machines in service during the term of our guarantee and that under 
no circumstances shall any charge be made for repair parts thus furnished. You will understand, 
however, that during all of the years you have a Toledo Button Machine, our Service and Main- 
tenance Departments will be subject to your call and you will find that there are no extremes to 
which we will not go that your machine may render you continuously satisfactory service. You 
are taking no risk in installing a Toledo Button Machine in your store. We assume all the risks, 
if there are any, that may be involved in your taking such action. The policy and determination 
of The Toledo Button Machine Company is that each one of their machines must do good work 
wherever it may be. 


Try It In Your Own Store 
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“Shoes from the West, meet the ip 
test of the best,’ is the slogan in 1117171 


the heart of the country. é AY W1 nN \! 





Leaders in Western Shoemaking 


Number of Reported 
Factories Daily Pro- 
STATES AND CENTERS duction (prs.) 
MISSOURI 45 134,840 


Brookfield, Cape Girardeau, Carthage, Columbia, De Soto, Hannibal, Her- 
mann, Jefferson City, Kansas City, Kirksville, Louisiana, Mexico, 
Moberly, St. Charles, St. Joseph, St. Lou.s, Union, Washington. 
OHIO 62 116,605 
Ashland, Bethel, Chillicothe, Cincinnati, Cleveland, Columbus, Delaware, 
Fort Recovery, Georgetown, Ironton, Lancaster, Lebanon, Logan, 
at pam Minster, Newark, Portsmouth, Ripley, Washington C. H., 
enia. 
ILLINOIS 39 55,435 
Belleville, Chicago, Dixon, Elgin, Genoa, Hamilton, Highland, Jerseyville, 
Joliet, Murphysboro, Pontiac, Quincy, Red Bud, Rockford, Spring- 
field, Warsaw. 
WISCONSIN 56 55,864 
Beaver Dam, Beloit, Berlin, Cedarburg, Chippewa Falls, Eau Claire, Fond 
du Lac, Jefferson, La Crosse, Madison, Milwaukee, Neenah, Racine, 
Sheboygan, Stoughton, Tomahawk, Watertown, Waupan, Wausau, 


Webster. 
MINNESOTA 15 16,850 
Duluth, Faribault, Minneapolis, Red Wing, St. Paul, Stillwater, Winona. 
MICHIGAN 22 16,125 


Athens, Calumet, Coldwater, Detroit, Grand Rapids, Hillsdale, Holland, 
Kalamazoo, Manistee, Menominee, Ostego, Rockford, Traverse City, 


Ypsilanti. 
INDIANA 8 7,500 
Aurora, Batesville, Huntington, Jeffersonville, Lawrenceburg, Marion, 
Wishawaka. 
IOWA 7 5,500 


Davenport, Dubuque, Fort Dodge, Keokuk, Webster City. 





254 408.719 


Of these factories, twenty-five, or practically ten per cent, do not report their production. Assuming that their pro- 
duction is five per cent of the above total, or 20,436 pairs daily, this gives an estimated production for this group of states, 
alone of 429,155 PAIRS PER DAY. 


Pans 
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908—All White Washable Kid, 9 inch Goodyear Welt. 
A.to D. Sines 236 to &........-cccccceeee rice $4.25 
608—All Mahogany Tan Calf, 9 inch Goodyear Welt. 
ER ee errr Price $3.75 
615X—Black Kid Vamp, White Washable Kid Top, 
Welt, 8% inch. AtoD. 24% to8......... Price $3. 

915—All Black Vici, 9 inch Goodyear Welt. B, C, D. 
SU Ca sb binvrs OPbaewcenndiaveuen pao Price $3.35 


IN STOCK 
Prices subject to change without noticr 





NOVELTY SHOE COMPANY 


LEES BUILDING CHICAGO, U.S.A. 
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Dr. Scholl’s Foot-Eazer 


This scientific corrective appliance for foot troubles is the 
means by which thousands of retail shoe men have built up 
their successes. It is the means of giving perfect foot com- 
fort—a service that holds the trade to the store: firmly and 
surely. It is the means of increasing the profits considerably. 


This appliance is assisted in its work by a line of auxiliary 
devices and preparations, known collectively as Dr. Scholl’s 
Foot Comfort Necessities—advertised and sold world wide, 
and giving satisfaction to both dealer and customer. 

This line of effective appliances and preparations in your 
store will assure you the success that you are striving to 
make. Send for descriptive literature and proposition to 
dealers. 


THE SCHOLL MFG. CO. 


Largest Makers of Foot Comfort Necessities in the 


World 
MAIN OFFICE AND FACTORY CHICAGO, ILL. 
213 W. Schiller St. 
NEW YORK TORONTO LONDON 


1015 
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Hotel la Salle 





Chicago’s Finest Hotel 


A few hours, or a few days spent at HOTEL LA SALLE 
afford a refreshing relief from the tedium of the business 
or pleasure trip. The most exacting guest finds his wishes 
anticipated, both in the essential comforts and in the 
finer points of service. 


We are familiar with the requirements of the Shoe Trav- 
eling Men;—with the assistance of our popular LA SALLE 
shoe racks at HOTEL LA SALLE, shoe men can display 
a line of 240 shoes in 18 feet, 160 shoes in 12 feet or ” 
shoes in: 6 feet of sample space. 


The central location—La Salle at Madison Street—puts 
you in close touch with the city’s activities. 


RATES 


Room with private bath— 
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One Person Per Day 


Room with detached bath, $2.00, $2.59 and $3.00 
Room with private bath, $3.00, $3.50, $4.00, $5.00 


Two Persons Per Day 
Room with detached bath $3.00, $3.50 and $4.00 


Double room $5.00 to $8.00 
Single room with double bed $4.00, $4.50, $5.00 


Two Connecting Rooms with Bath 


Two persons ‘ ; . $5.00 to $8.00 
Three persons ‘ ‘ . 6.00 to 9.00 
Four persons , : . 7.00 to 12.00 


1026 rooms—834 with private bath 


NXotel la Salle 


Chicago’s Finest Hotel 


0: By La Salle at Madison Street 
ERNEST J. STEVENS, 


Vice-President and Manager 
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What Is Selling 


HICAGOANS are buying a lot of shoes. 
State Street stores are exceedingly busy, 
both men and women’s trade having come 
with a rush lately. The public has learned 
that shoes cost more to make than hereto- 
fore, and is paying higher prices generally 
with good grace. 





Features in Men’s Lines 


Some merchants are selling a good many men’s shoes with fancy 
tops, while others catering to the bigher-class trade report little do- 
ing in this direction. However, pigskin,kangaroo skin and other new 
materials are taking hold well, and wing tips are also in evidence 
among all classes of stores. Tans are holding the center of the 
stage at present, though some report that it is fifty-fifty as be- 
tween blacks and tans. The former are expected to increase 
in strength as the season progresses. 


Two-Tones Lead in Women’s Lines 


On the women’s side the novelties are holding sway, the two- 
tone combination being the one best bet, with champagne tops 
among the most popular. In women’s tans the medium high 
heel is asserting itself more strongly, a new heel, 1 }4-in. in height, 
having come to the front to take the place of the inch heel which 
has been worn largely up to this time. Insert lace effects are also 
furnishing novelties which seem to be taking, according to the 
managers of stores and departments in the Loop. 


Price Limit Not Reached 


One of the most encouraging features of the situation is the 
way the public is taking to high prices. ‘The higher they are 
the better they like it,” was the way one State-Street buyer 
put it. Another store said that $7.50, which used to be the 
maximum, is now the minimum in its sales of women’s shoes. 
The public has been hearing the talk on the subject of high cost 
of manufacture and scarcity of leather, and has become recon- 
ciled to the idea of paying more. Besides, money seems to be so 
plentiful that the slogan is ‘““The best, no matter what the 
price.” 








in Chicago 
Exit the Three Dollar Idea 


An exceedingly significant feature in this connection is the 
announcement of CUTLER’S, which has operated as a $3 
shoe store for eighteen years, that hereafter the standard will be 
$3.50. This change became effective October 30, and has not 
visibly interfered with business. On the other hand, trade has 
been so heavy that the store is just completing a second-floor 
sales room which will be used to take care of the Saturday rush 
and on other special occasions, giving the store a seating capacity 
of 650. With regard to the change in price, D. F. MELLEN, 
head of the establishment, said that while the concern could have 
continued to sell $3 shoes, it would rather have the public buy 
elsewhere because of their prices rather than because of lower- 
grade merchandise. 


Novelties a Big Men’s Feature 


At MAURICE L. ROTHCHILD’S big men’s store fancy tops, 
including gray, seal and tan, are going well, and novelty ideas of 
all sorts are taking. Tansare very good and Russia stock is leading 
the blacks. 

Tans and Blacks Sell 60-40 


At THE HUB, men are buying tans and blacks on a 60-40 
basis. The big feature is the way $6 and $8 shoes are going, no 
objection to high prices having been noted. There are few novel- 
ties being sold, the staple stuff being the best movers. 


No Price Kicks at O-G’s 


At O’CONNOR & GOLDBERG’S State Street store pigskin 
shoes for men have taken hold in fine style, and in fact dark 
shades of tan have had the lead, mahogany being highly favored. 
Waterproof shoes are also being called for to some extent now. 
The public is not kicking on prices, $8 and up being the rule at 
this establishment. 


Novelties Best for Both Sexes 
At the WALKOVER SHOE STORE more fancy shoes are 
moving than earlier in the season. Light tops are coming in, buck- 


skin being in good call. English models continue to prevail, 
almost overshadowing other toes. Kangaroo leather shoes which 
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“Shoes for Every Member 
of the Family” 


Men’s, Women’s and Children’s Shoes 


One Million Dollar Floor Stock 


is constantly at your service. Lose no 


SALES because of broken stocks. 


Quick Service 


In filling your broken sizes and widths is 
assured on receipt of mail or wire orders. 


We Supply Our Customers 


with the best lines of footwear and prac- 
tical helps for retail selling. 


Catalog on Request 


R-D-SMITH & SONS CO- 


CMmreaGo 
MMade Good nIG5Q <= ATITEVER SINCE 
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What Shoe Merchants Are Selling in the West 





ROBINSON SHOE CO., KANSAS 


Made over the new Ardsley English 
toe in dull calf, button or lace, gray 
tops. Selling at $9.00. 


have recently been in stock have taken well. They are unusually 
light in weight and are black in color, and the oddity has appealed 
to many. In women’s shoes tan is the big noise, the new medium 
heel, an inch and a half high, being especially good. Black and 
white combinations are good, and buck tops are also liked by the 
fair sex. Kid tops and buck vamps reversing the usual order of 
things, are also going well. 


Colored Cloth Tops Growing in Popularity 


At CUTLER’S the two-tone combination is leading in wom- 
en’s shoes, black with white top and gray and ivory tops with 
kid and patent leathers being the most popular combinations. 
Brown kids with both white and ivory tops are also good sellers. 
Solid Russia is particularly strong. In the men’s lines gun metal 
and Russia, English lasts, have taken well. There is a growing 
tendency toward colored ‘cloth top shoes for men, and shoes of 
this character have been selling in unusual volume. 


Tan Shoes Lead Demand 


At the PALMER SHOE STORE, in the Palmer Hotel Build- 
ing, it was noted that two-tone buck shoes for women have been 
the most popular. Tans are a big item, and all sorts of heels, at 
all sorts of heights, have been selling. Some of the color combina- 
tions are extreme, tan and brown vamps with champagne tops 
having been popular here. High-priced shoes are selling without 
difficulty. 

Blacks to be Stronger 


In the men’s department of CARSON, PIRIE, SCOTT & CO., 
staple stuff is the leader, little demand being noted for novelties. 
Tans have the call at present, but it was indicated that blacks 
would be moving much more heavily later on, when the bad 
weather begins. Price doesn’t seem to make much difference 
with patrons of this store, and many customers select the shoes 
they like first and inquire about the price afterwards. 


Extreme Novelties the Leaders 


The women’s department of MANDEL BROTHERS has 
been featured by the demand for novelties, and the more extreme 
designs are taking exceptionally well. Insert lace effects in lace 
boots have been given prominence, with inserted block patterns 
on vamp and top stay. A boot of this character selling at $9 
has been a leader of late. Two-tone combinations are popular 


FLORSHEIM SHOE CO., CHICAGO. 


,» MO A custom last with simple lines and 
stitching. Of fine Russia calf. 


O’CONNOR & GOLDBERG,CHICAGO 


For Winter wear, genuine cordovan 
top and vamp. Selling at $6.50. 


here as elsewhere, tan and white, black and white, and black and 
white with white inserts being favored by the trade. The novelty 
idea bids fair to feature the season. 


Big Sales of Dress Footwear 


In MARSHALL, FIELD & CO.’S men’s store, blacks have 
been able to hold tans to an even break. Cordovans have been 
big sellers, and pigskin shoes have also taken well. Wing tips 
are rather popular with Field patrons. This department has been 
showing a veal calf walking shoe, without tips, that has taken 
well. Between now and Thanksgiving it is expected that business 
on dress shoes will be unusually good. 


Make Appeal and Appearance Consistent 


First Impressions in the Sign of a Good Store 


At a time when such vast sums are daily expended in adver- 
tising of the most transitory character, advertising which appears 
in a daily paper today which no sane man reads or is expected to 
read tomorrow; in an age when advertising is not only considered 
an important part of nearly every successful business, but is 
by many considered the most important, it is.surprising that 
comparatively so little attention should be given to the one de- 
partment of advertising which is most permanent,—Signs. 

These are the impressions of Rawson & Evans, Chicago; Can 
you afford poor signs that misrepresent you? Any sort of a make- 
shift sign, so long as it could be read, used to be considered all 
that was necessary by the average retailer, but now, every en- 
terprising merchant realizes that it is just as essential to use 
artistic and attractive signs on his front as to have modern 
fixtures in the store and up-to-date goods on his shelves. 

The importance of signs is next to that of the building itself. 
There is nothing about a store which deserves more careful 
consideration than its signs. Even to the casual passer-by, the 
signs are the first thing to attract attention and the impression 
thereby created is apt to be a permanent one. They are a stand- 
ing advertisement, reflecting the-spirit of the establishment with- 
in, and an important factor in creating new business for the store. 

The store front is your chief point of contact with the passing 
public. Your old customers, your newly made customers and 
those whom you are advertising to attract, in fact, all who pass 
your store every day. Such being the case, it is of vital importance 
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A Lace Shoe Fits 
Because it is self-adjusting to instep 
and ankle. j 
Because the strain is evenly dis- 
tributed, eliminating wrinkles and 
bulging. 

The fit is permanent — any stretch 
or give is taken up by means of the 


laces at the will of the wearer. 


Common sense as well as a desire for 
style and neatness unquestionably 
accounts for the ever: increasing 
demand for lace shoes. 


The resetting of buttons is not only 
a time-consuming attempt to accom- 
plish the impossible, but is also an 
item of expense that is worth consid- 
eration by the shoe retailer when 
ordering. 


UNITED FAST COLOR EYELET CO. 
BOSTON, MASS. 
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O’CONNOR & GOLDBERG— 


CHICAGO 
Sold in all-over white kid; black glazed 
kid with white uppers and eggshell 
uppers; and black glazed kid with 
oyster gray or pearl gray buck tops. 
Selling at $7.50. 


that your front serve its purpose by possessing some pleasing 
distinction from neighboring stores. Nothing will give it the 
distinction so effectively as artistic glass signs. 


Marketing a New Sole 
Manufacturing Concern Has Its Own Composition 


“In its desire to serve shoe merchants who want men’s medium 
and fine grades of footwear, the J. P. Smith Shoe Company has 
taken cognizance of the growing demand for composition soles 
and in doing so has placed upon the market a composite sole bear- 
ing its own ‘name and trade mark. The shoes of this company 
made up on this sole are a recognition of the fact that composi- 
tion soles have a value both to the shoe merchant and to the cus- 
tomer. The cost of composition soles during the past several 
seasons affords a striking proof of the value of a trade name and 
of the worth of the same backed by the reputation of the manu- 
facturer. 

“As a producer of up-to-date styles and patterns of men’s 
footwear the J. P. Smith Shoe Co. not only has gained for itself 
a reputation but its great volume of business which proves that 
the shoe dealer is appreciative of the guarantee supplied by this 
strong organization.” 


New Chicago Offices 


Frank X. Peacock and D. Oppenheim have opened an office 
at 22 Quincy Street, Room 204, Baltimore Building, Chicago, IIl., 
which will be used as a sample room for the J. E. Bates & Com- 
pany of New York City and the Boardman Shoe Company o 
Boston, Mass. = 

Both Mr. Peacock and Mr. Oppenheim are well known to the 
shoe trade here. These lines consist of goods carried on the 
floor for immediate shipment in both New York and Boston. 
A complete line of samples is on display. 


BEDELL—PITTSBURGH 


A high-style novelty of kid with trim- 
mings of contrasting leather. 





BROADHURST SHOE CO., DENVER, 
COLO. 


An all kid boot offered in colors and 
combinations 


Shoe Display Racks in Hotel 


A New Angle of Hotel Service to Shoe Trade 


E. J. Stevens of the Hotel La Salle says ‘“‘One of the innovations 
which we have found to be much appreciated by the traveling 
shoe salesman in our hotel is a particular kind of shoe display rack 
which we place in the sample room for every traveling shoe man 
who comes to Chicago and stops with us. This rack makes it 
possible for the salesman to make a big display of his line which 
frequently is a determining factor in the sale of footwear to mer- 
chants who visit the salesman in his room, and new styles of 
footwear are more quickly noticed when properly displayed. on 
racks as we have done instead of the old method of using plain 
tables. 

“This is a new angle of hotel service which is very much ap- 
preciated by the ‘shoe traveling boys.’ ”’ 


Domestic and Foreign Interest 
In Better Equipment for Store Windows 


A. L. Rutledge of the Crystal Fixtures Co., says that their 
business has increased so rapidly that with the present scarcity 
of metal for some of their connecting joints it is hard for them 
to keep up with deliveries. They are about to put on the market 
one of the newest and most sensational fixtures that was ever 
sold in any city in the country. Orders are received at frequent 
intervals from such places as London, Manila, South Africa, 
and several other foreign points. 


A Study of Staples and Novelties 


Making Knowledge of Line Paramount 


‘“‘We make it our business,” says Mr. Hagen, of Tucker & 
Hagen, Chicago, “‘to supply the wants of shoe merchants who sell 
footwear, both staple and novelty. We make it our business to 
study the needs of the little folks so far as footwear is concerned. 
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You need the HUSK line—it 
will liven up your business— 
will put more money in your 
cash register. 


Our Quality 
Service 


You Need 


You should know more about 
our quick-selling In-Stock 
Service. 


Let’s get together. 


The enormous 
growth of our 
business is sub- 
stantial proof of 
the merits of our 
art illustrations, 
and should sug- 
gest immediate 
investigation. 
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You will know supreme quality in shoe illus- 
trations when you see it—write now. 


C. Grieco-Commercial Art Co. 
179 W. Washington St. 
CHICAGO 


: 
, 


PILI 
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Trade-marks in Foreign 


Countries 





Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia 
and Africa? 
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Pet 7830... ...Price 83.75 » . ° 
é All Dongola Kid Welt, Certain. Foreign Countries award exclusive 
7831—Same in Button. trade-mark rights in a trade name or mark to 


6003... ...Price $3.50 
All Dongola Kid Welt, 
% Foxed, 7-inch Top. 
AA to D, 3 to 8. 


the first applicant, irrespective of prior use 
by another. This allows the piracy of valu- 
able trade-marks in such countries. 


The Shoe Manufacturer maintains a Pat- 
ent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all For- 
eign Countries, as well as in the United States. . 
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HARRY M. HUSK 
SHOE CO. 


327 Monroe Street Chicago, III. Address all Inquiries to Boot and Shoe Recorder 


Patent and Trade-mark Department, 179 South 


Branch Branch 
Minneapolis, Minn. Milwaukee, Wis. St., Boston, Mass. 
404 Boston Block 212 Caswell Block 
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SUUDQUURQGHOGCCGUECUUCCCROCUECCHCGHECCECOHEQCCHOUCCGORCGUOCCUCGRRQGCQCHCGUECCPUGUGROGEOQUCCGUCGUROGUECCONCGURSGREGUNT. 
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PITTS, COLUMBUS, OHIO 


Offered at $10 in brown kid with ivory 
top, or black kid with white top at 


“This seems to be a time of prosperity in every department 
of the shoe business and that we are no exception to the rule is 


proven by the fact that the past season shows a substantial gain 


over a year ago.” 


Merchants Eager to Buy 


And Price is of Secondary Consideration 


“In spite of the fact that shoes have shown a repeated increase 
in price to the shoe dealer,” says A. L. Jackson of Stonefield- 
Evans Shoe Company of Rockford, Illinois, ‘demand from the 
dealer has continued to be so strong that many manufacturers 
are finding it difficult to supply shoes at the prices quoted. The 
latter fact is responsible for the shoe merchants finding themselves 
in the position of being willing to buy shoes if they can get them 
at any price. The demand has been sufficiently strong to go be- 
yond our capacity and we expect in a very short time to double 
our output by erecting another building. 

“*As an index of changing conditions in the industry we used 
to take pride’ in the fact that we were producing a line of men’s 
shoes to retail at $4.00 to $5.00 but the cost of leather and shoe 
materials has gone up with the result that our line today retails 
between $5.00 and $7.00.” 


Each Style Its Own Dressing 


Specialists in Polishes These Days 


“The demand for shoe polish,” says Charles Swain, of the 
American Shoe Polish Company, ‘‘was never stronger than we 
find it this year. The women folks are buying more pairs of shoes 
to the-year now than some years back and they like these fancy 
styles so well that they are willing to buy a variegated number 
of polishes with which to clean white, grays, champagnes, tans, 
yellows and all the other colors of the ranibow, with the result 
that we can now show as fine a run of colors as you will find in 
the shoes, themselves. Foreign countries are constantly calling 
for new dressings and even Russia, Africa, Mexico and other 
spots are sending us big orders.” 


SEYMOUR’S, DES MOINES, IA. 


Black kid vamp with colored top selling 
$10 beaded 


FRY SHOE CO., OMAHA, NEB. 


Beaded kid forepart with white or colored 
cloth top. Button or lace. 


Selling by Illustration 


The Importance of Snappy Shoe Cuts 


“The shoe merchant gets his customers into his store by one 
of three roads: with newspaper advertisements, his window dis- 
play or his personal reputation. We supply one feature, namely, 
newspaper cuts,”’ says Mr. Grieco, of Chicago, and ‘‘this has 
become important in view of the fact that it does not do for a shoe 
dealer to show in his newspaper advertisements a shoe cut 
which is not an exact reproduction of the shoe he has for sale. 
Being located in one of the largest shoe markets of the world and 
in intimate touch with shoe styles and tendencies we are surprised 
ourselves, many times with the tremendous demand being made 
on us for cuts, all snappy styles. The shoe alone is not enough, 
a back ground or a design which suggests a prospective buyer for 
the shoe shown giving a better appearance to the cut. The shoe 
dealers find that these kind of cuts have a greater selling value.” 


Service and Store Seating 
He Who Serves Best Profits Most 


Is your store on a main street? That’s a foolish question. Of 
course, because to get business you must be on the main street 
—you must have reliable goods—your store must be inviting 
from the front—your show windows must be pleasing and sea- 
sonably arranged—you must be courteous, and know your line; 
you must know your community; you must know how to arrange 
your stock, and the general interior of your store, etc. Summing 
it all up—Serve your trade best. 

In the past few years you have had a glimpse of the service 
possibilities in the shoe retailing field and don’t it look now that 
this angle of service first is going to continue? 

Give your trade something besides shoes. They can get shoes 
only from a mail order house. All right we don’t want benches 
any more because a good bench costs too much for the few it 
accommodates. You know how two or three people take all the 
space (unintentionally) on an eight foot bench and. how hard it is 
to ask them to “‘move over’’ to make room for people they don’t 
know. 
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“EAGLE BRAND” 
POLISH 








‘*Eagle Brand’”’ Suede **Eagle Brand’? Nuway “Vogue.” For all glazed 
Dressing White Leather Dressing Kid Shoes in popular shades 
(Liquid) 
Black and all colors and 
shades 
A Perfect Dressing 
FOR 


Every Shoe 
THE AMERICAN SHOE POLISH CO. 


CHICAGO, ILL. 





























Nov. 11, 1916 


What Shoe Merchants Are Selling 


“THE GREAT NATIONAL SHOE WEEKLY” 45 


in the West 





KEITH-O’BRIEN CO., SALT LAKE 
CITY 


An all calf, light weight boot, straight 
cuban heel, popular at $8.00 


Well let’s take some good strong four-legged chairs—Yes, and 
have them scattered all over the floor, and a good four-legged 
chair don’t cost much more than one of those new inter-locking 
opera chairs. Chairs built in gangs, constructed so everyone has 
a distinctive seat just like a show house—and they are fastened 
to the floor so they are never in your way; they are where you 
want, they can be upholstered and finished to harmonize with 
your fixtures, their arrangement enables you to give attention to 
more than one customer at a time and still leave the impression 
that he or she is receiving individual attention. 

Fashion’s demand—chic designs, creating of art—were un- 
known in the day of the shoe store bench. The old time shoe 
man woke up almost over-night to this radical change. He real- 
ized that he must undertake a rejuvenation or step aside for 
these modern steam rollers. If they want chic designs—creations 
of art, etc., then you know they want individual service. 

The public is paying for service more and more each day and 
he who gives the best service secures the best business. 


A Million Dollar Stock 


Always on Hand for Immediate Delivery 


E. E. Smith, president of the R. P. Smith Shoe Co., prominent 
manufacturers and jobbers of Chicago, says ‘‘We find that the 
demand from shoe merchants during the past six months upon 
the shoe jobber has been very much in excess of what it has been 
any year heretofore and it proves our contention that in many 
respects the shoe jobber is in the best position to take care of shoe 
merchants when they want shoes quickly. We plan at all times to 
keep on our floor a stock of footwear which totals a million dol- 
lars. This is a great reservoir, one might say, from which the 
shoe merchants can draw. It is subject to call night and day. 

“The growth and demand for novelties in women’s footwear 
is one of the remarkable things of the past two or three years. 
It requires careful buying and much foresight to properly gauge 
this demand for new styles as they arise. 

“*A& shoe for every member of the family’ is one of our slo- 


GROSSMAN’S—CHICAGO. 


Featured in vici Java kid; all dull and 
brown kid; brown and dull vamps, 
with white tops. 


C. H. BAKER, LOS ANGELES 
Shown at $9.00 in all gray kid; gray kid 


vamp with gray buck top; brown kid 
vamp with brown buck top; covered 
Louis heels, turn soles. 


gans for we carry a complete stock of men’s, women’s and chil- 
dren’s shoes subject to instant demand.” 


Styles at the Right Time 


The Aim of Service to the Merchant 


Mr. Lathrop, manager of the Harry M. Husk Shoe Co., of 
Chicago says: ‘‘One of the big factors of shoe merchants carrying 
special women’s footwear is to have the styles at the right time. 
This is one of the big factors of the kind of service we render our 
many hundreds of customers. There was some talk not so many 
seasons ago to the effect that the shoe jobber was being super- 
seded by the competition supplied by the shoe manufacturer’s 
stock department. But the last few seasons have shown the 
shoe dealers that the place to buy novelties in small lots at the 
time when they are most wanted is from the shoe jobber who had 
made it possible to supply the big demand. 

‘‘Apparently the shoe jobber was never more in demand and 
never filled a larger want than he does today.” 


Death of Dr. J. M. Frost 


Dr. James Marion Frost, prominent Southern Baptist church- 
man, and father of H. E. Frost, treasurer of Snow, Church & Co., 
Nashville, Tenn., passed away October 30th at his Nashville 
home at the age of 68, after an illness extending over several 
months. 

James Marion Frost was born in Georgetown, Ky., February 
10, 1848. He graduated from Georgetown University, founded 
by his grandfather, married and was ordained a minister all in 
one week at the age of 22. 

During his life of great service, he was the author of several 
important books on denominational questions. In 1891 Dr. 
Frost came to Nashville from Richmond, Va. and founded the 
Baptist Sunday School Board, now a great power in the Baptist 
Church of the South. 
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HEIGHT, 22 IN. 
SE, 5 IN. 


PRICE, 
$12.00 EACH 














HEIGHT, 31 IN. 
BASE, 6 IN. 


PRICE, 
$15.00 EACH 








HEIGHT, 20 IN. 
5% IN. 


APRICE 
$6.00 EACH 








HEIGHT, 23 IN. 
BASE, 6 IN. 





PRICE 
$7.00 EACH 
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HEIGHT, 17 IN. 
BASE, 5 IN. 


PRICE, 
$5.00 EACH 








HEIGHT, 26 IN. 
BASE, 5 IN. 


PRICE, 
$13.00 EACH 








HEIGHT, 28 IN 
BASE, 6 IN. 


PRICE, 
$14.00 EACH 
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CRYSTAL FIXTURE COMPANY 
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Tilting Crystal | 


Shoe Stands 
Are Popular 


In stores that serve the 
high-class trade, tilting crys- 
tal shoe stands are univer- 
sally used. Every line is 
carefully gauged and each 
stand perfectly proportioned 
so as to be certain of the cor- 
rect general effect. Illu- 
minated by the light of day, 
or the electrical “sunlight 
of night,” the sparkle of 
their highly polished crystal 
base, upright and top, is 
rich and charming. Send 
for catalog illustrating and 
describing our complete line. 


Write for Discounts 


CHICAGO, ILL. 





Passersby Judge Your Store by its Outside Appearance 
WHAT HAVE YOU DONE TO IMPRESS THEM FAVORABLY? 
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Give Tone and Distinction to Your Store 
Illuminate Beautifully at Night 


CHIPPED GOLD AND SILVER PLATE GLASS SIGNS 


"| BABLE R& BABLE RI 
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ART GLASS WINDOW VALANCE SIGNS 


Are Impressively Handsome by Daylight 


Will Transform Your Store Front Into An Active Selling Power 


Volk Bros., Dallas. Tex.---Finest shoe store in the entire southwest. 
Our New Catalog STORE FRONT SIGNS Free on Request 


710-712 
WEST WASHINGTON BLVD. 


Equipped with chipped gold window-base signs 


CHICAGO} 
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The Girl of the 
Golden West 


Short skirted and fash- 


ee — 


ionably shod she is making 








shoe merchandising in the 
West a business of wonder- 


ful possibilities for profit. 
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Some shoes 
those Western. 
fellows make! 








Why Shoes Wear Out 


A Few Suggestions for the Better Care of Shoes Issued by the National 
Shoe Wholesalers’ Association 


WE DO NOT RECALL EVER SEEING A SHOE 
RETURNED TO US ON ACCOUNT OF POOR WEAR 
THAT HAD BEEN KEPT CLEAN AND DRESSED. 

It is recognized that wooden houses and iron bridges must be 
kept painted to be preserved. How much more care should be 
given to a material that grows on the backs of living animals. 

Through the life of an animal, leather (the skin) is kept con- 
stantly nourished and oiled by the natural processes. The tan- 
ning of leather does nothing but arrest the progress of decay. 
If the leather is to continue to be pliable, strong and serviceable, 
it has to be nourished and oiled, the same as it was in the life of 
the animal. 

Leather is Nature’s Product 


The substance of leather is made up of a multitude of minute 
fibres, matted and twisted together, that bend one upon another 
like little hinges, which must be kept lubricated, or they will be- 
come “rusty” and break instead of bend. Anything that re- 
moves grease from leathers, therefore, makes it hard and brittle— 
destroys it. 

Nothing will do this more quickly than “barnyard liquors,” 
sweaty feet, mud, or fire. The action of each of these agents is 
exactly the same, and whenever you see a shoe that has become 
hard in any spot and cracked, you may be sure that it was no 
fault of the leather. 

When it goes into the shoe leather must of necessity be soft, 
pliable, and strong, else it would not withstand the pull of modern 
shoe machinery. 

When a shoe becomes brittle and hard, it is positive evidence 
that it has been abused. The fault is obviously with the wearer 
and the shoe should not be returned to the dealer. 


Never Say ‘‘Waterproof”’ 

Remember that leather is porous. That is why it is desirable for 
footwear. Feet to be healthy must breathe, therefore; do not 
expect leather to be waterproof. No leather can be waterproof 
unless through the use of oil or lacquer, completely closing its 
pores. Shoe salesmen should omit the word ‘“‘waterproof’’ from 
their vocabulary. | 


As long as a shoe is kept clean, and soaked with tallow, lard, 
neatsfoot, viscol, or any other good oil, it will keep the water out. 
Just as soon as the oil is gone, water will enter. 


The Maker is Responsible 
If the uppers rip in an unusually short time, or 
If the soles pull off, or 
If the insole breaks, return the shoes tothe maker for full credit. 
Don’t repair them. Repairs are not allowable. 


The Maker is Not to Blame 


If the uppers are allowed to get hard and crack, 

If worn on “‘sweaty”’ feet, causing rotten spots in uppers, 

If soles are burnt and break, 

If uppers are scuffed out by rocks or other hard substances, 

If shoes are too small and run over on that account, 

If uppers are cut and badly scratched, 

If soles are subjected to unusual treatment and. consequently 
wear out quickly. 

The wearer is to blame when these troubles happen, and he 
has no just claim against you or the manufacturer. 


Attaching Shoe Buttons 
Perfection of Machines for Use in Shoe Store Service 


Button machines are in constant process of improvement. 
Button machines are indispensable to any shoe store. In a 
consideration of machines for shoe stores comparative claims 
should always be taken subject to test by the merchant. 

The Anderson Button Attaching Machine Co. says: ‘A ma- 
chine of simple construction and strong build which can be op- 
erated even by a child, is now produced by us in Anderson, Ind. 
This improved button machine termed the Model K, 
will attach buttons without any loss of wire other than that ac- 
tually used in the attachment of the button. It is sold outright 
and no restrictions are made on purchases as to the wire stiching.”” 

The factory also states that they have been running day and 
night doing all they can to fill orders. 





TUCKER & HAGEN 


ARE 
JUVENILE FOOTWEAR SPECIALISTS 


and succeed in building up such 


SHOE DEPARTMENTS for Progressive Merchants! 


If you are desirous of learning the secret of making 
REAL PROFITS in your Juvenile Department, you 
should apply to 


TUCKER & HAGEN 
CHICAGO 







_ KEEP fie ESD OF THE aff C ON ‘THYOUR SH Ss 


EXCLUSIVE AGENCY 


IETWINS Ores 
Shoes for Children 3 THE LEADER Shoe MEN 


Shoe Manufacturers 
PY . have tp tee Se cent Ge oe enely 
Pa: | r brand of shoes to stimulat aye What bet- 
cheaper w 4 is - ne of drilling your trade-mark, 
r slogan into the minds of the buying public than 
Pree oe every dake with, 


MEYERCORD DECALCOMANIA 
TRANSFER WINDOW SIGNS 


Made in any size or style. Surpass hand-painted signs. Easily applied on 
windows. Effective day and night. Dealers like them and thay are used by 
leading manufacturers eve: rywhere. 

Send today py ye | oe pemea ttractive, impressive and 
paeanand wy this is of keeping the eyes of the public on your brand. 


THE MEYERCORD COMPANY 
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Exclusive Shoe Store Furniture... © 
THE BEST IN. THE WORLD. LOWEST POSSIBLE PRICES 


“ 
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*. 


We Furnish more Shoe Stores than all Other Manufacturers Crtebiened, 
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No matter what the size or ‘ 








One Customer 
Has Bought Over 


10,000 


. Of This .One Design 
of Shoe Store Chairs Alone 


‘shape of your store ‘is the 


Shakespeare . Chairs 


‘will solve your problem “ 























Shakespeare Chair, No. 410, “shows Group of Shakespeare Chairs with” 
ing seat down.” i seats up. Easy to clean under these 


chairs, 


Group of Shakespeare Chairs with 
seats down, Most economical space 
arrangement for shoe store seating 
ever devised. 


- 


Shakespeare Chairs--the only Chairs ever made Exclusively for Shoe Stores. 
Nothing made to equal them. 








‘No. 4096 Portable Mirror. .. The handy 
practical Shoe Store Mirror. Bevel 
Plate Mirror on both sides. Durability 
and light weight. 

$12.10 


This trade mark on every piece guar- 
antees the best quality of material 
and workmanship. 


We Manufacture 


No. 4061 Fitting Stool. Upholstered 
seat—corrugated leather foot rest— 
special metal heel rest. Guaranteed 
the best ‘and strongest fitting stool in 
the world. Price only $3.85. Will 
outlast five other stools. 


Chairs, Settees, Center Divans, Portable Screens, Statuary Fitting Stools, Wrapping 


Tables, Mirror Screens, Children’s Chairs, Electric Newell Fixtures. 








‘All kinds of Shoe Store Furniture. 


Each piece made to match your Fixtures. 





Write for Catalog. 








THE C. F. STREIT MFG. ‘COMPANY 


1047 Kenner Street 


CINCINNATI, OHIO, U. 


























HE St. Louis shoe’market, wholesale and manufacturing. 
which has maintained pre-eminence for many years in th« 
field of complete lines produced under one management. 
has in the past five years undergone a new development of 

which little has been said, but which has been none the less impor- 
tant in the modern merchandising of footwear. 

In the two score years which have elapsed since the growth of 
St. Louis as a footwear center began, it has held the lead as a market 
in which the retailer could find a complete line for his entire shoe 
store or department in any one of the numerous houses operating 
large factory capacity. This, together with the maintenance of im- 
mense in-stock departments made the position of the market im- 
pregnable. 

With the development of the novelty or specialty type of foot- 
wear and the demand therefor, amounting almost to a craze, a new 
chapter is being written in St. Louis shoe history. 

The novelty footwear development has also had a large share 
in the rapid increase of the business of the St. Louis market during 
the past year, for it has enabled the St. Louis houses to meet the in- 
sistent demands of the retail and the consuming trade for something 
new almost every minute. Statistics are beginning to appear for the 
fiscal years of the various houses in St. Louis and these evidence that 
the year’s business of the city as a whole will run well up to $85,000,- 
000 if not beyond. That this estimate is not beyond conservatism is 
demonstrated by actual figures now available which show that the 








three largest institutions will make shipments for their fiscal years 
of considerably more than $60,000,000, one reaching $35,000,000, an- 
other $16,500,000 and the third at least $12,000,000. As there are other 
houses among the dozen or two remaining establishments which 
operate well up in the millions it is not at all to be doubted that the 
high mark referred to will be reached. 

While the initial strength of the St. Louis footwear market 
was in its provision of complete lines and in-stock facilities for the 
retailer, the addition of powerful novelty production has rounded 
out the market most effectively and these two factors in conjunction 
with the distributing facilities of the city and the tremendous area 
tributary to St. Louis assure continued. progress along modern lines. 

That St. Louis is not a market of big houses alone has also been 
demonstrated by the numerous small houses, both manufacturing 
and jobbing, which have been established within recent years and 
particularly within the past two years. All of these have met with 
success and are constantly reporting gains over preceding similar 
periods. These statements apply not merely to value of shipments 
but to numbers of pairs as well, indicating very clearly that the con- 
suming power of the St. Louis trade territory is growing as rapidly 
as is the market itself. 

Altogether St. Louis claims to pre-eminence in the footwear 
world are well founded and present every indication of maintenance 
of the position already held in both the staple and the novelty divisions 
of the business. . 
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F133—Giris’ ' Gun 
Veltal Button, 


shaping Last. . E 
width. Sizes 2% 
OF eee 


Same, E width. 
Sizes 11% to 2. 
$2.50 
Same, -E. width. 
Sizes 844’to I1. 
$2.25 
Same, E _ width. 
Sizes 5 to 8. . $1.90 


F125—Girls’ Gun 
Vela! Button, 
single sol-, medium 
heel, welt, Foot- 
shaping Last. C, 
D and E widths 
2% to 6... .$3.00 
Same, C, D and E 
widths. Sizes 11% 
to 2... «, ..... Sas 
/GJame, C. D and E 
widths. Sizes 84% 
to Ll. Spring heel. 
2.25 

Same, E width, 


Sizes 5 to 8. Spring * 
heel. .......$1.90 
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Buster Brown Shaping Last 
Shoes 


A Nationally Known Line 


Buster Brown Shaping Last. 


+. Shoes sell faster than any other 


line of- ehildren’s footwear, be-... 
cause the name of this brand 

is better known to your custom- 

ers and your 
prospective 
customers 
than any 
other in the 





Your prospective custom- 
ers are the ones to whom you 
must look for your increase 
in business. 


When once you sell them 
Buster Brown Shaping Last 
Shoes they will continue to 
buy them, because the ‘“‘Shap- 
ing Last” is an exclusive 
‘Buster Brown” feature. 


Stock the Buster Brown line 
—keep a full run of sizes and 
watch your children’s shoe’ 
business grow! 

Buster Brown Shaping Last 
Shoes are carried in stock 
ready to ship. 








ingle sole, spring 

heel, pliable treaas 

insole, welt, Foot- 
> 


= 
= 
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Manufacturers 


ST. LOUIS, U.S. A. 





New Catalog on Request 


BROWNS 
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What Shoe Merchants Are Selling in the West 





BLOCK & LEVY, SAN FRANCISCO 


A combination of mouse brown and ivory 
kid, selling at $12.50 


JACOB BLASS & SONS LITTLE 
ROCK, ARK. 


Black vamps of calf or kid, with colored 
id tops kid vamps, with buck covered heels and 


WETHERBY-KAYSER SHOE CO. 
LOS ANGELES 


At $14.00 this boot is offered in black 
tops 


What Is Selling in St. Louis 


HE retail footwear trade of St. Louis is al- 
most literally engulfing the exclusive stores 
and the departments as well and the reports 
from the managers are all couched in superla- 
tives. Managerial efforts are being largely 
directed to the urging forward of delayed 
shipments, the placing of orders to fill bro- 
ken lines and the adding of new numbers 

to the stocks. Preparations are also being made for a heavy 
holiday trade, not alone in the evening footwear and comfort 
lines, but also in the novelty and staple types. 

Altogether the business situation is regarded as the best ever 
recorded. ; 

A round of the St. Louis retail stores and departments develops 
some interesting information as to demand, styles, etc. 


Eight-Inch Boot the Leader | 


FRANK AMES, manager of BRANDTS, INC., said of the 
current trade: ‘“The leader in colors is dark brown in the solid, 
with the next good thing a dark brown vamp with an ivory top. 
Grays are good—as a matter of fact all subdued colorings are 
good, much depending upon the fancy of the customer and the 
costumie to be matched. As to heights, the eight-inch boot seems 
to be the volume seller with us with some few running to greater 
heights, of course. There is a small demand for fabric tops, 
though I would like to see such come in and so save the situa- 
tion as relates to high leather costs. The vamp in demand runs to 


3% inches, with the 4-inch vamp as the maximuni, the toe being , 


finely drawn and for the most part without tip. The French heel 
is very strong with us, with the Louis liked when wood heels are 
called for. Business is very heavy with us and seems likely to 
continue into the holiday period at the present speed. We shall 
make our usual presentation of evening and comfort .goods for 
the holiday trade as well as make the ‘practical ont: ween 
on-all lines.of footwear.” : 


Brown Kid a Favorite 


M. C. FURCHGOTT, of the SHOE MART, said: ‘Almost 
any tasteful, attractive footwear will sell now and it is chiefly 
a matter of meeting the color-matching demands of the customer. 
Dark brown kid seems to have a little the best of the call, while 
the black and white combination, with both dull and patent 
vamps is running second. There has also been an excellent 
call for tans of the mahogany or Russia type. Tan vamps with 
buck and nubuck tops have also sold well. Light gray is very 
good. As to vamps the length runs from 34% to 3% inches in 
length in the volume demand and the height of the boot, volume 
selling, is probably 9 inches with us. Toes are mostly plain, though 
there is some call for the imitation tip. In heels the Louis leads, 
with a good demand for low heels of the straight type, but there 
is. no call for the so-called Baby Louis in our trade. We are 
doing some business on cloth tops and wish the public would 
take more. It may have to do so. It is increasing its demand 
somewhat even now. Our business looks as if it would run along 
the present lines into the holidays and keep its present active 
pace. Our Christmas features will be much as usual, evening 
slippers, ornaments, comfort lines, etc.” 


Must Meet Costume Requirements 

W. J. REID of the T. J. REID SHOE COMPANY said: 
“With the present remarkably heavy business almost any at- 
tractive, well made, tasteful shoe will sell. It is largely a matter 
of meeting the costume requirements of the customer. Every- 
thing has to be matched even to the hair and the eyes, it would 
seem. Vamp lengths run 3% to 3% inches with-few or no tips, 
the toe being well drawn down. The height of the volume selling 
boot is about 9 inches. Louis heels are best.” 


**Any Attractive Shoe Will Sell’’ 


HARRY J. FIEDELER, manager of the FAMOUS-BARR 
SHOE DEPARTMENT said:. .“‘Every tasteful, shade in the 
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Popular Priced Boots 





4866—Gun Metal Calf Vamp Lace, 8- 
inch Fawn Buck Top, McKay, 


12-8 Leather Heel. B,C, D...83.50 


4867—Gun Metal Calf Vamp Lace, 8- 
inch Gray Buck Top, McKay, 
12-8 Leather Heel. B,C, D... 


4868—Black Kid Vamp Lace, 8-inch 
White Cabaretta Top, McKay, 


12-8 Leather Heel. B,C, D.. 2 


48€69—White Kid 8-inch Lace, Mc- 
Kay, Ivory Sole, 12-8 Ivory 
a ae re ao 


3.50 


On New Lasts 





4861—Black Kid Vamp Lace, 8-inch 
Fawn Buck Top, Style as above. 
(MAS AOE RO arr aera 


4862—Black Kid Vamp Lace, 8-inch 
Gray Buck Top, McKay, 2-inch 
Leather Louis Heel with Alumi- 
aum Fiele. B,C; D......... 


4863—Black Kid Vamp Lace, 8-inch 
White Cabaretta Top, McKay, 
2-inch Leather Louis Heel. B, 


4864—White Kid 8-inch Lace, Ivory 
Sole, McKay, 2-inch Wood 
Louis Half Heel. B,C, D.... 


4865—Dark Brown Kid 8-inch Lace, 
McKay, 2-inch Leather Louis 
Heel with Aluminum Plate. B, 
tp CESS Bere as Mies 





— 


Write for Brochure of Other Novelty Boots 


JAMES CLARK COMPANY 


The Novelty House of the West 


Saint 


Louis 








ITIiiiiiiiil 


For Quick Delivery 


- 3.50 


2.76 


3.50 
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Western Made Styles for Men 





Black calf on a custom last, by Brown 
Shoe Co., St. Louis 


Oxford on a streamline last of Bokara 
calf, a bright finished Russia calfskin. 





Tan calf with a white kid top. Note saddle 
strap. By Racine Shoe Mfg. Co., Racine, 


The Florsheim Shoe Co., Chicago Wis. 


solid colors is good with us. Black kid is very strong, but the 
grays are good too, and so are almost all the other tones which 
are, as I have said, tasteful and suited to the costume. Of course 
the dark browns are good. In fact any attractive shoe will sell 
now and will continue to sell up to the holidays. We are making 
no unusual preparations for the holiday trade, but will, of course, 
feature evening slippers, comfortwear and ornaments. Our 
business has been the greatest ever and there seems to be no 
let up.” 
Improvement in Cloth Top Demand 


C. H. BENNETT, shoe manager at NUGENT’S department 
store, said: ‘Our best call, aside from the blacks of course, 
seems to be for the dark tans or Russia, both solid and in com- 
binations. Suitable tones in vamps with white tops are also ex- 
cellent with us, but I am a strong supporter of a solid black kid 
boot especially in the lace type. I see some signs of improvement 
in cloth tops, which I hope will increase in demand. Tasteful 
combinations, selected with regard to the costume are also in 
good demand. The height of the volume selling boot seems to 
be about 814 inches with us. The vamp runs about 34% to 3% 
inches on most of the boots sold, with the toe well drawn down 
and plain. There is little call for tips or imitation tips. The 
leather Louis heel is best with the Cuban type looking good to 
me for Spring. The holiday trade will be cared for in the usual 
way, with evening goods, comfort goods, ornaments, etc.”’ : 


Leather Louis Heels Lead 


GEORGE F. COPP, manager of the shoe department at 
SCRUGGS-VANDERVOORT-BARNEY, said: ‘Pretty nearly 
everything in tasteful colors is good with us—white, gray ivory, 
burgundy, champagne, solid, in combinations and in two-tone 
effects. The question of meeting costume demands as to contrast 
or harmony, to which our trade pays particular attention, pre- 
vents any one type or color taking the lead to any great degree. 
As to boot heights, 8 inches is about the average, particularly 
when volume selling is considered. The vamp is plain, with the 
length running 3% inches to 4 inches, with narrow recede toe 
and plain tip. The leather Louis heel is in the lead, but the French 
heel is exceptionally good with us. Our business is remarkable in 
volume and there is little complain as to the high prices. It seems 
to be recognized that quality and high prices go together at the 
present time at least. Holiday trade will be good and will be fol- 


lowed out in the usual way, with evening footwear, comfort 
goods, ornaments, etc.” 


Sales Helped by Cost Publicity 


I. R. KAISER, assistant manager of the shoe department at 
the GRAND LEADER, said: ‘The solid tones, in tasteful 
shades are best with us, dark browns, grays, etc., with the black 
and white combination in excellent demand. Our call is largely 
for the 8% inch boot with the vamp 3 inches or a little longer, 
not much though. The plain toe, with well drawn shape, is the 
leader, and plain tip. The Louis leads the heels. Business is most 
excellent. There is no hesitation on the part of the trade to pay 
the high prices. The publicity on higher costs has had its effect 
and the prices are accepted without much complaint.” 


Good Taste First Consideration 


HORACE M. SWOPE, of the SWOPE SHOE COMPANY, 
said: “‘The call for footwear to meet the requirements of the cos- 
tume is the outstanding feature of the trade at present and 
seems very likely to continue so. There is, therefore, no one 
thing to put out in front of the procession, at least pronouncedly 
so. Tasteful footwear, in subdued tones so far as colors go, is 
selling well and the aggregate of business is most excellent. The 
height of the boot is somewhat variable, but lower perhaps than 
during the extreme craze for high boots. 


Monthly Records of Shipments 
What St. Louis is Sending to her Merchant Customers 


The monthly report of the International Shoe Co. shows 
aggregate shipments for October of $3,181,662.09, a gain of 
$2,264,777.95 over the same month of 1915. Total shipments 
for the eleven months ending November 1 for the International 
were $31,217,440.36, being a gain for that time of $8,757,287,55. 
The shipments of the individual houses for October were: Peters 
Branch, $1,009,454.69, a gain of $42,043,11; Friedman-Shelby 
Branch, $540,287.93, a gain of $115,256.28; Robe:ts, Johnson 
& Rand Branch, $1,631,918.47, a gain of $107,478.56. 

The McElroy-Sloan Shoe Co. came forward on the first in- 
stant with the announcement of a gain for October over the sim- 
ilar month of 1915 of $53,155.12. The gain for the ten months 
to date of the calendar year 1916 for this house was $788,404.19, 
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“Star Brand 


{ The following statement is the best evidence 
of this fact. 


66 
STAR 
BR AND Shipments for October 1916 $1,631,918.47 








Shipments for October 1915 1,524,439.91 
SHOE 5 Gain $ 107,478.56 
Shipments from Dec. Ist, 1915 to 
ARE Oct. 31st (Inc.) 1916 $16,061,094.81 
“~% 7 . a *9 
WEATE FR Shipments from Dec. Ist, 1914 to 
3 Oct. 31st (Inc.) 1915 11,853,044.88 
Gain for 11 months $ 4,208,049.93 
‘din, a - 
\ 
\, “Star Brand” shoes are made of all leather. 


Write or Wire for 

















Shoes are Better” 


16,000 successful merchants. 


€ “Star Brand” shoes are the largest trade- 


mark sellers in the world. BR AN) 
@ “Star Brand” shoes are made in 24 specialty SHOBS Pe 
factories by more than 10,000 expert shoemakers. . 


€ “Star Brand” shoes are made in more than: ARE 


700 styles—a shoe for every one for every occasion. 


99 


BETTER 


€) “Star Brand” shoes are growing in popularity 
every day. Ifthe agency is not placed write or wire 


for it. 


ADDRESS ADVERTISING DEPARTMENT 


ROBERTS, J OHNSON § RAND 


MANUFACTURERS Branch of International Shoe Co. ST. Louis 








the “Star Brand” Agency 
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Let The Kiddies Be 


Your Boosters For 


“BILLIKENS” 
The Universal Child’s Shoe 





With the “‘Billiken” Shoe and “Billiken” advertising, every child in 
your community will be an enthusiastic booster for your store. 


“Billikens” promote quiet in the school room, peace in the home, joy 
on the street, and happiness everywhere. 


No stiff, clumsy sole to tire the little feet! No ill-formed shapes to 
cramp the growing toes! Perfect little shoes made according to 
nature’s demands. 


Write or wire today for “‘Billiken” booklet or salesman and -get the 
most valuable agency for children’s shoes in America. 


Billiken Pilliken 


a loan 2 





Shoe Company 
1517 Washington Avenue, St. Louis, Mo. 
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This house also states that the operations at the present time 
indicate very clearly that the total gain for the year which 
ends December 31 will be in excess of one million dollars over 
1915. 

The Samuels Shoe Co. reports a gain for the year of 100 per 
cent over 1915 and anticipates a continuance of this percentage 
of gain throughout the remainder of 1916. 

With the monthly reports of the St. Louis shoe business for 
October, statistics for fiscal years also began to make their ap- 
pearance. The first house to total its figures was the Brown Shoe 
Co., which reports an aggregate of shipments for the twelve 
months ending November 1 of something more than sixteen and 
one-half million dollars, the gain for the same period being a 
little more than five and one-quarter million dollars. These 
figures include both the St. Louis house and the Kansas City dis- 
tributing plant operated under the name of Central Shoe Co. 
For the six months ending November 1, the total shipments were 
approximately nine and one-half millions. An interesting fact 
in connection with these statistics is that since March 1 the month- 
ly shipments of the company have never fallen below one million 
dollars and in one instance exceeded two million dollars. 

The Hamilton-Brown Shoe Co. in its shipments has kept up 
the record which it has maintained since last Spring of inter- 
rupted gains, with the result that the total for the 1916 fiscal 
year is expected to exceed $12,000,000.00, there being very little 
doubt that this will be a fact when the totals aré made up for the 
year on November 30. 

Similar statements in a relative way, or by percentage com- 
parisons, are made by all the other shoe houses of St. Louis and 
there now seems but little doubt that the total business for the 
fiscal years of the various shoe concerns will aggregate approx- 
imately $85,000,000.00, especially as the orders already placed 
and the insistence of retailers is such as to insure a steady flow 
of business. 

The Fox-Wohl Shoe Co. is another concern which reports heavy 
gains, its increase for October, 1916, over October, 1915, being 
177 per cent, while the comparison for the first ten months of 
1916 shows a gain of 142 per cent. 


Frank C. Rand, President 


Heads the Firm of International Shoe Co. 


Frank C. Rand, who has been vice-president of the Interne- 
tional Shoe Co., has been selected to succeed the late Oscar 
Johnson as president of the company, the election having been 
held Wednesday, November 1. Mr. Rand was a cousin of the 
late president of the company and also of Jackson Johnson, 
chairman of the board, who was a brother of the deceased presi- 
dent. The vice-presidency left vacant by the promotion of Mr. 
Rand has not been filled, Mr. Rand is forty years old, and lives 
in University City, a suburb on the western border of St. Louis. 
He is married, a member of a number of clubs and very generally 
known to the shoe trade of the country. 


Houses Which Specialize 
A Development of Quick Service on Novelties 


The establishment of specialty plants and the organization 
of specialty departments in the existing houses has been rapid 
and in St. Louis successful. 

The pioneer, perhaps, in this development, so far as manu- 
facturing is concerned has been the Brown Shoe Company, Inc., 

In the wholesale or jobbing lead, probably, is the Vinsonhaler 
Shoe Company which began operations along the line of novelty 
or high style footwear a dozen or more years ago. 

Following these most of the older houses have fallen into line 
while a very considerable number of new manufacturing concerns, 
devoting their energies to specialty goods have been organized 
and put in operation. These include the Johansen Bros. Shoe 
Company, the Pedigo-Weber Shoe Company, the Johnson- 
Stephens-Shinkle Shoe Company. the Boyd-Welsh Shoe Com- 
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R. L. LUND, President 
Lund-Mauldin Shoe Co., St. Louis 


pany, the Filsinger-Boette Shoe Company and the Specialty 
Shoe Manufacturing Company, which latter is a separate or- 
ganization through which the International Shoe Company 
meets the demand for high style and novelty footwear. In ad- 
dition the latter institution has broadened very rapidly the char- 
acter of the lines in the three branches, the Roberts, Johnson 
and Rand, the Peters and the Friedman Shelby, with the result 
that it is sometimes difficult to determine, so far as merchandise 
goes, where the line of demarcation lies between the branches 
and the special organization referred to. The broadening of the 
lines of the other houses, the Hamilton-Brown Shoe Company, 
the McElroy-Sloan Shoe Company, the George F. Dittman 
Boot and Shoe Company et al has been very marked, until at 
the present time novelty and high style types of footwear are 
as easily attainable in the St. Louis wholesale houses and plants 
as in any other shoe center of the country. Incidentally, the 
grading up process has been as pronounced in the St. Louis 
market as elsewhere until the range of wholesale prices carries 
the maximum up beyond the $10 mark in some of the specialty 
factories. 

The capacity of the specialty plants has developed as rapidly 
as has the demand for the novelty footwear and it is a fair es- 
timate that St. Louis plants devoted to high style manufacture 
are turning out probably 15,000 pairs daily and these figures 
do not include the high grade novelty output of the plants 
which still maintain operations largely on the more staple types 
of merchandise. 


The Plan F. O. B. Destination 


A Feature of Service with the Lund-Mauldin Shoe Co. 


The Lund-Mauldin Shoe Company, which was formed in St. 
Louis about fifteen months ago, by four well-known shoe men, has 
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Every Person’s Arch is Different 


No two are alike. Some are high, some low, 
some long, some short. The high point may 
be forward, near the back or in the middle. 
To make an arch support actually fit any 
arch, it must be capable of any adjustment. 
And these adjustments must be easy to make 
and must hold their shape when made. 


The Wizard Adjustable 
Arch Builder 


is the only arch support made which can be 
quickly, accurately and permanently adjusted. 
Its adjustments are so simple the wearer can 
make them by means of inserts in the pockets. 
These inserts overlap, making it possible to 
locate the support to correspond to the loca- 
tion of the high point of the arch itself. Any 
height desired can be obtained by use of thick 
or thin inserts. The Wizard Adjustable Arch 
Builder contains no metal, is feather-light, 
flexible and feels fine. 


Before and After Wearing Wizard 





ferent shoes. 


Adjustable Heel Leveler 


Run over heels,—either to the inside 
or outside, are due to the misalignment 
of the heel and ankle bones, not to 
slovenliness. Can be overcome by plac- 
ing a Wizard Adjustable Heel Leveler 
under the heel. This evens the heel and 
the ankle bones remain in their proper 
position. The inserts and the pockets 
permit the exact building up necessary. 
Also the adjustments required by dif- 





50% OF THE PEOPLE 
HAVE FOOT TROUBLES 


That is not an exaggerated statement. Broken arches, 
corns, callouses, run-over heels are so prevalent that 
very few people escape. Many suffer in silence think- 
ing there is no relief. Others try to get relief and fail. 


Shoe Dealer’s Opportunity 


They all go to shoe stores for shoes. If a shoe dealer is able 
to take care of these troubles he has a big field for profit. 
A dealer has every opportunity to discover the trouble, as 
the sufferers come to his store and he takes off their shoes. 
If a dealer will seize this opportunity, he can greatly in- 
crease his profits and enlarge his business. He can make 
two sales where he ordinarily makes one, and he sends his 
customer out “a friend for life.”’ 


Wizard Foot Appliances 


make it easy for a dealer to handle foot troubles. They are so 
logical and sane—so comfortable and so easy for shoe dealers to 
fit that they open up a big new field for profit. As part of the 
Wizard Service we train shoe salesmen to become competent Ortho- 
praxie foot specialists. This is done by means of a very thorough 
correspondence course of training, which we furnish without cost 
to salesmen with ambition. It makes them more efficient shoe 
salesmen as well as foot specialists. 

Write today for full information about this service. 


The Wizard Adjustable 
Callous Remover 


is an inner sole of smooth leather that fits 
snugly into the shoe. Beneath the device is 
a series of overlapping pockets distributed 
across the foot, just cae | of the ball, in such a 
way that one of the soft rubber inserts can be 

ut directly back of the callous or sore joint. 

his supports the bone, relieves the pressure, 
and at the same time takes the weight of 
the body off the sore spot. Persons hardly 
able to stand on their feet can walk with ab- 
solute comfort immediately after putting this 
wonderful device in their shoes. Gradually 
the callous or bunion disappears, and will not 
come back as long as the Sees is held in nor- 
mal position. 


The only Bunion Protector that can be 
Adjusted to fit any Bunion or any Shoe 


By means of overlapping pock- 
ets and soft felt inserts the 
Wizard Adjustable Bunion 
Protector can be so built up as 
to completely surround and 
protect any bunion, regardless 
of size or shape. The wearer 
adjusts it at home and can 
easily change adjustments 
when a change of shoes makes 
it desirable. 











Cures Corns and Callouses 
by removing the cause 


Corns, bunions and callouses are almost 
invariably caused by pressure. This may be 
due to an ill-fitting shoe, but. more often is 
caused by the dislocation of one or more bones 
of the foot. These bones pressing unnaturally 
cause the skin to harden. The Wizard Ad- 
justable Callous Remover relieves the pressure 
and the callous gradually disappears. 


1604 LOCUST STREET, 


WIZARD FOOT APPLIANCE CO., .i20¢so™"=". 
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developed steadily until it is pressing hard upon the factory 
capacity of its initial plant at Highland, Ills., and is preparing to 
increase its equipment and output. The company includes 
Robert L. Lund, president; Wylie Creel and B. White Williams, 
vice-presidents, and Thomas L. Mauldin, secretary treasurer. 
The company was formed to manufacture men’s fine shoes to re- 
tail at $3.50 and has been exceptionally successful, not only in 
building up its trade to its plant capacity of 700 pairs daily but 
also in maintaining quality in the past months of increasing costs 
of materials. A feature of the policy of the company is its selling 
of its goods f.o.b. destination. This has also met the approval of 
the trade which the company has built up in the period in which 
it has been in existence. 

President Lund was formerly with the International Shoe 
Company, having been a director for many years. Mr. Mauldin 
was, preceding the formation of the Lund-Mauldin Company, 
secretary treasurer of the Burrow-Jones & Dyer Shoe Company, 
which was absorbed by the McElroy Sloan Shoe Company. 
Previous to that he was connected with the Ferguson-McKinney 
Dry Goods Company. Mr. Williams was, previous to this ven- 
ture, sales manager for the International Shoe Company in the 
Roberts, Johnson and Rand Branch, and Mr. Creel covered 
Missouri and Arkansas for the same branch of the International. 
All four men are recognized leaders in their particular fields and 
have demonstrated anew their abilities in the operations of their 
own company. 

Thos. F. Peyton of Sioux City, Towa, was a visitor at the fac- 
tory of Johansen Bros. Shoe Co., manufacturers of women’s 
shoes, St. Louis, last week. 


The ‘Novelty’ in the West 


By David P. Wohl, St. Louis, Mo. 

The novelty shoe business of the West has found rapid growth 
in the St. Louis market and the percentage of high style shoes 
manufactured and sold here has been little short of marvelous 
during the past three or four years. 

The big retail buyers of the West are finding in this market an 
excellent source of sipply brought about'by the number of speci- 
alty houses which have sprung up during this period. This con- 
dition is a great boon to the small retailer during the present 
critical period as it enables him to keep his stocks up to date and 
get the new things on very short notice from St. Louis. 


Development of Children’s Shoe Business 


By Chester F. Reith, President, The Shops of Kout-Reith 
Shoe Co., Carthage, Mo. 


The development and growth of the children’s shoe business in 
the West during the past few years has been so marked as to at- 
tract the attention of retail shoe buyers throughout the United 
States. 

Statistics show that of the more than 100,000,000 population 
of the United States, one-third are children and this percentage 
is not likely to be decreased. ° 

We foresaw the great possibilities of expansion in the child’s 
shoe business and got into the game early. Since our move to 
Carthage, Mo., we have increased our capacity more than 500 
per cent. 

In March, 1913, we began the manufacture of children’s shoes 
with a daily output of 300 pairs and are now bending every effort 
towards 2500. When the two new units to our plant are completed 
we will have a capacity of five thousand pairs a day and we are 
optimistic enough to believe that we will not stop there. 

It is now our intention to make a fine line of turn shoes, a fine 
line of good year welts and our present play shoe line. 

Our idea from the beginning was to produce the best possible 
shoes for children in this country. We have had the satisfaction 
of seeing our output grow so rapidly that we are convinced, and 
we have evidence to back this up, that retailers can sell a high 
price child’s shoe, and, furthermore, the demand will increase. 
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CHESTER F. REITH, President 
The Shops of Kaut-Reith Shoe Co., St. 


Louis 


Helping Feet by Comfort Appliances 


Helping Feet by Comfort Appliances 


By J. B. Reinhart, sales manager, Wizard Foot Appliance Co., 
St. Louis, Mo. 

The growth of the foot appliance sales during the past two years 
is noteworthy and proves the popularity and growing demand for 
devices to aid and better shoe fitting and selling. 

In 1914 the Wizard Foot Appliance Co. was formed to place 
on the market a complete line of devices for corre¢ting foot 
troubles. ‘Fhese devices met with quick and “easy sales fight from 
their introduction. 

The increase in business has necessitated the company remov- 
ing to a more commodious location, where, with three’ times the 
space formerly at their disposal, they hope td be able to promptly 
fill the growing demand for Wizard Foot Appliances. Present 
conditions point to a record in sales for the coming year. 

The Wizard lines consist of an arch builder, a callous remover, 
a heel leveler, a bunion protector, etc. All of these devices are 
constructed on the overlapping principle, with which, by means 
of inserts of varying thicknesses, practically unlimited adjust- 
ments can be made quickly and effectively by the wearer. 

A big feature of the Wizard Company is a thorough free school- 
ing in orthopraxy of the foot, which the company places at 
the disposal of dealers and clerks. The course consists of several 
lessons and provides for examination and diploma at completion. 
Dealers have told us that the information gained from this course 
is invaluable, and that it helps the clerk to fit shoes better, as 
well as place them in a position to successfully care for foot troub- 
les. 

We believe that the shoe dealer is the logical person to render 
this kind of service to the person who has foot trouble. And 
we are also convinced that service of this nature that is rendered 
to the customer’s satisfaction will result in permanent custom 
for the dealer. 


A Huge Organization 
One of the Marvels of Merchandising Service in the West 


A pioneer in the great St. Louis shoe market, the Brown Shoe 
Company has, in the past five years, blazed the way in a new 
(Continued on page 69) 
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CHAMPION SHOE REPAIR MACHINERY 





Standard Straight Needle Stitcher 


OVER $100,000,000 


was done last year in Shoe Repairing. 
Did you get your share? 


CHAMPION Shoe Repair Machines are 
Standard in Working Efficiency—Over 
15,000 in use—There is a reason for it. 


CHAMPION Line of Machines consists 
of Straight Needle and Awl, and Curved 
Needle and Awl Stitchers—Repair Out- 
fits and Nailing Machines. 


Largest Line in the Market. 


CHAMPION MACHINES are Sold Out- 
right for Cash or on Time Payments. 











CHAMPION SHOE MACHINERY CO., 
Please give me particulars 


NN, i«. Nath ghaudee wecsd tiene ve Leah tceReadeenn 


Boot and Shoe Recorder 











Ideal Curved Needle and Awl Stitcher 


Write us for Catalog and Prices 


CHAMPION SHOE MACHINERY CO. 


3723 to 3741 Forest Park Blvd. 
ST. LOUIS, MO. 




















Rigger Business and More Profit 


That’s what you're guaranteed, Mr. Retail Shoe Merchant, when you choose the Manss- 
Owens’ line as your TOP GRADE LINE for men who know. They're brimful of style, and 


made of the highest grade materials obtainable. 


in America. 





Sample No. 107. Black kid, small button, 7-8 square heel, SALESMAN. 
white fair stitching, calf trimmings, 13-iron single sole. No. 


30 PEP English last. 


TWO OF THE 
MOST SALABLE 
NUMBERS IN 
OUR EXTENSIVE 
LINE. SCORES 
OF OTHERS 
READY FOR 
YOUR INSPEC- 
TION. WRITE OR 
WIRE FOR 


last. 


BOOK OF VALUABLE SUGGESTIONS FREE 


Our monthly house publication contains many 
valuable suggestions and helpful store hints for 
retail shoe dealers. We'll send it to you regularly 
Mail postal request today. Oc- 


for the asking. 
tober issue ready. 


They're the most talked-about men’s shoes 





Sample No. 139. Color 33 Russia Calf Bal, long vamp, small 
tip perforation, white fair stitching, 7-6 inch 
midget eyelets, 13 iron single sole. No. 24.AR 


uare heel, 
TOCRAT 


The Manss-Owens Co. 


CINCINNATI, O. 
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In Stock for Immediate Shipment 
LACES LACES LACES 


Pure Silk Mercerized - Cotton 


All Lengths All Colors 


Ivory, Champagne, Fawn, Mode, Dark Mahogany, Pearl Gray, Neutral 
Gray, Battleship Gray, Field Mouse, Bronze, Dark Brown, Midnight 
Blue, Purple, Wine, Gold, Dark Green, Black, White and Tan. 


THE ABOVE COLORS NOW IN STOCK for IMME- 
DIATE DELIVERY 


In Both Round and Small Tubulars—-Fabric Tips and Metal Tips 


TRIMMINGS 


BUCKLES of All | ROSETTES AND 

Kinds POM-POMS _ in 

Different Colors. 

Pearl, Ivory and Beaded Effects in 

Agate BUTTONS White, Bronze, 
in All Colors. Jet and Steel. 


No. 100 
Gold and Silver Cloth—Dull Kid-- 
Patent Leather—Satins 


| INSOLES 
Lambs’ Wool—Gummed Leather--Sheepskin---Cork 


POLISHES OF ALL KINDS AND OTHER HIGH-GRADE SHOE- 
STORE SUPPLIES 


WRITE FOR CATALOGUE 
WE CAN DELIVER THE GOODS 


THE LINCOLN COMPANY 


Sterling Quality 1602 Locust Street Efficient Service 
ST. LOUIS, MO. 
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COME OUT WEST FOR SHOES 





1285 PACIFIC SPECIAL 


Ladies’ Mahogany Brown Kid, Pol- 
ish, Gray Cab. Top, Plain Toe, 
Pickford Last, C-D, 2-8... .$5.00 


This style is only one of dozens 
of pretty shoes for women who pus- 
sess discerning tastes. 


Our new circular of similar 
shoes is ready for distribution to 
all inquirers. A copy will be 
sent together with our complete 
Catalog, No. 8. 


Send a postcard request to- 
day. 


“Out West’”’ is where the Friedman-Shelby Branch makes 
its good shoes. 


Good Shoes are ‘All Leather’’ Shoes—the kind that enable 
you to look your customer in the eye when you sell them. 


We believe in Leather—in the All Leather Policy. We think 
it is the only fair policy toward the user who expects leather 
and wear when he invests his shoe money. “i 


The All Leather Policy is also a safe policy for the retailer 
who. expects each shoe sale to create repeat business—and 
‘All Leather” shoes surely do that. 


Tie Up to ‘‘The All Leather Line.”’ 


It is complete—contains all the styles called for or used in 
either Dress, Work or Play Shoes for Men, Women or Chil- 
dren of all ages. | 


Our aggregation of Specialties enable us to stock any dealer 
on less money than if his purchase were directed in several 


channels. 


The shoes are in stock, ready for quick shipment. 


Try us today! 


Come Out West for Good Shoes 


' FOR WOMEN 
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A High Point in Style Creation 


A Pioneer of Style in Wisconsin Shoemaking 


SHOE dealer, whether buying East or West, 
cares little about the history of a shoe fac- 
tory, however much of interest it may have 
for its promoters. The present performance 
of the factory product, the prices and deliv- 
eries, are of vital importance to him. 

However, there is one significant item in 
the history of the John Foster Company at 
present is curiously linked with the 
much to do with the making = of 
ladies’ fine shoes. In the early eighties, Bryan Harding, now 
known throughout the country as artist-shoemaker and factory 
manager of the first rank, came to Beloit and built a line of 
ladies’ footwear of marvelous beauty, originality and worth. 
Eastern fashion centers kept ear to the ground to catch the 
latest from Beloit. 

Today, Joseph E. Harding, son of Bryan Harding, and per- 
sonally instructed and trained by him in every branch of shoe- 
making, has general charge of the Beloit plant. 

‘‘We have master shoemakers here,” says Mr. Harding, ‘“‘the 
smartest of up-to-now lasts, and ideal conditions of plant and 
equipment.” 

“Beloit quality 





wherein the 


Beloit, 
past, and that has 


” is known world-wide as the best, from every 
one of its hundred factories. The initiative, pep, snap and go 
that belong to the West are manifest in its products. A style 
of Beloit origination combining style, comfort and fit in lasts, 
is the new Spanish boot. This new one has character, marked 
by high arch, full instep, ‘smart toe, and well-fitting lines. A 
lady’s foot in this model, will look smaller and neater than size 
would indicate. That’s one reason for its popularity. 


Demand for Semi-Dress Shoes 
By H. L. Nunn, of Nunn & Bush Shoe Co., 


We have been very much gratified this season to find a grow- 
ing demand for a semi-dress shoe. Many men who have in the 
past confined their purchases to light dress footwear, which they 
have used for walking shoes, are beginning to realize the neces- 
sity of a little heavier shoe for this purpose. 


Milwaukee 


The Englishman has long recognized the wisdom of this and 
I am sure we will do well to follow his lead in this particular. 

We also note this season that the increased prices of shoes have 
not resulted in the sale of an increased amount of our lower priced 
goods. On the contrary we are selling more of our better grades 
than ever before. 

It would seem that wearers of men’s and boys’ heavy shoes 
are coming to realize more and more that the lowest priced is 





ALBERT TROSTEL 


Founder of Tanning Concern of Albert Trostel 
& Sons Co. 


not always the cheapest, and that regardless of the rapidly ad- 
vancing market—Leather—good old fahsioned solid leather—con- 
tinues to rule supreme as the best product for service shoes—and 
the most economical. 
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MILWAUKEE SHOES 


Cut, Double Sole 

















Sell the Farmer his Own Shoe 
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In the picture is shown our Men’s Welt Sewed Chocolate ZWEI-TAN “FARM WEAR?” sixteen inch, Hi da 4 


MILWAUKEE SHOES 


WHY NOT SELL THE FARM TRADE SHOES THAT ARE MADE ESPECIALLY FOR THEIR NEEDS? 
“FARM WEAR?” shoes are the only ones that completely fill the requirements of the farmer. 


Your farmer customer will be 
delighted with a shoe he can 
wear from dawn ‘til dark— 
from the field to town— 
without the necessity of 
changing to his Sunday shoes. 
That’s the big attraction of 
the “FARM WEAR” line. 


“FARM WEAR” shoes are 
made of a special leather, 
ZWEI-TAN — meaning dou- 
ble-tanned—first in Chrome to 
give it strength—then in vege- 


Men’s Nailed or Standard Screw, Chocolate 
ZWEI-TAN “FARM WEAR” Cap Blucher, 
Half Double or Double Sole. 


table to make it resist the ac- 
tion of Barnyard acids. 


We make “FARM WEAR” 
shoes for men and boys—in 
exact duplicate of style and 
materials. In fact there are 
so many different and better 
features to the “FARM 
WEAR” proposition that we 
can’t tell them all on this 


page. 
Write us today for complete 


details of our Co-operative 
Selling Plan. 


NUNN and BUSH SHOE COMPANY 


MILWAUKEE, WISCONSIN 
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Business and Its Relation to Farming 


The Crops of the West as They Influence Retailing of Shoes 


N interesting review of the Commercial and 
Trade industries of the Northwest as they 
touch the shoe business from the point of 
view of shoe merchants in that great terri- 
tory, is the following statement of Chas. 
Patterson, President of the O’Donnel Shoe 
Company, of St. Paul, Minn. 





“We have really been very much sur- 
prised this Fall, particularly, at the splendid volume of busi- 
ness we have received from the Northwestern trade. 

“The wheat crop in three important units of our territory 
went entirely “‘to the bad,” after what was perhaps the most 
promising prospect that I have ever seen in the Northwest. 

“Had this crop matured in North Dakota, South Dakota 
and Minnesota, it would probably have exceeded largely the 1915 
crop in these three States. 

“Old timers” in all of these states reported a “stand’’ that 
had never been exceeded, but the ‘Powers Above’’ evidently 
thought that we were getting too prosperous and sent us a 
visitation of hot winds and “blight”? which-ruined the crops in 
less than a week. 

“Despite this, the merchants in these three states are doing a 
very fair business and are optimistic for the future. 


““Montana harvested the biggest crop in its history and is 
developing and prospering marvelously, while business is steadily 
improving in the Coast States. 

“‘And, of course, the dollar is “‘jingling’’ in the pocket of the 
farmer of Iowa, most of Minnesota and northern Wisconsin, 
where diversified farming is already an assured fact, 

“So, as I have said, the Northwestern merchant is doing a 
very fair business, “though as a rule he is buying cautiously and 
is wisely confining his purchases largely to the distributors who 
are in his own immediate territory and who are, therefore, 
thoroughly familiar with local conditions and prepared and 
ready to assist the merchants to the limit of their ability.” 


Outdoor and Indoor Footwear 


Big Sales Possibilities in Skating Vogue 


The Northern Shoe Company, Duluth, Minnesota, reports 
remarkable growth in the demand for skating boots and shoes. 
During recent months the ‘‘Recorder’’ has called attention to the 
possibilities of a marked growth in the demand for skating shoes, 
due to the fact that skating is becoming more popular each 
season. Skating rinks are being built in nearly all the large 
cities and in many cases, ice skating the year around is available 
in these rinks. The Northern Shoe Company is pointing out 
to shoe merchants the value of handling a fine line of skating 
shoes, rather than permit this business to center in sporting 
goods shops. 


Orders and Prices 
More Shoes Are Needed and Delivery is the Only Problem 


One of the newest additions to St. Paul’s growing colony of 
shoe manufacturers is the Thompson Shoe Company. These 
people make a specialty line of work shoes and a complete line 
of skating shoes of all kinds. 

E. W. Dunlop who has been on the road for the past few years 
selling work shoes has just recently taken charge of the sales 
force for the above people, 

The report of the concern on present conditions is: : 

“Our output of skating shoes is all’ sold up and we would be 
able to sell a good many more if-we could make them. Orders for 
work shoes are coming in fine and the high prices in effect do not 
seem to affect buying.” 

We are having plans drawn for a seven story building as we 
have outgrown our present quarters. The population of the North- 
west has been increasing rapidly every year and the outlook for 
the Twin City Shoe Manufacturers is very promising. We have 
fourteen men on the road at present and expect toincrease our 
force next season. 
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Calf, Veals, and Side Leathers 


Suitable to a Wide Range of Shoe Values. 


Velours, Lotus, and Pevee Calf are leathers of the best quality and 
suited for the finest shoes. 


Velours, Lotus, and Pevee Veals or Kips are only less desirable than 
the similar calf leathers. 


Velours, Lotus, and Pevee Sides imitate the calf in exactly the same 
tannage and finish for a medium-grade shoe. 


The above black and colored “P. & V.”’ leathers for dress shoes 
show three ranges of value. They are made the same way and give 
the same durable and satisfactory wear. The sole difference is in 
the nature of the hide. As the animal grows older the grain is less 
fine. This difference is minimized by our finishing methods and 
selection of skins for these leathers. 


MTT THAT 
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If Calf is out of your range, try the Veals. If that is too high, try 
“P. & V.” Side Leathers in your shoes. The shoes in any case 
will give just as long and satisfactory service. : 
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Pfister & Vogel Leather Co. E 


Milwaukee, Wis. 


MN 
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ST. LOUIS LETTER 

(Concluded from page 61) 
development of the most modern element of shoe manufacturing 
and merchandising—the novelty lines. 

It was about five years ago that the company began to lay the 
foundation for its present big specialty business when it created 
its Maxine department, naming it after a famous American ac- 
tress, now living abroad. 

For about three years this department was operated very 
largely on an experimental basis, partly because of the faith 
which Chairman George W. Brown had in this feature of the 
shoe business and partly because of the ‘ar-seeing determination 
of President John A. Bush, not then the chief executive but a 
coming man in the organization, to put St. Louis on a level with 
the eastern manufacture of fine footwear, with the Brown Shoe 
Company in the van of the movement. 

It was not until after this three years of experimentation that 
the new department began to assume real form and to make of 
itself a really effective element in the general factory and mer- 
chandising organiation of the company. Since that time, how- 
ever, the department’s growth has been very rapid and the fac- 
tory capacity devoted to it has reached within two years the 
daily aggregate of 4,000 pairs. 

In furthering the specialty division of the business the company 
has provided specific organization. The factory section has been 











Factory of Elbinger Shoe Co., Lebanon, Ohio 
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equipped not alone for the high class workmanship needed, but 
also for the most effective rapid handling of orders, in the full 
knowledge of the importance of placing the new styles promptly 
in the hands of the retailers. Special designers have been as- 
signed the duty of watching all the new developments in styles 
as well as of seeing far ahead and providing novelties original 
in themselves. A special staff of leather buyers has been so or- 
ganized and sub-divided as to enable the literal combing of the 
leather markets for desired and needed materials. This has been 
an especially strong element of the novelty organization during 
the past year which has been so difficult a period in the purchase 
of raw materials, not only because of prices, but also because of 
the shortage of supply of the desirable leathers. In many other 
ways the organization has been lined up for. most effective work 
and that it has been successful has been evidenced by the sta- 
tistics of the fiscal year just closed in which the novelty lines have 
borne a most important part. They have been sold in all the 
large cities, from New York down the line of population, in in- 
creasing quantities. The year’s business has shown a marvelous 
increase, a gain of almost 50 per cent over 1915, the shipments 
having been in excess of sixteen and a half millions and the gain 
almost five and a half millions, while not a single month since 
March 1 last has failed to show shipments of less than $1,000,000. 
In one instance the monthly aggregate exceeded $2,000,000. Al- 
together, the recent record of the company has been one of marked 
progressiveness, unsurpassed by that of any other company in 
the St. Louis market. 











Plant of Kalt-Zimmers Mfg. Co., Milwaukee, Wis. 





Steady Development of | 
Western Shoemaking | 


This development is exem- 
plified in the large modern 
plants to be seen in practi- 
cally every Western centre, 
producing types of footwear 
for every purpose. The re- 
markably rapid develop- 
ment of style shoe produc- 
tion in this section is typi- 
cal of the energy and initi- 
ative of the West. 





Works of A. M. Legg Shoe Co., Pontiac, Ill. 








Jor Children 


An Exclusive Line of 
Qualify Footwear that 
Retails at 
Popular Prices 





No. 825 


Gun Metal, Dull’Kid Top, Bal, - 
Double Sole, Walking Last a = 


Sizes 1134-2, D Width. 
Sizes 214-7, C and D Widths. 


Style No 825 


No.°435 


Child’s Patent Colt, Mat Kid Top, Goodyear 
Welt, Skuffer, Tredshure Last No. 16. 


Sizes 5 - 8, E Width. 
Sizes 844-11, E Width. 
No. 433—Same Shoe in All Gun Metal 
Sizes5 - 8, E Width. 
Sizes 844-11, E Width. 


No. 825% 


Hi-Cut Gun Metal, Dull Kid Top, Bal, Mc- 
Kay, 1-2 Double Sole, Walking Last No. 111. 


Sizes 1114-2, D Width. 
Sizes 2-7, C and D Widths. 


Order Now--These Shoes Are Cer- 
tain to Cost You More Money Later 
Style No. 8254 e Style No. 435 
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What Is Selling in Cincinnati 


HE Fall business thus far has been good, 
in nearly every case the merchants report 
good sales, though they have been in light 
weight goods, such that has been selling since 
the Summer. 

Upon asking one merchant what he has 

been selling in ladies shoes he replied: 

“Anything that is attractive.’ He went 

on to say that when a lady first comes in the store she tells him 

first that she doesn’t want anything fancy. You sit her down 

and put a shoe on her foot like she at first said she wanted, which 

is something very plain, she will say, ‘““That is too old-timey.” 

When the sale is completed, the customer nine times out of ten 

goes out of the store, having bought a pair of the prettiest 
displayed. ; 

The report from the dealers in men’s shoes are all about the 

same, concerning the present best sellers and what are expected 
to be the best sellers for the Christmas season. 


Anticipates White for Spring 


W. E. GIESTING, manager of the REGAL SHOE C )M- 
PANY states that he finds the cherry tans in men’s shoes the 
most in demand this season, and that tan shoes have generally 
been stronger than blacks. There has especially been a great 
demand for Cordos at the Regal store: Buttons seem to be 
getting stronger with the men, judging from the increased number 
of new patterns on display in the Regal show windows. Mr. 
Giestling states that he is looking forward to a Spring season 
in white goods. 

A Booster for Real Cordovan 


CHARLES H. VOLLERS, manager of the men’s shoe de- 
partment of the MABLEY & CAREW CO, department store 
says: “If this good weather Cincinnati is having doesn’t turn 
into something like real Winter weather soon, the shoe dealers 
will begin to feel discouraged. However, our business has held 
up very nicely and we are anticipating a splendid holiday trad- 
ing season. The very best seller that we have had this Fall is the 
genuine Cordovan. There is no doubt that the real Cordovan 
shoe is the cheapest in the long run.” 

Other dealers in men’s shoes prominent in the local shoe trade 


say that tan shoes in general are in the lead. Some report that 
Cincinnati is conservative in taking up the fancy styles in men’s 
shoes, and that next season will see a decided increase in this 
type of demand. 


Gun Metals and Tans to Lead 


Since the opening of the Fall trade the H. & S. Pogue Co.’s 
new shoe department reports very heavy sales on light weight 
footwear in the fancy patterns. Manager H. R. Rogers states, 
“We are selling anything that is attractive, and thus far nearly 
everything has been in the lighter weight goods. This is due to 
the regular Spring time weather that Cincinnati has had for the 
two months. The best sellers, however, have been in all over 
black kids, light and dark gray suedes, black kid vamps with 
white uppers, brown kid vamps with same color uppers in buck. 
A few patent leathers have been sold, and as yet very few of 
the heavier Winter goods have moved. Still, it is my opinion 
that when the Ohio valley Winter sets in proper, it should within 
the next fifteen days—and the weather is such that demands 
heavier and better footwear, shoes in gun-metals, heavy kids 
and especially in tans will take the lead. In fact, I believe that 
during the latter part of the Winter and the earlier part of the 
Spring we will have an unprececented business in tan shoes 
for ladies: 

“‘We have done an enormous business in expensive footwear” 
says Mr. Rogers, ‘“‘and the question of price has not rested upon 
the buyers’ minds as much as the mere desire of getting the qual- 
ity. With each pair of shoes we sell, we are trying to educate the 
buyer that she is going to have to pay still more for the next 
pair she purchases. Thus we are paving the way for next 
season so far as the price is concerned. Especially gratifying 
have been our sales on fancy evening dress slippers containing 
handsome rhinestone buckles. We are not just showing these 
slippers, but are selling them, and sales on many of the styles 
range as high as $30.00 and $40.00. 


A Buyer from the Coast 


J. H. Ray, Manager of the Shoe Department of the Ville-De 
Paris, a department store of Los Angeles, was a visitor in the 
Cincinnati market last week, placing orders for women’s foot- 
wear. 





72 


Model No. 463 
Dull Kid Shemoga 
Pump, Leather Louis 
Heel, Amo Last, Welt 
or Turn. 


Model No. 474 
The “Elaine,” African 
Brown Boot, Ivory Kid 
Inlay up Front and 
Ivory across Tip, So- 
Sha High Arch Last, 
Welt or Turn, Our 
New Patented Heel, 
Leather Louis Kid 
Covered to Match. 


So-Sha 
Last, 












Model No. 470 
Paisley Kid Top of 
Light Gray Web De- 
sign and Patent Vamp, 
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Model No. 465 
White Kid Lucerne 
Crimped Vamp Pump, 
Our New ‘atented 


Heel, Leather Louis Ps 
White Kid Covered, oft 
Amo Last, Turn. fo 

wf é 





Model No. 475 
The “Ermine,” Black 
Glazed — Kid,__— with 
White Kid Inlay up 
Front and Side, So-Sha 
High Arch Last, Welt 
or Turn, Leather Louis 
Heel. 


Model No. 473 
Paisley Kid Pump of 
Slate and Taupe 
Shades, Amo High 
Arch Last, Turn, Our 
New Patented Heel, 
Leather Louis’ Kid 
Covered to Match. 


Arch 


Welt or Turn, 
Leather Louis Heel. 





Nov. 11, 1916 




















A remarkable 
range of styles 
for Spring 


Every worth-while last, pattern and mate- 
rial—every desirable feature, fancy and foible 
—every color, combination and conceit—and 
scores of entirely new, wholly original ideas 
that distinguish the Red* Cross Shoe alone. 


Especially noteworthy are our new boots of 
Paisley kid—a rarely beautiful material that 
will be a real sales-magnet in your windows. 


Another feature of importance is our new 
atented heel—a kid-covered Louis heel of 
eather that supplants the Louis heel of wood. 
The perfect remedy for all your wood heel 
troubles. Ask for details. 


Perhaps no one has as yet secured the Accred- 
ited Agency in your town. Write that you’re 
interested and our representative in your ter- 
ritory will show you the line. 


The Krohn-Fechheimer Co. 


CINCINNATI, OHIO 


ed( ross 


“Bends with 
your foot” 


Trade Mark 
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Mr. Ray will visit New York and Brooklyn this week, and 
will be in the Boston shoe market next week. 


Mabley & Carew News. 


E. SHAWHAN formerly of the Newark Shoe stores recently 
became a member of the sales force of the men’s shoe department 
of the Mabley & Carew Co. 

A little get-together Hallowe’en masque party and dance was 
held by the members of the ladies’ shoe department of the Mab- 
ley & Carew Co. on the evening of November 2nd at Rosedale. 
Manager W. E. Ellison says he thinks this is a splendid way 
to get the clerks together and bring about better co-operation 
in the selling force of the department. 


Dickenson at Headquarters 


W. T. Dickenson, manager of the sales and advertising of the 
P. Sullivan Shoe Co. took a selling trip to Chicago the latter 
part of last week. 


Recovers from Appendicitis 


W. E. Giesting, manager of the Regal Shoe store, returned on 
Thursday of last week to his business duties after having been 
confined to his home for ten days, due to an attack of appen- 
dicitis. His case was such that did. not make an operation 
necessary. 

A Chicago Buying Trip 

Chas. G. Brooks of the Smith-Kasson shoe store spent the 

latter part of last week in Chicago on a buying trip. . 


The Holters Company’s Advertising. 


Any misunderstanding with regard to the name of The Hol- 
ters Company, of Cincinnati, operating The Holters Shoe Com- 
pany and the Miller Shoe Manufacturing Company, in their 
advertisement in the “Recorder” of October 14th, is attribu- 
table to a vagary of the telegraph service. The name then 
appeared as “The Holters Co-Operating,”’ an error which we are 
glad to correct. 


jJ. P. Orr to Direct Entertainment Plans for N. S. R. A. 
Convention 


Less than 60 days from now, the sixth Annual Convention 
of the National Shoe Retailers’ Association will be held 
in Cincinnati, and there is an assurance that visiting shoe dealers 
from all over the country will be royally welcome here, by the 
fact that arrangements for entertaining the visitors will be in 
charge of J. P. Orr, of the Potter Shoe Company, who is a mem- 
ber of the executive committee of the National Association. 


CLEVELAND, O. 


Progress in Specialization in McKays 


Cleveland as a shoe market has had its influence and volume 
producing capacity materially increased by the growth of the 
Cleveland Shoe Mfg. Co. This company organized for business 
12 years ago, under the name of the Schultz-Ruck-Delfs Shoe 
Co. E. J. Schultz and his partners, G. Ruck, and the late 
O. A. Delfs, served their apprenticeship as shoe makers in 
the factory of the S. L. Pierce & Co. Their confidence in their 
ability to get into the shoe business themselves, has been proved 
by the success which has come to their Company since its or- 
ganization twelve years ago. 

Specialization in footwear is as essential as in any other line 
of business, where success in a large way is expected, and the 
policy of the Cleveland Shoe Mfg. Company is to produce a 
medium and fine grade of McKay footwear for women and chil- 
dren only. 

The present officials of the company are E. J. Schultz, presi- 
dent; E. F. Buzek, vice-president, Geo. Ruck, treasurer and 
C. H. Boehmer, secretary. 
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E. H. Elbinger (seated), president Elbinger Shoe Co., Lebanon; 
Ohio; K. M. Elbinger (standing), buyer and superintendent 


Mr. Schultz says, ““We believe that we are rendering a par- 
ticular service to shoe dealers that buy of us, because we specialize 
in the making of McKay footwear alone. We believe that this 
makes it possible for us to standardize our grades of shoemaking 
with the result that our shoes, if anything, are always better than 
the sample. This, combined with the fact that business is at high 
tide, has greatly increased our business during recent months.” 


AKRON, O. 


Spreading the News of Soles 
The Remarkable Acceptance of Alternates for Leather 


The B. F. Goodrich Company was the first concern locating 
in the West for the manufacture of rubber products, having been 
established in 1869 by Dr. B. F. Goodrich. From a small begin- 
ning in the production of the limited line of mechanical rubber 
goods then in use, the history of the Goodrich Company has 
been one of continual growth and expansion down through the 
years, until it stands today one of the giant corporations of the 
country. 

In its factory at Akron everything in the line of rubber prod- 
ucts is made. Of especial interest to the shoe industry is ‘““Tex- 
tan’’—the Goodrich composition sole, “Straight-Line’” and 
‘“‘Hipress”’ footwear. 

E. R. Miller, sales manager of the molded goods department, 


_ reports business booming on ““Textan’’ soles, the production of 


which is being increased constantly to care for the rapidly grow- 
ing demand. The indications point to this becoming within a 
comparatively few years one of the large departments of the com- 
pany’s business. 


Easier to Sell Than Buy 


By H. N. Lape, Manager of Sales, of the Julian & Kokenge 
Co., Cincinnati, O. 


“Business is so good today that the shoe merchant is finding 
it easy to sell nearly everything in footwear that he can get his 
hands on. It is easier for him to sell than it is for him to buy. 






















United States Government Contract] § 
A ont government — the United States 


overnment— now chooses Neolin! 


The first big U.S. Navy shoe contract, speci- 
fying Neolin soles, has just been awarded 
to a large New England manufacturer. 


This unqualified recognition and endorse- 
ment of Nedlin came after rigid competitive 
tests under the most exacting demands of 
naval service. 


e 
1) — Read the letter reproduced below: 
€oin ap 


Trade Mark Reg. U. S. Pat. Off 


Better than Leather The Goodyear Tire & Rubber Co., Sept. 26, 16 
Boston, Mass. 
Gentlemen: 

It is our pleasure to inform you that our latest U. S. 
Government contract specifies Nedlin soles for Navy 
shoes, and that our first order for several thousand pairs 
will reach you in a few days. 

The Navy order comes as a result of competitive 
tests under the most exacting demands of the service and 
is an emphatic endorsement of Nedlin soles. 

Yours very truly, 
Jos. M. Herman Shoe Co. 


By M. R. Alden, Director Joseph M. Herman Shoe Co. 


Manufacturers and Contractors FOR ARMY, NAVY, MARINE 
CORPS AND RETAIL TRADE, 159 Lincoln St., Boston, Mass 



























ct} Specifies Neolin for N avy Shoes 


| Neolin Alone Meets U. S. Requirements 


Numerous manufacturers bid for honors when the U. S. 
naval officials were considering a scientific substance. to 
supplant leather soles in the navy. 


But Nedlin alone withstood the rigorous tests which had 
to be passed. So, in this first contract to recognize a “bet- 

| ter than leather” sole, Nedlin took not only first honors but 
all the honors. 


The first naval shoe contract to depart from leather soles 
specifies Nedlin and Neolin exclusively ! 


What It Means to The Trade 


With four hundred leading manufacturers already supplying 
the nation with Nedlin-shod shoes, this latest acknowledge- 
ment of Nedlin goodness from a great government repre- 
sents another tremendous achievement. 


It is a nation’s tribute to Science’s improvement on leather— 
a tribute to Nedlin’s better wearing qualities, Nedlin’s 
superior water-proof qualities, Nedlin’s muscle-building 
flexibility, Nedlin comfort and NeGlin noiselessness. 
So when you choose Nedlin, Mr. Manufacturer, you are 
moving in the same line of progress that the U. S. Govern- 
ment follows. You cannot go wrong in following the flag 
—in following the universal trend toward Neédlin, the 
better-than-leather sole. 


Every Genuine Nedlin Sole Bears the Brand Neolin — 
—the trade symbol for a changeless quality product of 


The Goodyear Tire & Rubber Company, Akron, Ohio 
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The | SELBY SHOE COMPANY 
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This is due to the fact that shoe manufacturers are finding it 
very difficult to get sufficient supplies of leathers and other 
materials at even market prices, from which to make up the 
shoes that they can obtain orders for. 

“‘As I see it, the shoe manufacturers today, and especially 
the large ones with the right kind of organization and reputation 





H. M. LAPE 
Sales Manager, Julian & Kokenge Co. 


backing same up, are in a particularly advantageous position 
to render a service to shoe dealers that the manufacturers will 
be cashing in on in many seasons ahead when business may not 
be so good. In the first place, the larger manufacturers are 
being called on by the shoe dealers to supply their requirements 
in stylish, correctly made footwear because their very size and 
reputation is assurance that in the present rush and hurry to get 
shoes that they will get what they order; in the second place, 
the manufacturer who comes clean during this rush and hurry 
season that we are having now, with the right styles and the 
right kind of shoemaking, is making himself invaluable to the 
shoe dealer, not only for this season, but for the seasons that are 
ahead. 

““My idea is that those of us in the fine women’s footwear 
shoe game are facing unusual opportunities for growth and 
success that will not be so apparent for many years ahead. I 
feel quite certain that this is among the reasons why the book- 
ings of orders by my company, surpass anything in all my 
experience on the road. It is one thing to make shoes that have 
a peculiar selling value in their style-correctness, and it is quite 
another thing just simply to make shoes.”’ 


High Prices---Cause or Effect 


Points on Markets, by Edgar K. Woodrow, Mgr. of Sales 
and Advertising of the Krohn-Fechheimer Co., 
Cincinnati 

Are the sales of high prices shoes that are being made over 
the country today the cause or the effect of the present situation 
in the supply market of shoe materials? ; 

Those in favor of the idea that the public are paying the 
prices because the conditions make it necessary please answer 
by saying ‘‘aye’’—those contrary—‘“‘no.” 


The “aye’s” have it—but the ‘‘no’s” are correct. We are 
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told that our greatest source of supply of raw skins, particularly 
kid skins, has been restricted on account of the war, and at pres- 
ent the vast majority of women’s shoes are made from kid. 
Other materials entering into the manufacture of shoes have 
also advanced proportionately or more so—obvious reasons 
why shoes cost more. 
But is this really the reason—is it not the result? 


**The Public Be Served.”’ 


The underlying principle on which the successful merchandiser 
operates today, whether he be a manufacturer or retailer, is 
his knowledge that the public must be served—that their fancies 
and needs must be supplied according to their standards of what 
is right and proper in the merchandise, as well as the price they 
pay for it 

These things were brought home to the industry when two 
years ago there was so much agitation on the style question. 
The novelty styles with the necessary changing of merchandising 
methods created a great furore, and opposition to the creation 
of new styles was very pronounced in many manufacturing and 
retail circles. Meetings were held, resolutions passed looking 
toward a regulation of the new styles and then the women of 
the country snapped their fingers at all this fuss, marched 
right into those stores where they were wise enough to cater to 
the demand, clamored for more and paid the prices. 


Aspects of the Style Situation 

In this instance, the style factor was the big influence that 
moulded the public habit. In women’s wearing apparel this 
has always been the deciding factor and probably always will be. 
It is simply unfortunate that the shoe trade was so late in 
awakening to its possibilities. 

Manufacturers of shoes as well as every other commodity, 
recognizing this principle, go to the consumer through their 
favorite magazines and tell them the story of the merits of their 
product. They then create both a demand and an acceptance 
on the part of the public for their particular merchandise, which 
in turn is given to the merchant in the form of more sales, added 
prestige and bigger profits. 

Everyone now is mighty well pleased with the style situation. 
It makes it so much easier for the shoe dealer to meet his prob- 





E. K. WOODROW 


lem of getting more money for shoes and still retain his volume. 
It might be very difficult to advance a shoe from $4.00 retail to 
$6.00 if the identical shoe had to be offered to the trade, but, 
how easy it is to change the pattern or change the combinations 
of the materials and to all appearances, offer a different shoe at 
the new price and sell it because it is style correct. 


(Continued on page 93) 
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OUR MOTTO 
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Our 


Salesmen 


Are in Their Respec- 
tive Territories 
Soliciting Orders 


Men’s, Boys’ and Little 
Gents’ Shoes. A complete 
line of splendid styles, pat- 
terns and lasts are ready 
for your inspection. 

Every Style has been de- 
signed to appeal to the dis- 
criminating customer. The 
sale of one pair means the 
sale of another—thus mak- 
ing regular, satisfied and 
permanent customers for 
you. 

This feature of our Shoemak- 
ing has built up a great 
business for us, given us 
volume and makes possible 
a complete line at popular 
prices for your trade with a 
liberal margin of PROFITS 
for the dealer. 

Write for salesmen to call. 


EXCELSIOR SHOE 
COMPANY 


(The Home of Good Shoemaking) 
Portsmouth Ohio, U.S. A. 














A complete line of Boys’ Shoes--Men’s Shoes 


Boys’ Gun Metal Button, 
Black “Neolin” Soles, Dull 
Matt Kid Top, Leather 
Heels, McKay Welt Proc- 
ess, Two Full. Soles to 
Heel—Goodyear Stitched, 
Common Sense Toe—Me- 
dium high, slight swing. 
Carried in stock—D to E 
Widths, Boys’ Sizes only, 
1 to 6, inclusive. 


Price quoted on receipt of 
order 


Chrome Elk Baseball Bal 
the original “Boy Scouts” 
Shoe—none genuine with 
out the “Boy Scouts” 
medal attached. McKay 
Welt Process, Two Full 
Soles to Heel, no nails in 
sole, Heavy Red “Neolin” 
Outersolee—G oodyear 
Stitched, made on Wide, 
Easy Fitting Last. Carried 
in stock—E Width only. 
Colors, black, tan. 


Price will be quoted on re- 
ceipt of order 


Style S4--Boy Scouts 





Styles S18-S19—Boy Scouts 
Gun Metal Button, Dull Matt Kid Top, Gun Metal Blu- 
cher, Whole Quarter Pattern, Regular Leather Soles and 
Heels, McKay Welt Process, Two Full Soles to Heel— 
Goodyear Stitched, Medium High Toe, slight swing effect. 
Carried in stock—D and E Widths, Boys’ sizes, 1 to 6. 
Price quoted on receipt of order 
Boy Scouts’ medal attached to every pair 
When ordering, use style $18 for Blucher; S19 for Button 


S$5--S12--Boy Scouts 
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OUR AIM 


“GOOD SERVICE ALWAYS’’ 


ING, 1917 
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Good luck charm 
with every pair 














OR SHOES — 


SALES 








To Retail at Popular Prices 
Style S7--Boy Scouts 


I ay 


Boys’ All Gun Metal Bal, 
Black ‘‘Neolin’’ Soles, Dull 
Finish Top, Leather Heels, 
McKay Welt Process, Two 
Full Soles to Heel—Good- 
year Stitched, English Last 
—Medium Toe. Carried in 
stock—D and E widths, 
Boys’ sizes, 1 to 6, inclu- 
sive. 

Price will be quoted on re- 

ceipt of order 


Styles 


Gun Metal Blucher, Whole 
Quarter Pattern, Gun 
Metal Button, Dull Matt 
Kid Top, McKay Welt 
Process, Two Full Soles to 
Heel, Heavy Black “‘Neo- 
lin” Outersole—Goodyear 
Stitched, Regular Leather 
Heel, Medium Narrow 
Common Sense Toe. Car- 
ried in. stock—D and E 
Widths, Little Gents’, 9 to 
131% only. 


Price will be quoted on re- 
ceipt of order. 








THE ORIGINAL 


‘Boy Scouts: 


and other Styles 
of Little Gents’ 
and Boys’ 


Shoes 


In Stock 


65 live selling styles suitable 
for 4 seasons. | 

Use our In Stock Dept. 
from which to size up. 

Wire orders or mail orders 
filled and shipped promptly. 
NO ORDER TOO SMALL 


NO ORDER TOO LARGE 
for prompt handling. 


CATALOG 


Showing 65 live selling styles 
is yours for a one-cent postal 
card request. 


EXCELSIOR SHOE 
COMPANY 


The Home of Good Shoemaking 


Portsmouth Ohio, U.S. A. 
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SOLE LFATHER IS HARD TO GET 


---AND TOO HIGH PRICED WHEN YOU GET IT! 


Nevertheless you, as a shoe manufacturer, are more fortunate today than 
some others. For Science has come to your aid with a product that pos- 
sesses all the good qualities of the best sole leather—and with some big ad- 
ditional advantages of its own. 


WE REFER TO 


THE NEW FIBRE SOLE 


Rhin-O-Hide Soles are tough—resilient—extremely light in weight—water 
proof—stub proof—guaranteed not to break across the forepart—will not 
stretch—will stitch like leather—and will set a perfect edge. 

Made in three styles for men—12, 10% and 9 Iron—sizes graded from 5 
through 11, and Women’s 9 Iron sizes graded from 2 through 8 in three 
colors—Black, Tan and White. 

Shipments made promptly from stock. We know what Service means to 
you, and we give it. Write today for samples—and price list. 

Put these samples to the severest tests—in your own factory—against the 
best Oak Leather Soles, as well as in competition with other Composition 
Soles. We know these tests will prove to you that Rhin-O-Hide is the Sole 
for you to use exclusively. 


The Miller Rubber Co. 


Molded Goods Department 


Akron, Ohio, U. S. A. 














The Californian and Canadian 
factories of this company combine 
with the home factory to assure 
continental service. 


Plants of 
KAWNEER MFG. CO. 


The home factory shown below. 
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FACTORY OF A. H. WEINBRENNER CO. 
Milwaukee, Wis. 








Factories of the 


Middle West 




















LUEDKE-SCHAEFER-BUTTLES CoO. 
Milwaukee, Wis. TANNERY PLANT OF ALBERT TROSTEL & SONS CO., 
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mercial Button 


i THE BUTTON y Any Standard Com- 


. THE STAPLE Note High Arch 


THE MACHINE 


Model K 


Price $60.00 
With 50,000 Operations 


F. O. B. ANDERSON, IND. 


Shipped for 15 Days Test and Approval 


Anderson Button 
Attaching Machine Co. 
ANDERSON, INDIANA 





Means Free Button 








701—Brogue Vamp and Fox Polish, 


Cuban Louis Heel, Great White Wa 
$2.50 Last, Black Vici ‘Vamp, bere: Kid $2.50 


Top G-tnck Best... .cccescses 


We Have What You Want 
When You Want It 


David P. Wohl 


1401 WASHINGTON AVENUE 
St. Louis, Mo. 


“The Only Live House of Its Kind in the West’’ 














“HOLTERSHOES, 
Immediate Shipment 


Any of these snappy, quick-moving styles in stock for 
rush shipments. ‘Fill in’? and get acquainted with 
HOLTER SHOES. 








The ‘‘Stroller”’ The “Georg ‘ 
Gun metal calf, 734 in. boot. 114 Rich dark brown ” g-inch, 
in. — 7 welt.4A to welt. a = leather Louis heel. 
2% to $3.00 A to 3 to 8. $4.50 In stock. 


THE HOLTERS COMPANY 


Operating the Holters Shoe Co. and The Miller Shoe Mfg. Co. 


CINCINNATI, OHIO 


“‘HOLTERSHOES. 
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A GREAT TRIBUTE 
— TO QUALITY. 





Shipments from Dec. 1, 1915, to Oct. 31, 1916, inc. $10,035,555.11 
Shipments from Dec. 1, 1914, to Oct. 31, 1915, inc. 7,237,943.80 


GAIN FOR ELEVEN MONTHS $2,797,611.31 


WE BELIEVE IN QUALITY MERCHANDISE. In spite of all heavy 
advances in cost of materials, we are making every “‘ DIAMOND BRAND” 
shoe of solid leather throughout, maintaining the high standard of every 
grade of shoes in our big line. The Results Speak for Themselves. 





When you need shoes—the season’s latest styles or the best staple 
lines—Send us your orders. With our twenty-three big specialty 
factories turning out thousands of pairs of shoes daily, and with 
more than a million-dollar stock on our floors we can serve you quickly 
and to advantage. 


WRITE US AT ONCE FOR CATALOGUE 
WIRE US AT OUR EXPENSE FOR SALESMEN 


BRANCH OF 








Ifis gratifying fo know that 
today both the valle aul the igs: 


deste sic ind correctly ecenhvuded | 
Vachon for fhe Chavenite. 








Sxguisitely Designed 
Turns - otitehdowns fo Goodyear Welts 
“Made ast x Shops 
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We have them. 


Stock No. 535G 








Stock No. 
4458G 


Sizes 5 to 11 and 11% to 2 
Colors—Navy Blue, Red 





Stock No. 4503G 


Pink, Lavender, Taupe 


Men’s—Colors—Oxford, Brown, Mil. Blue, 
Green, Wine 


Colors—Wine, Oxford, Rose, Light Blue, 


IN-STOCK 


Children’s 


DANIEL GREEN FELT SLIPPERS 


IN - STOCK 


Order now. 


Stock No. 545G 


Men’s—Colors—Oxford, Brown, Mil. Blue 








Stock No. 
768G 
Sizes, 5 to 11 and 111% to 2—In Red only 





Stock No. 527G 


Colors—Aust. Blue, Orchid, Lavender, 
Rose, Light Blue, Pink, Taupe 


The 6 Slippers shown and “57” other varieties in Men’s, Women’s and 





Cleveland, Ohio 


Whitney, Wabel & Company 


Up-to-date Footwear Specialties 


Cleveland, Ohio 
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WHEN— 


JOHN FOSTER COMPANY decides on a new last it must 
embody the best ideas of style, comfort, and scientific fitting. 


Here is our new 


Spanish Kik 
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This last has high arch, full instep, graceful toe and general 
fitting qualities that you have long wished for. 7 


Dealers say: ‘“The best fitters I have ever had in the store.”’ 
“Tt fits every foot that comes into my store.”’ 


This is the last to always keep in stock. It brings trade back 
for more. 


We can make up your shoes on our SPANISH KIK in any 
leathers, and designs, and with various heels. 


a_i 


Let us send you samples. 


JOHN FOSTER COMPANY 


BELOIT, WIS. 
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What Is Selling in Kansas City 


y} D. WALLACE, manager of the CROSSETT 
BOOT SHOP of Kansas City reports that 
the novelties are in big demand. The Koko- 
brown calf and the wine cordovan are the 
best present sellers, while two-tone effects 
in gray and black, and white and tan, are 
also very strong. There has been an in- 
creasing demand for patent leather boots, 
both lace and button styles, in the higher grade goods. Mr. 
Wallace also says that the styles are now running to narrower 
toe effects on English lasts. The dark Norwegian calf tan is 
now coming in, and the water-proof soles and invisible eyelets 
make them out of the ordinary and very desirable for people 
who want the “‘latest.”’ 





Prediction on Holiday Demand 


C. M. RADFORD of the RADFORD-POWELL SHOE CO., 
is of opinion that the novelty two-tone effects will continue to be 
in greatest demand throughout the entire year. These will include 
gray and white, black and white, brown and white, and other 
combinations. The dark tan boots are beginning to be among 
the winners in the Kansas City shoe trade. Mr. Radford, who 
has been buying shoes for over twenty-five years, reports that 
he has never seen anything like the present situation in the shoe 
business. He says that the people realizing the situation are 
readily paying the prices asked for every line of shoes, and is of 
opinion that the holiday trade will be mostly in grays and whites, 
dark tans, and solid blacks. 


Black and Gray and Solid Black for Christmas 


CLAUDE MONSER, manager of the LOUVRE BOOT 
SHOP is a believer in the continuance of novelties. At present, 
black and white, two-tone boots, and tan and white, are among 
the best sellers at the Louvre. Solid dark tans and grays are 
also much in demand. The sport type with medium low heels 
and also with the extremely low English heel, together with 
calfskins and tans, are steady sellers. People are going to want 
tan shoes more and more in the future, in his opinion. The 
demand for black shoes has been very light all season, but the 
coming of cold weather has caused an increase in the demand 
for them the past week. Mr. Monser expects black and gray 
styles and the solid black to sell best at Christmas time. There 
will also be a steady call for dark tans throughout the entire 


year, and in the Spring the novelty styles and two-tone effects 
in lighter shades, will be used. The Louvre business is confined 
almost exclusively to kid leathers. 

Mr. Monser reports that he has finished his Spring buying 
and he expects solid white and solid pearl gray to be by far the 
best sellers at that season, and is of the opinion that the two- 
tone effects will not be in such great demand as they are at the 
present time. 


Opinion Optimistic for the Future 
At the VOGUE BOOT SHOP, A. H. GRAHAM, president , 


calls the shoe business a great game and that every time he buys 
a new lot of shoes the prices are higher. In his store, white and 




















KANSAS CITY—THE HEART OF AMERICA 
The center of many great centers 


black and brown vamps with white tops and the gray and ivory 
topped boots of all kinds, including vici kid goods are going 
particularly well. “There is no telling what the public will 
demand next in the way of novelties,” said Mr. Graham, “but 
I expect dark tans and black and white boots, together with the 
solid black, which is always more or less in demand, will be 
selling particularly well at Christmas time. In spite of the 
high prices which wholesale houses are demanding for shoes, 
which necessitate extraordinary prices at the retail shops, Mr 
Graham is very optimistic about future business. 
(Continued on page 93) 
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IN STOCK 
rr re $5.50 


In Stock Style No. 1471—Blumenthal’s Black Kid, 3-4 Foxed (9 in.) pattern. Per- 
forated Vamp and Imitation Tip, White Kid Top. Light Weight Sole, 15-8 White 
Kid Covered Louis Heel. Widths Ato D. Sizes 24% to7............005- Price $5.50 


In Stock Style No. 1481—Women’s Gray Kid Lace (8 in.) pattern. Turn Sole, 16-8 
Full Louis Covered Heel. Widths Ato D. Sizes 244 to7.............05. Price $5.25 
Can be had also in Dark Blue Kid and Dark Brown. 


In Stock Style No. 1482—Women's Brown Kid Lace. (8 in.). Pattern as shown in 1481 
Turn Sole, 16-8 Full Louis Covered Heel. Widths AtoD. Sizes 2% to7..Price $5.25 


In Stock Style No. 1470—Blumenthal’s Tobasco Brown Kid Vamp and Top. Pattern 
(9 in.) like 1471. 3-4 Foxed Perforated Vamp and Imitation Tip, 15-8 Kid Covered 
Louis Heel. Light Welt Sole. Widths Ato D. Sizes 2% to7............ Price $5.50 





IN STOCK 





Buy from the Great 1 


KF 


Distributing H 


We render a se hvi 
of shoes in terriftor 
Mississippi to thIe ( 
dealers in the stfro 
position to obtafin 


Deghe Mes BORE ccc ccccccccscs $5.25 


A customer of the McElwain- 
Barton Shoe. Company can 
command latest styles, reason- 
able prices, favorable terms, 
and immediate deliveries. The 
success of a retailer of footwear 
today depends upon his get- 
ting all this—and getting it 
repeatedly. 


Right now---while this advertisement is before you---order plentifully of one or 


McELWAIN-BARTON SHOE 


“Better shoes at the same price, or the 


—_ 
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IN STOCK IN STOCK 
I OC Lee ore $4.75 Nt NE I oink 55.00 6d oat ced $4.50 

° In Stock Style No. 1447—Blu thal’s Wash White Kid 3-4 Foxed (9 in.) pattern. 
McElwain-Barton 7 shoes are Perforated ona “ 15-8 White Kid Scala Wood oe Heel, Sedation Turn Sole. 
justly considered distinctive, as ee eS, ME ORS. Ca cies dup nedeecnstigeaacdeseesorsaae Price $4.50 
the product of the highest ef- In Stock Style No. 1448—Women’s Gray Kid Lace. Gray Buck Top. Flexible Mc- 
ficiency in manufacturing. ne a * i Wittie B,C, D. Glass 234 007... ssccvcccce Price $4.75 

Here we show and describe new ree 
° t f F B > In Stock Style No. 1468—Blumenthal’s Gray Kid. 3-4 Foxed, Pattern like 1471 (9 in.). 
creations cu rom ° ° ? Imitation Tip. Perforated Vamp. 15-8 Leather Louis Heel. Light Welt Sole. Widths 
Glazed Kid that will strongly NP RIE io so sac aievinwabediededecadsiniearevesmomerte Price $5.00 
appeal to the feminine heart, In Stock Style No. 1462—Selected Tan Russian Calf. 3-4 Foxed Perforated Vamp. 

e i ‘ ain » -8 Lea suis Heel. Li elt Sole. idths 

and sell quickly. oy pial naan me Rtps ens 





> or @ all styles herein described, and cash in promptly on the business they’Il create. 


CO.,. KANSAS CITY, MO. 


? Fsame shoes at a lower price—Always. 
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Honest Western Shoemaking 








No. 3440 
Mahogany Calf Blucher. Oak Single Sole, 
' York Last 
$3.75 





No. 3050 
Glazed Kangaroo Bal. Oak Single Sole, 
Marion Last 
$3.60 





Your shoes came in 
better than the sample 


We have had this statement made to us repeat- 
edly and we have received many letters saying 
the same thing. 


It’s true, we like our samples to look nice—they 
sell better. But it is also true that the same 
stock goes into our case goods as is shown in our 
samples—there is no substitution unless we 
first consult our customer. We have no sample 
workmen—the men who make our samples make 
your shoes. 


The prices our salesmen quote you are based on 
the sample—just as it is made. 


Advancing costs mean the shoes will cost you 
more when our supply of leather is exhausted by 
your orders. 


The Marion standard must be kept up—and we 
do it because we believe it is your wish as well as 
our policy. 


There is one of our 30 salesmen near you, and we 
are as Close to you as the nearest letter box. 





Marion Shoe Co. Marion, Ind. 





Novy. 11, 1910 
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In other words, 
take advantage of the value of a favorable 
first impression. 

“Long before the buying public see your 
comfortable chairs your scientifically cor- 
rect fitting stools, and mirrors, or your 
elaborate fixtures, they have formed their 
opinion of your store, your stock, your 
methods of doing business, from’ your show windows. 

These are the words of an authority, Pres. Francis J. Piym, 
Pres. Kawneer Mfg. Co., Niles, Mich. He also says; 

“If you have an up-to-date business, your front should con- 
vey the message to the passerby. Don’t hide your light under 
a bushel basket by trying to do business behind a front 20 or 30 
years old. Realize the advantages to be gained through the 
installation of a new front particularly designed to sell shoes. 

“Years of research on this question and innumerable installa- 
tions have taken it out of the realm of guess work. Today a 
store front expert can lay out a front that will produce business 
just as surely as a loose fitting shoe will produce corns. Definite 
laws have been established and their correct application will 
solve the problem—How can I sell more shoes? 

“Remember ‘Your ads bring them to your door, your front 
into your store.’ ”’ 


Equipment for a Definite Purpose 
The Maker of a Button Machine Tells of ‘‘First Stages.”’ 

It goes without saying that any article of store equipment must 
serve a certain definite purpose. There is little use for mere 
scenery around any store, especially a shoe store. 

It is further recognized that equipment which is involved in 
the service which the shoe store gives its trace is valuable exactly 
in proportion to its efficiency. Poor equipment is often worse 
than none for it breeds dissatisfaction in many ways. 

In the development and manufacture of button machines 
manufacturers have striven hard to give the shoe store a piece 
of equipment that would do everything expected of such a 
machine. 

In the process of searching for perfection it is interesting to 
note what the Toledo Button Machine Co. says: 
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““We absorbed all the grief connected with the devices That 
is to say we did the experimenting before it was offered for sale. 
We made sure that it would fasten any button. We perfected 
its working parts until there was absolutely no danger of bad 
action and consequent delays, damaged shoes and impatient 
customers. The customer has the satisfaction of watching a 
smooth working, accurate and efficient device fastening the 
buttons. on the fancy boots she has just purchased. This is 
better than to’ make apologies, to fuss and struggle to finally 
turn out a bad looking piece of work. 

“The dealer has enough trouble running his own business, 
and he should buy his équipment as he does his stock—out- 
right. So we sell him our machine at a certain reasonable 
price and beyond our obligation to see that it serves him per- 
fectly we have no strings on it or him. 


The Front of the Store 


When Frosted Windows Decrease Sales—Buy a New Front 


The Kawneer Mfg. Co., touches the shoe business through its 
shoe store front equipment department. The service it has ren- 
dered the shoe merchants in different parts of the country during 
recent years finds expression in a steady growth of its shoe store 
front business. Shoe merchants are realizing the value of having 
their stores on a par with other commercial establishments, and 
are realizing, too, the drawing power that an attractive shoe store 
front has upon customers. 

The Kawneer Mfg. Company is a development of the past 
ten years, having begun business in a loft 50 x 100 feet, and now 
occupies three immense factories. A very large addition is being 
built now to the factory located at Niles, Michigan. 


The Daniels Shoe Co. of Wichita, Ka., manufacturers of boys’ 
and men’s shoes, true to the traditions of the West, is showing 
rapid growth since its organization a few seasons ago, and during 
the past year, like many others, has doubled its output, because 
of the present great demand for footwear. 
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PINGREE Sport Si oes | 


In leathers that match and harmonize with 
the brilliant colors of sweaters and sport 
costumes is the latest novelty from the 
Pingree factory. 

The designers of sport clothes are planning % 
to use brilliant and unusual shades—mus- * 

tard yellows, coral pinks, bright but mellow 
greens, marvelous tones of blue. 

The leather of Pingree Sport Shoes are 
tanned with the same wonderful colors. 
Their trim, neat, yet comfortable lines and 
clean-cut appearance give them unusual 
selling value. 

Dealers should place their orders as soon as 
possible for these new models, as the de- 
mand for sport shoes next Spring gives 
every promise of being larger than ever. 


THE PINGREE COMPANY 
DETROIT, MICH. 
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KANSAS CITY LETTER 
(Concluded from page 87) 


Leaders are Dark Tans and Cherry Cordovans 

L. G. RUSSELL, manager of the shoe department of the 
WOOLF BROS. FURNISHING GOODS CO., says that the 
colored topped shoes are not so much in demand now as they 
were a little earlier in the Fall, but he expects to sell some steadily 
throughout the season, with a decided increase in the Spring. 
Their leaders now are dark brown and cherry cordovan and 
in very dark tan calves. Sales of black shoes are expected to 
increase materially with the first spell of bad weather and the 
demand will continue until Spring. People seem to have plenty 
of money to buy and are buying as readily asin previous years, 
despite the fact that prices are from two to three dollars higher. 
For Christmas Mr. Russell is expecting a demand for dark tan 
shoes, some two-tones, and black shoes. 


Tobacco Brown and Black for New Year 


P. B. BOLT, manager of the shoe department of the PALACE 
CLOTHING CO., has been having an especially large run on 
tan vamps with white tops and he expects these to sell well 
throughout the year. Other novelty two-tone effects have 
sold well in Kansas City the entire Fall, and some solid colors, 
such as dark browns and gray kids, have been showing up well. 
“It is a hard matter to say what caprice the public mind will 
take in buying shoes,” said Mr. Bolt, ‘“‘and therefore it would be 
difficult to predict what shoes will be selling best by New Years, 
but from all indications solid colors, such as tobacco brown and 
black, will be the prevailing colors. 


A Believer in Black 


C. A. WILLETS, manager of the WALK-OVER BOOT 
SHOP states that black and white novelty and the dark tan 
are selling especially well this season. Pearl and ivory tops are 
also much in demand by wearers of good shoes, and sales of 
footwear for dress are now increasing. Mr. Willets believes 
that Christmas time will see a larger number of solid black and 
dark tan as well as some novelty goods on the streets, and adds: 
“Black is always the safest bet at any time of the year.” 


Featuring New Purples and Browns 


J. R. SELLS, manager of the shoe department of PECK’S 
DRY GOODS CO., says, in referring to the novelty shoes that 
all colors are selling equally well. This department is featuring 
new shades of purple and brown, some with buck tops. Mr. 
Sells expects light colored boots, including ivories and pearl 
grays will be the big thing for Spring wear. 


All Buckskins for Christmas 


At the Carlat Booteries a new line of novelty goods has just 
been received. Among them were gold-brocaded suedes, bro- 
caded satins, fancy brown brocaded satin shoes in both button 
and lace, and white brocaded shoes. There is a fair demand for 
patent leather shoes in both button and lace, and a good showing 
of English last boots with low Cuban heels, all tan shoes and 
black with gray suede uppers are among the very good sellers. 
At Christmas time the Carlat booteries expect to sell all buck- 
skin shoes in many colors. 


Population of 405,048 


Kansas City (and in this are included Kansas City, Mo., 
Kansas City, Kansas, Independence, Mo. and Rosedale, 
Kansas, an industrial unit with the same telephone systems 
and the same street car service) has a population according 
to the last estimate of the United States Census Bureau of 
405,048, standing 15th in population. 

Kansas City (Greater) covers 7514 square miles of territory. 


Eighty per cent of Kansas City’s population is native born. 
Ninety-one per cent is white. 
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In ten years Kansas City increased 51 per cent in population. 


Kansas City is as far West as raw material can be economically 
shipped for manufacturing, and as far East as the finished pro- 
duct can be economically obtained by one-half of the United 
States. 

Over 25 per cent of the population of the United States re- 
sides in the territory of which Kansas City is the natural con- 
trolling center and which is the most rapidly growing terriory in 
the United States. 

Kansas City is the second largest railroad center in the United 
States, being served by 13 trunk line systems and more than 
thirty distinct subsidiary lines. 

Shoe merchants west of the Mississippi River find this market 
not only handy for supplying their needs quickly but easy to 
get to when they visit the shoe markets. Shoe stores west of 
the Mississippi River place with Kansas City jobbers and shoe 
manufacturers a volume of business each year running close to 
eight millions of dollars. This big in-flow of business is steadily 
increasing, especially during the past six months. 

(Continued on page 133) 





STYLES ORIGINATED IN THE WEST 


On the left—green and buff, with stripes of gold. On the right— 
white with black trimmings. John Foster Co., Beloit, Wis. 


HIGH PRICES—CAUSE OR EFFECT 
(Concluded from page 77) 

This is a point that every merchant should seriously consider 
in all his purchases, even in the more conservative numbers. 
Change them some way—a little higher or a different pattern— 
but in some manner build the shoe to give it a different air and 
it will then be much easier to get the new price. 


Avoid Sharp Price Raises 


This brings up the question of merchants still maintaining old 
prices, for the reason perhaps that they are giving the trade 
the benefit of early purchases. But when the new stock comes 
in, purchased on the new scale, the advances then will appear so 
extreme that they will be almost unbelievable. The merchant's 
trade may think he is getting entirely out of his grades and perhaps 
purchase from his competitor, paying this other fellow the same 
prices but simply because his advance has not been so marked. 

It would therefore seem wise to advance all lines at least half 
way, and when the new shoes come in, the final price will appear 
only as a similar advance ot the previous one. They will be 
better accustomed to what to expect and meawhile, the dealer 
has made more money. 

A few others are maintaining old prices, simply by purchasing 
lower grades. Maintaining old prices by following the line of 
least resistance—an old disease that has caused many a business 
death. If some trade is to be lost, it would be better by far, 
to lose it temporarily because prices were too high than to lose 
it permanently because the shoes were not as satisfactory as 
heretofore. 
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Model No. 1076A—Patent Button 
Boot with Cloth be 1 3-8 inch Heel, 
Growing Girl or Baby Doll Last 
Sizes 24 to 8. Widths D and E. 
Half Double Sole. 

Model No. 1074A—Same as above in 


Gun Metal. 
2 4 


inch Concave Heel. 
Widths D and E. Single Sole. 


Dull Kid. 











The Belle-of-Broadway Shoe, at $2.25 whole- 
sale, is an extraordinary value. 


No persuasion, no salesmanship, is required 
to sell it. On the contrary, it attracts cus- 
tomers, sells itself. 


The Belle-of-Broadway Shoe holds customers 
as well as wins them. Once bought it is al- 
ways bought. It wears. It satisfies. It gives 
service such as women have never obtained 
from shoes of this grade before. 








All because the Belle-of-Broadway Shoe is a 
specialized shoe—not a “‘side-line.”’ It is the 
only shoe made in our factory; we focus our 


Model No. 
Boot, Cloth Top, Plain Toe, 

Sizes 244 to 8. 
Half Double Sole. 


1046A—Patent Button 
17-8 
inch Heel. Widths 


D and E. 





Model No. 1990A—Women’s 8-inch 
Patent Button Boot, Cloth Top, 1 7-8 
Sizes 2% to 8. 


Model No. 1992A—Same as above in 





(elle. 


TRADE 














Model No. 1071A—Dull Kid Gypsy 
Button Boot, 7-8 inch Concave 


Model No. 1051A—Patent Button 
Boot, Cloth Top, 13-8 inch Heel. 


Heel. Sizes 24% to 8. Widths_D and Growing Girl or Baby Doll Last. 
Single Sole. Sizes 246 to 8. Widths D and E. 
Half Double Sole. 


wee 


THIRTY SMA 


whole energy, our entire skill, our complete 
facilities on the single task of making this 
shoe the world’s greatest value at its price. 


No culls are used. Gun metal models are cut 
out of plump weight upper stock, with all 
the weight in the leather itself. 
leather models are made of the best chrome ae 
patent—a better-wearing material than bark 33% 
tanned. : 


a 
Counters are guaranteed to outwear the shoes. 3% 
Heels are double-clinched, and cannot be € 
pulled off without demolishing the, shoe. 


In short, it is made to W E A R—made so 


-(Oroad |b 


RK REG.U.S. PAT. OFF. 

























Model No. 1069A—Black Velvet Model No. 1000A—Gun Metal But- Model No. 1118A—Patent Lace Boot, Model No. 1001A—Gun Metal Button 


Gypsy Boot, 17-8 inch Heel, Single ton Boot, Mat Top, 1 3-8 inch Heel, Black Cloth Top, 1 3-8 inch Heel. Boot Mat Top, 1 7-8 inch Heel. Sizes 
Sole. Sizes 244 to 8. Widths D and Growing Girl or Baby Doll Last. Growing Girl or Baby Doll Last. 2% to 8. Widths D and E. Half 
E. Sizes 244 to 8. Wid D and E. Sizes 24% to 8. Widths D and E. Double Sole. 

Half Double Sole. Single Sole. Model No. 1086A—Same as above 


Model No. 1003A—Same as above with Cloth Top. 
with Cloth Top. 
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IN STOCK TO SHIP NOW 






























2 ae 
ete well that we absolutely guarantee it. Read 
iene the guarantee accompanying this announce- 
ae ~~ OUR GUARANTEE 
Col i We absolutely guarantee the reasonable wear of 
3: No matter how many cases—36 pairs toa every shoe that we make. You can sell Belle- 
ty 4 . . mt of Broadway Shoes to your most critical custom- 
7 case—you may need for immediate shipment, ers demanding considerable wear, and you will 
ai * s nd them highly satisfactory. Should a pair o 
i dy we can Supply you at once. You will assist cat Giemsa ea, GE te Geet quell foley 
Bin F: , us in giving your order prompt attention if ment you feel that the fault 
Fy ; a is ours, please return the 
Pa you will send three references as to your re- worn air to us at = and 
oe shes we will deem it a pleasure to 
r) sponsibility. give your account credit for 
BS Ord re ° d f same, as we stand behind 
i gi hs. A =~ Order now, anticipating your needs as far every pair. You kaow that 
A Mm Kd - Pew * we could not make such a 
as Buse ay ey ahead as possible. For we cannot guarantee aneaie ame a On 
uM fe ey our present $2.25 price; the raw material unless our shoes wear. 
OE sees market is advancing right along, and further 
iq Se advances are looked for. 
eee =i . . . 
BS Write for Catalog showing complete line of styles 


THE ELBINGER SHOE MFG. CO. 


LEBANON, OHIO 


wa m, H () E potel Me, 200RA-—Eotene, Betise 
Boot, Cloth Top, 1 7-8 inch Heel, Ti 










ip. 
Sizes 24% to 8. Widths D and E: 
Half Double Sole. 
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The Lost Purple 


Trostel’s “Super” Tannage in their Tros- 
tan Calf Provides the Dependable Base for 


the “Lost Purple” Rediscovered By Us. 


ROSTAN CALF in the Lost Purple, “The Color Beautiful,” constitutes 
“The Golden Key” that opened “A New Era’”’ for co-operation in 
American Footwear. 
T won the manufacturers’ and dealers’ 
acquiescence in our advertising plan 
from tanner to the public, followed by their 
enthusiastic support of it. 
The means of co-operation are: The certificates (furnished you gratis on applica- 
tion), carrying purchasing privileges to the buying public. These privileges are al- 
ready highly appreciated and made use of by the ultimate consumer. 
We invite correspondence from all those manufacturers who have not as yet availed 
themselves of our plan. The illuminated brochure descriptive of the Lost Purple 
(designated as Color 33) and full information proving your advantage in packing 
a certificate with each pair of shoes will be mailed you promptly upon request. 
Retailers having shoes made from Lost Purple that carry no certificates will receive 
valuable information by writing us. ; 
Our devise “perfection leathers” like Trostan Calf in the “Lost Purple” that carry 
the self-evident trademark “merit and beauty” deserve to be lauded to the public 
when carrying benefits to all concerned. Our high-grade advertising on the oppo- 
site page and the reverse side thereof is evidence of the efforts we are putting forth 
in this direction. We invite your support of the plan involving particularly your 


interest. 
Yours for Co-operation, 


Albert Trostel & Sons Co. 
Milwaukee, Wis., U. S. A. 
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spirit of gratifica- 
tion over the fact 
that it has been our 
good fortune to 







i 3 ft) 3 Van have accomplished 
| the development of a New 






1) Process Tanning that makes for 






perfect leather for shoes, this 






insert, with story of its origin, 






is published to inform an inter- 






ested and appreciative public 






of our success, and is respectfully 


DEDICATED TO OUR 
FRIENDS, THE USERS 
OF SHOE LEATHERS. 
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Albert Trostel & 
Sons Company 


MILWAUKEE, U.S.A. 
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THE COLOR WHICH HAS 
HONORED THRONES 
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In the Color Which Robed the Ancient Kings 


COPYRIGHT 1916 BY ALBERT TROSTEL & SONS COMPANY, MILWAUKEE 


ART IS BUT INDUSTRY PERFECTED. ONE MAY STRIVE A LIFETIME 
WITH A BRUSH OR WITH A CHISEL AND NEVER MAKE A 
WORK OF ART IN EITHER CANVAS OR CLAY; IT IS THE "KNOWING HOW" 
THAT ACHIEVES THE ULTIMATE OF ART—A PERFECT PRODUCT. 


EFORE the days of Babylon the 
kings of the earth had chosen for 
their own that which was greatest 
in beauty, that which possessed 
distinctiveness, that which was rare 
and difficult of production; thus 
upon three separate counts did a 
certain shade of purple identify 

itself as royal in its own right. 


From time to time, artists have attempted the 
production of this regal shade in pottery and 
fabrics; again and again has the art been lost. 
Our new process of tanning has developed a leather 
of such affinity for dyes that the resulting product 
is as distinctive and readily distinguished in any 
shade as was the purple of the ancient courts of 
empire. The marked responsiveness of this 
leather to aniline dyes has made possible a repro- 
duction of the color which for centuries was known 
as "The Lost Shade of Royal Purple." It has 
been reproduced from the fire marks upon a vase, 
a rare piece of ceramics. 


No man will ever know how this vase came to be 
marked with this shade. There is but one pottery 
in the world that is able to produce color upon 
clay as it is done in the ovens where this vase 


~ was made, and it was in this world-famous pottery 


that the miracle happened. Upon opening the 
kiln there was found the average number of pieces, 
figured and tinted as usual; but upon one other 
the God of Fire had painted his own colors with 
his own hand. In swirls and spots there stood 
a shade the workmen never had seen in pottery, 
a color from the other world. 


It was pronounced the "Lost" Purple—a shade 
lost to the arts for many hundred years. 


The vase found its way into our hands. We ven- 
tured upon the reproduction of this color in the 
new process leathers, which yield so admirably 
to the production of difficult and distinctive tones 


Albert Trostel & Sons Company 


BA. 


Milwaukee, 






in all shades. The result: A veritable creation 
of a perfect Mineral Tanned Shoe Leather, full- 
flanked, and with a grain superlatively beautiful, 
disclosing color perfection. 


Just as the control of color upon pottery is possible 
only through the proper preparation and firing of 
the clay, so, also, does the treatment of the hide 
material by our new process of tanning give to 
Trostan Leathers a dependable base for uniformity 
of color, revealing a distinction, and a beauty of 
tone incomparable. 


"Quality" appearance, the silky grain and the 
superior wearing qualities peculiar to Trostan 
leathers through our own process tannage will 
cause them to stand in permanent relief as long 
as leathers shall be made. 


On account of its rarity, its history and the 
definite attractiveness of the "Lost Shade of 
Purple," Albert Trostel & Sons Company present 
it to the trade as the first of the Trostan Color 
Products, identified as "Trostan 33," a shade that 
will be sought by buyers of modest and aristocratic 
taste, just as, centuries past, it was sought by 
those who were able to command its use for them- 
selves. 


It is not the greenish, nor lavender nor blue- 
purple; it is the deep, dusky, red-purple of ancient 
Tyre, a shade that one knows not if it is blue or red. 
Those who have never seen this shade may have 
regarded the Royal Purple as a gaudy hue. It 
is not. It is distinctively the richest and most 
modest of all combinations in color harmony by 
day, and is so far from conspicuous that, in a 
half-light, it shades into a dark hue, appropriate 
in shoes for informal evening wear. It is a color 
hitherto so rarely seen that it has been known 
to those only who are familiar with the more 
exclusive arts. Within it is the distinctive depth 
of tone, and of color, and of softness, which placed 
it on the thrones of Ninevah and Rome. 
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PITTI 


The FEATHER WEIGHT 
ICE CREEPER 


Cc. W. CHURCHILL, Manufacturer 
214 Third Street, Lowell, Mass. 


T’S an article on which retailers 
make big profits. No trouble to 
fit and easy to sell.” Made in Men’s 





} d W . . Fig. 1 rig. 2 

an omen § sizes. Fig. 1 shows creeper poe up from heel 
7 - . > when not in use. Fig. 2 shows creeper in use. 

Their grip is sure. You do not have to 

creep, but can step with confidence. They are light, simple, durable, 

easily adjusted and won’t come off. Order from your jobber at once. 





Never Slips 
TITTIES 


SUGGGRGEE 





TUTTI 


The Shoe 


Trades Journal 


OF LONDON, ENGLAND 


Reaches every week the leading buyers of Boots and Shoes in 














[ QUALITY || || SERVICE | 














FOUR CARDINAL POINTS 


that make 


NORWICH FIXTURES 


The standard to go by ENGLAND SCOTLAND IRELAND 
AUSTRALIA NEW ZEALAND 
SOUTH AFRICA INDIA 
Catalog No. 19 BRITISH WEST INDIES 
CEYLON BURMAB 


now ready. Send for your copy STRAITS SETTLEMENTS, ete., ete. 


American shoe manufacturers desiring foreign trade will receive valuable 
information by reading this weekly paper 


10 cents a copy $3.00 a year 


The Norwich Nickel & Brass Co. 
NORWICH, CONN. 


Salesrooms 
NEW YORK BOSTON 
712 Broadway 26 Kingston St. 


Advertising, Subscriptions and Samples, Address 


Franklin P. Shumway Co. 


453 Washington Street, Boston 


American Representatives for all 
Foreign Shoe Trade Papers 


HOCUCUOEUUEOGEUOEUEEOGUGEEOUOOEOGUOEOGUUEOOOUOEROGUOOOOGUOEEOUOUOEOOOUGROGROGOUGEOOHOOUQUNOUNOGUOREOEOOEOOEOK: 








TODDOQEGUDEOGOOOGRUGCHOCOGCROOLOGOCCGEROCLUGOUOUOQUGOUOGOGGEUGRCCOQEOONQOUROSUGCHODROGEROGEOOROCUQORUQOERORES 


[FINISH _ || ||ADAPTABILITY | 








CEUDOREGRRGRGGEGREORRRCCRGRRRRCCRUCCORRRRGRRERCRECRRRGRRRRCCRGRRORUCRERCRRRRGREEEEY 








ULEOEOUGOEOUOHGEEOEGHGOUGEGODOEGOOOCGHOEROCGUGOCCROOGOROEGEQOGOUGHOORORGUGORORGEGUREROUGUGOROUGHROQOUGHOOUCSOOGOUGHOUROUGHOCUOHOUGECGOGOGCRUGOROUGUOOROUGHOOUORGQROUOROEOL 
THE COPYRIGHTED 


‘**SHOE AND LEATHER LEXICON” 


AND 


**SHOE FITTING”? 


Are two standard authorities, recognized as such throughout the shoe trade because of the painstaking care and 
accuracy of detail with which they are written and compiled. 

Sharply trimmed down to essentials, not a word wasted, they present in compact form information of the most 
useful sort for any one whose business it is to “know shoes,” and to sell them. 

Both are published by the Book Department of the “ Boot and Shoe Recorder.” Price 40 cents per copy, three 
— for $1.00 (mixed order if desired) postpaid. Please send cash or check with order, or stamps for less than 
a dollar. 


ITTTII iii 
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Griffin Dressings 


They speak for themselves. There is a Dressing for every shoe 





Griffin’s White Kidine 
An effective and safe clean- 
ing and whitening fluid 
that cleans all white kid 
and white calf stock. 


Small size, $11.00 Gross 
95c Doz. 


Large size, $18.00 Gross 
$1.60 Doz. 














Griffin White Bag 
Powder 
Made also in Light, Dark 
and Pearl Gray, Brown, 
Chamoise and Fawn. 


$7.00 Gross 65e Doz. 











GRIFFIN 


7 
| 
| 
| 
| 
| 


BRONZE | 
DRESSING 


BRONZE LEATHERS | 

monet 
Wil URN ANY 7 
COLQR LEATHER! 
\NTO A | 


FINE BRONZE FIMISH{ 


GRIFFIN MF 


RRAY ST | 
nnn 





Griffin Shoe Bronze 
Is the Most Natural 


Bronze on the Market. 


Large size, $24.00 Gross 
$2.20 Doz. 

Small size, $18.00 Gross 
$1.60 Doz. 








Griffin Magical Powder 


One of the two accepted ways 
for cleaning colored suede, Nu- 
buck and nappy leathers. White, 
Light Gray, Dark Gray, Pearl, 
Brown, Chamois, Fawn. 


11.00 Gross 95e Doz. 


A combination outfit to clean 
and restore colored Nubuck, 
suede and nappy leathers to 
their original shade and state. 
Tampico brush and 34-0z. bot- 
tle. White, Black, Light, Dark 
and Pearl Gray, Brown, Navy 
Blue, Dark Green, Red. 


$17.00 Gross $1.50 Doz. 











SOFTENWS THE LEATHER 
AFTER THE RAIN 











Griffin’s Glazed Kid 
Cream 
In Blue, Black, Light Gray, 
Dark Gray, Brown, Green, 
Red, White, Ivory, Cham- 
pagne 
CLEANS—COLORS 
POLISHES 
Is to the Leather what 
Cold Cream is to the Skin. 
3-oz. Bottle in Beautiful 
Lithographed Carton. 
Price, $16.00 Gross 
$1.40 Doz. 





Griffin Dull Finish Glycerine 
Paste 

It will not polish, but it gives to 

dull calf and kid shoes and tops 

that clean lustre that you find 

in new leather. 


$8.50 Gross 75¢ Doz. 


WRITE FOR OUR NEW ILLUSTRATED CATALOG SHOWING COMPLETE LINE OF DRESSINGS. 


GRIFFIN MFG. COMPANY, Inc. 


69 MURRAY STREET 


CANADIAN REPRESENTATIVES, 


Canadian Shoe Findings and Novelt 


2 Trinity Square, 


NEW YORK 


oronto, Canada 
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PATENTED 


HEEL AND COUNTER 
PROTECTION 


USED AND QUICKLY APPRECIATED BY 
WOMEN WHO DRIVE THEIR OWN CARS. 
NO MORE SCUFFING. EASILY AND 
QUICKLY ATTACHED AND DETACHED 
MONEY CHEERFULLY REFUNDED IF NOT 
ENTIRELY SATISFACTORY 


PRICE $1.50 PER PAIR 


J, AUTO HEEL 
Y PROTECTOR 








DEALERS 


A great demand for this article has al- 
ready been created broadcast through 
national advertising in leading maga- 
zines and newspapers. We will con- 
tinue to promote its sales by placing 
even larger advertising appropriations. 
The only article of its kind on the mar- 
ket and an excellent seller. Simply a 
suggestion from your salesman or a 
few pairs on display is sufficient to cre- 
ate a wealth of sales. 





Order a sample dozen at once! 
Be ready to supply the inevitable 
demand 
$12 per dozen pairs--1 per cent 
ten days 






Retails $1.50 per pair 


C. H. Wolfelt Co. 


THE BOOTERY 
Manufacturers and Sole Distrib- 
utors for the United States, Can- 
ada, Great Britain, France and 

Germany 
Dept. 1. Bumiller Bldg. 
LOS ANGELES, CALIF. 



















LOS ANGELES 























DESKS, CHAIRS and FILING CABINETS 


SHOE AND LAST 
SAMPLE CASES 


The Globe-Wernicke Co. 


91-93 Federal Street, Boston 

















PASADENA 


iii 





SAN FRANCISCO 





Hotel Imperial 


Broadway and 32nd Street, 


THE HUB OF NEW YORK 


At Herald Square, the radial center of transpor- 
tation to all parts of the city. One block from 
Pennsylvania Station; a few minutes from 
Grand Central Terminal. Subway, Surface 
and Elevated Service direct to the hotel, which 
is in the midst of the fashionable theatre and 
shopping districts. 

HEADQUARTERS FOR THE SHOE 

TRADE 


600 rooms single or en suite 
Single Rooms’ $1.50 per day and up 
With Bath $2.00 per day and up 


Try our new popular-priced restaurant. 

An innovation in one of Broadway’s 

Leading Hotels. 

Write for booklet giving rates and full 
particulars 


WILLARD D. ROCKEFELLER 


Manager 


Nov. 11, 1916 
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GALLUN’S 


AZTEC. CALF 

















Of a Vegetable Tannage —— 


This is the ideal leather for 
Summer shoes. Its appear- 
ance is pleasing and enduring. 
Its color stands. When dress- 
ing is necessary it will take on 
a brilliant polish and hold it. 


Use of Aztec Calf assures added life to 
shoes without extracost. Itis a leather 
as good as science can make it, and has 
the extra advantage of being mellowed 
by time. Like other leathers bearing 
GALLUN’S name, it is every way de- 
sirable and dependable. 


Made in a variety of weights and grades 


Specify GALLUN’S 


A. F. GALLUN & SON 
. MILWAUKEE, WIS. 
H. A. ELY, Manager 11 East Street, Boston, Mass. 
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As Perfect As Possible to 


“No Metal Tip” 
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“«Hubtip” 


(Trade Mark Reg. U.S. Pat. Off.) 


(Trade Mark Reg.) 


Shoe Laces 


Tips are guaranteed not to rust, pull off, fray out, look tinny, nor catch in the clothing. 
Always look new. 


HUBTIPS are woven of superior quality, smooth, pliable braid. Especially adapted for 
the new style invisible eyelet shoe through which they slip easily. Wearers of HUBTIPS 


always repeat. Order a cabinet now. 


36 pair + in. 
Women’ s or Men’ s 27 in. per gro. Strings $1.80 A ili ” a my = sf per Cabinet $2.45 G Assortment 24 = ‘ 3 me } per Cabinet $2.40 
30 * 1.90 
ae 
36 “ i wat 2.25 N 
o* 2 a oes 18 pair 36 in. F Assortment b > | ; , 2.88 
. ED scccstmnent 18 40 “ oo 2.45 - 
45 “ ? " 2.50 18 45 = 54 ‘* 36 “ , 2.35 
§4 ** a a 2.75 ” ” ” ” 
i _ = 3.25 E Assortment 36 “ 36 “ } “ 2.40 I Assortment oe  , 2.35 
72° 3.50 36“ 45“ ss 





Frank W. Whitcher Comes ‘Boston,. Maze. U. S. A. | 





The Famous 


MADE 


SHC for MCL 


When the retail shoe merchant buys Weber Bros.’ Shoes, he gets just as good shoes as 
is possible to make for the money that he pays. There is nothing fictitious, no element 
of inflation in Weber Bros.’ shoes. This is one reason why the retail dealer stays with 
this line season in and season out. 


Men’s Goodyear Welts from $2.25 to $3.50; 


WEBER BROS. SHOE CO. __ XoRt#apams, mass. 


BOSTON OFFICE NEW YORK OFFICE KANSAS CITY, MISSOURI, OFFICE 
183 Essex Street, Room No. 305 436. Marbridge Building, 1328 Broadway 429 Ridge Building 
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Our “White Prophecy” 


Came True. 





























We said several months ago that white footwear 
would sell big. 


The demand since then has exceeded our expec- 
tations many, many times. 


During the coming Spring and Summer every retail 
shoe merchant in the country will do a thriving 
business on white shoes. 


Are you prepared--are you going to get your 
share of this business. 


Then feature 


“OSTEND 2” 


The best white fabric cloth for shoes 


“Ostend 2’ makes up into a shoe of surpassing 
beauty. It is strong and flexible, with a smooth 
velvet finish that is at once novel and distinctive. 


During the past year over one mil- 
lion pairs of high-grade shoes were 
made from “Ostend 2.”’ 


Not one complaint has been re- 
ceived. 


J. EINSTEIN, Ine. 


176 William St. New York 
Boston St. Louis Montreal, Canada 
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Shoe Repairing Pays | 


Retailers 


READ MR. SLOANE’S LETTER 





- Nov. 11, 1916 


Unless your store happens, thru location or other circumstances, to 
be the exception to the rule, it will pay you to let us send you the explicit 
information we have on this subject. 








Sloane’s Shoe Store 
Fitters of Feet—Rapid Repairing 
OXFORD, OHIO 


Oxford, Ohio, Jan. Ist, 1916. 


United Shoe Repairing Machine Co. 
Boston, Mass. 


Gentlemen :— 


We have just closed our second year of the machine 
repair outfit bought of you, and are glad to say we 
could not get along without it. It has paid for itself 
in the two years we have had it and has helped to pay 
other expenses. We have handled last year inour 
repair shop 3,203 pairs of shoes, and no jeb was in 
the house over six hours. A shoe store today without 
a rapid repair shop is not an up-to-date establishment 
by any means. We have, therefore, the utmost con- 
fidence in your machine and your business methods, 
and the service that you supply your patrons. 


Sincerely yours, 
(Signed) A. F. SLOANE 











United Shoe Repairing Machine Co. 


ALBANY BUILDING, BOSTON 


While Mr. Sloane’s letter was not written for publication, it is pre- 
sented with his permission. What Mr. Sloane has done can be duplicated 
in any live community. The demand for expert repair work is con- 
stantly increasing. The information we have regarding it is yours for 


the asking. 
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A Line that “Stands By’’ the Retail Dealer with | 
its Steady Sales Volume and its Tangible Profits 
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STYLE No. 630, LAST No. 98 STYLE No. 806, LAST No. 98 STYLE No. 856, New Last No. 
Patent Vamp, Dull Kid, Quarter A High Quality White Kid Boot, 102. Patent Leather Pump, 
Pat. Tongue and Buckle. A co- White Ivory Sole and Heel, which Welt, full Louis Heel. 

lonial that sells. is full Louis. 


And then, there are snappy, clean cut, sport shoes 
with rubber soles and bal straps — COLONIALS, 
TRIM and CONSERVATIVE—PLENTY OF 
DIFFERENT STYLES IN STRAP PUMPS— 
ALL MADE TO SELL AT VOLUME PRICES 


Johnson Bros. Shoe Mfg. Co. 


HALLOWELL, MAINE 
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THE WHITEST WHITE 


LEVOR GRAIN KID 


CHROME TANNED AND WASHABLE 


Makes a Beautiful Top EY ave Weal Valelsxelant-mouslel— 


STRONG AND DURABLE 


a7 MUST BE SEEN TOBE APPRECIATED > 


eee) —9 Cole 1 (Oo) —& 
MADE OF CABRETTA SKINS 


Ca AYO) PVE Of @ BT (on 


MANUFACTURERS 


GLOVERSVILLE,N.Y. 
NEW YORK: 88-90 GOLD ST. 


ST.LOUIS: LEATHER EXCHANGE BLOG BOSTON: 145 SOUTH STREET 
JOHNSON STEPHENS & PATTON LEATHER CO Lia) acon 20) - a onol Vi-7-Un im @ 
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MOUSAM 
“HORN 
FIBRE” 














COUNTERS 











FIRST 


— with the idea 
—in quality 


—jin guaranteed service 
MOUSAM COUNTER CO. 


121 Beach Street, Boston, Mass. 


AGENCIES 
.Wilkinson & Reger, Philadelphia, Pa. 
Faire Bros. Co., Ltd., Leicester, England 
John C. Rupp Co., Cincinnati, Ohio 
Ullathorne, Hartridge & Co. Ltd., Mel- 
bourne, for Australasia 
William Linklater, Montreal, Canada 
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OU know that fronts that pay 
cannot be bought “by the foot.”” They must 
be made to order for your particular needs. 


For that reason we maintain offices in all sections 
of the country out of which we travel our own 
specially trained representatives, so as to enable you to 
take advantage of the experience acquired in the years 
we have been manufacturing custom-made store fronts 
for the merchant who knows he could do more business if 
more people came into his store. 


Would you like to profit by the experience of some of the 
53,000 whom we have satisfied? 


Boosting Business has been compiled to give you an idea of 
how the other fellow increased his hed a the installation of 


Sierras A 


The costliness of the booklet makes it necessary for us to 
request you to pin coupon to your letter head. 
it costs you nothing! 


KAWNEER MFG. COMPANY 
NILES, MICHIGAN 





VE 
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COPY OF 1916 
BOOSTING BUSINESS 


One of the first questions asked now-a-days hy the best 


qualified advertising space buyers is-- 


“Is your publication a member of the 
Audit Bureau of Circulations” 


A publication holding membership in the A. B. C. places its 


space selling on atrue commodity basis 


The Boot and Shoe Recorder is the only retail shoe trade 
publication holding membership in the Audit Bureau 


of Circulations. 
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A bigger, better, more profitable business 
may be yours if you retail this shoe 





No. 461—Sesco Last No. 462—Sesco Last No. 460—Creole Last 
IN STOCK IN STOCK IN STOCK 
Gun Metal Blucher, Dull Kangaroo Gun Metal Button, Dull Kangaroo Gun Metal Bal, Dull Kangaroo Top, 
Top, Duck Lining, 12 Harvard Aloft Top, Duck ay 12 Harvard Aloft Duck Lining, 12 Close Harvard Edge 
Edge with Prick Top Stitch. 1% Edge with Prick Top Stitch, 1144 inch with Prick f Stitch, 14 inch Heel. 
inch Heel. Black Bottom Finish. Heel. Black Bottom Finish. Sizes Wax Bottom Finish. Sizes 5 to 1014; 


Sizes 5 to 104%; Widths C, D, E. 5 to 1044; Widths C, D, E. Widths B, C, D 


The Certified Shoe is making high sales 
records everywhere. It is the shoe you 
ought to sell. The Certified Shoe can be 
easily handled. No great investment in a 
stock is necessary. We carry a large stock 
on the floor—all styles and sizes—so that 
you have every advantage of sizing up 
quickly. Write for descriptive literature 
of our stock styles, also samples and par- 


No. 720—Club Last ticulars regarding our made-to-order shoes. 


IN STOCK 


Full Gun Metal Calf Bal, Blind 
Eyelets, Khaki Lining, 13 Harvard 
Edge, 7-8 inch Flange Heel, Wax 
Bottom Finish. Sizes 5 to 10%. 
Widths C and D. 


STONEFIELD-EVANS SHOE CO. 
ROCKFORD, ILL., U.S.A. _ 
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! Use A Perfect Button Fastener 


The Heaton-Peninsular Button Fastener Company have 
perfected an inexpensive and practical Button Fastener 
Equipment suitable for use in stores of any size. 

No Button Attaching Machine cutting wire from a con- 
tinuous coil can make a satisfactory “‘rust-proof’’ or finished 
+4 fastener. 


22 ETO sR RE 





Our Fasteners are a Finished Product 
attached by 
The Simplest Practical Button Fastener Machines Yet Devised 


Buttons of any size, shape, color or make attached quick- 
ly and perfectly with a finished fastener at every operation of 
the new machines. 


For detailed information 


ASK THE 


HEATON-PENINSULAR BUTTON FASTENER COMPANY 


GRAND RAPIDS, MICHIGAN 
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<The Fischer 


Bunion Protector 


It is a little device that is doing great work for 
thousands. 

Bunion sufferers are not growing less. The fashions 
in footwear do much to make them increase but in- 
stead of trying to force sales of big, roomy shoes, 

suggest the use of the Fischer Bunion Protector and SELF ADJUSTING 
satisfy your customer’s desire for modern, stylish 

shoes, besides giving them comfort. 


The Fischer Bunion Protector hides deformities THE FISCHER MFG. COMPANY 





and keeps shoes in shape. It nets you a handsome 
profit. Sole Owners, Manufacturers, and Patentees 
Your jobber can fill your trial order. MILWAUKEE, WIS. 











THE COPYRIGHTED 








a 


quality shoe laces for 
every requirement 
In bulk for the factory trade. 
Single paired for the fine job- 
bing trade. 
Finished with Nufashond 
Fabric Tips (patent applied 
for). Part of the braid itself. 
Rustless, water-proof, won’t 
pull off. 
Samples and particulars 
upon request. 


Narrow Fabric Co. 
Reading, Pa. 





“Shoe and Leather Lexicon’’ 
AND 


“Shoe Fitting’’ 


Are two standard authorities, recognized as such 
throughout the shoe trade because of the painstaking care 
and accuracy of detail with which they are written and 
compiled. 

Sharply trimmed down to essentials, not a word wasted, 
vo | present in compact form information of the most 
useful sort for any one whose business it is to “‘ know 
shoes,” and to sell them. 

Both are published by the Book Department of the 
“Boot and Shoe Recorder.” Price 40 cents per copy, three 
copies for $1.00 (mixed order if desired) postpaid. Please 
— cash or check with order, or stamps for less than a 

ollar. 
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® Uncle Sam has put his O. K. 


on these shoes! 














The United States patent office 
has granted a patent covering 
our quilted, wool-lined shoes 


ga Patented October 17, 1916 
#1201927, 41201928 






This means that we 
have the exclusive 





right to manufacture 
this class of footwear! 


We take this opportunity 
of notifying manufacturers 
and retail merchants that 
Blum Shoe Mfg. Co. now 
have the exclusive right to 
manufacture these quilted 
wool-lined shoes, and that 
embarrassment will be 
avoided by the refusal to 
handle substitutes which 
are an infringement on our 
exclusive rights. 

Blum Shoe Manufactur- 

ing Company is one of 

the largest and oldest 

manufacturers of felt 


shoes and slippers in 


this country. 
OUTSIDE FELT 





INSIDE LINING NATURAL WOOL 
LEATHER SOLE 


Blum Shoe Mfe. Co. 


at Dansville, New York 
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Aittemores & 
Shoe Polishes | 














; “GILT EDGE” 
The remarkable and sweeping success of Whittemore’s Shoe | WH TEM 
The only black dressing for IW G | Lr. 


Polishes is due primarily to its quality—then to the fact that Ladies’ and Children’s shoes 
we have stood back of dealers selling it, giving them every Sie end sa oe ora! 


possible sales advantage through wide assortment and prices parts a beautiful lustre. 
closely adjusted to quantity. Largest Quantity 
Finest Quality 


Its use saves time, labor and 


Order from Your Jobber brushes, as it Shines With- 


out Brushing. Always ready 


WHITTEMORE BROS. CORP. tase Ao for gen Ai 
CAMBRIDGE, MASS. iy Per Gross 





The New Style Arctic Buckle «“SURE-LOCK” operates just exactly the opposite trom 
the old style. The Old Style Buckle goes UNDER the slotted plate. The New Style 
Buckle goes OVER the slotted plate and hooks down into it. | 


The Advantages of the Sure-Lock Buckle: No projecting ends to catch. A wire bolt, giving it great strength. 
It locks under all conditions. Cannot be clogged with ice, sand or dirt. A positive motion to unlock it. 
Can be unlocked with gloves or without gloves. Not dependent on its spring to keep it locked. Does not 
require the fingernail to open it. Has a smooth surface. Keeps its alignment. Very neat in appearance. 
Simple in operation. Greater adjustment than any other shoe buckle. 
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SELL|/ THEM FOR SERVIC 





For Men, Women and Children. 
For work, dress and play. 
Essex Soles make friends and build sales. 
Waterproof—durable—comfortable. 

- Quiet and non-slipping. 
Never curl after exposure to weather. 
“They certainly do beat leather.” 
ne 


Order them now. 


ESSEX RUBBER CO, Inc. 
“THGBOERSESEES POR BuTHMECHOES 


TRENTON, N. J. 
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BOSTON 
U.S.A. 


AMERICAN 


Nov. 11, 1916 


a first quality brand of rubbers that all. 


dealers should have on hand. 


**American’’ rubbers satisfy the con- 
sumers. They are built on lasts that have 
all the beautiful curves of the up-to-date 


styles of leather shoes. 


American Rubber Company 
| Boston, Mass. 














Nov. 11, 1916 
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Boots and Shoes 


While there is no material change in the rubber 
footwear market since a week ago, there is a manifest 
disposition on the part of retailers to place them- 
selves in position to take care of any sudden demand 
which may be made upon them on account of the 
weather. Now that cold weather is assured and 
heavy storms likely to come at any time those shoe 
merchants who have not yet received their rubber 
footwear are certainly beginning’ to get anxious re- 
garding the same. Notwithstanding the many re- 
ports which have been made to the effect that rubber 
manufacturers are catching up with the orders on 
their books, it may be stated with authority that 
many of the companies are four and five months 
behind in production of what they have on their 
books in the way of orders. These manufacturers 
are doing their utmost to fill their orders, but under 
present circumstances they are endeavoring to satisfy 
as fully as possible each and every customer; there- 
fore, few customers have received all of their goods, 
or even the greater portion of them. But all of them 
have received some goods, and these sufficient to 
carry them through at least the first part of the 
season. Most of the manufacturers are very careful 
in parcelling out the goods that they manufacture so 
that every customer will receive proportionally a 
reasonable amount of goods. The manufacturers 
are handicapped not only by the amount of orders 
which have been received, but also on account of the 
relative scarcity of labor. Many manufacturers 
of munitions are offering such high rates of wages as 
to induce many workers to desert from their present 
employers, while those who remain are discontented 
if wages are not advanced. As all orders were taken 
at last Spring prices, which in fact are practically the 
same prices as were made a year or two ago, it may be 
seen that the manufacturers are in a somewhat 
difficult position. 

Tennis Lines 


Nearly all lines of Tennis Shoes have been advanced 
during the past month to the amount of about 10 
per cent and a few of these higher, though many of 
them have been marked up only about 5 per cent. 
The state of the cotton market has something to do 
with this, for cost of raw cotton has raised the prices 
on. duck, which is used by manufacturers for much 
of their finished product. Orders have come in to a 
goodly amount of business which evidently had been 
placed in anticipation of a possible rise. 


Crude Rubber. 


The crude rubber market shows no particular 
change since our last report. There is a steady Fall 
demand from customers, but no very large orders are 
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The Rubber Realm eee ee 


being noted. The large manufacturers are now 
buying more than ever at sources of supply. London 
quotations fluctuate in a somewhat speculative 
manner but changes run up or down no more than a 
half-penny to one penny, on plantations. Receipts 
are smaller than usual, especially of South American 
rubber, which, owing to the lack of supplies at dis- 
tributing points raises Brazilian qualities at high 
quotations. Crude rubber receipts via the Pacific 
Ocean are rivalling and frequently exceeding receipts 
at New York. 

We quote: Upriver fine, 83c.; islands fine, 82c. 
upriver coarse, 47c.; islands coarse, 3lc.; caucho ball, 
47 to 48c. for upper, 45 to 46c. for lower; cameta,32c.; 
centrals and Mexicans 44 to 45c.; Guayule, 32 to 33c.; 
Massai (red) 53c.; first latex pale crepe, 65c.; smoked 
sheet, 64c. 

Scrap Rubber 


No great change is noted in the Scrap Rubber 
market. The demand is not very heavy, although 
some reclaimers are buying fairly large lots. Prices 
run from 8.75 per hundred in Philadelphia, and 9 
cents or 94 cents per pound in Boston. Collectors’ 
prices of course are proportionately less. 


Rubber Notes 


H. C. Kalish, of the United States Rubber Co. of 
New England, has returned from a vacation spent 
at Springfield, Maine. 


Judson J. Adams, western selling agent of the 
Beacon Falls Rubber Shoe Co. Chicago, is visiting 
the factory this week. 

Edgar B. Davis, of the General Rubber Company, 
New York City, has returned from a trip of inspec- 
tion to the plantations of that company in Sumatra. 


The firm of G. E. Thing & Co. of Buffalo, N. Y. 
has been made a part of the Branch store organiza- 
tion of the United States Rubber Co., and will operate 
under the same name, with J. F. Barnes as manager. 

The factory of the Canadian Consolidated Felt 
Co. at Kitchener (formerly Berlin) Ontario, where the 
felt is manufactured for the Canadian Consolidated 
Rubber Co.’s arctics and felt footwear is being en- 
larged. 

The new additions to the Converse Rubber Shoe 
Co. at Malden increases the capacity of the plant 
to 15,000 pairs of rubbers per day, and the shipping 
room and store house facilities are similarly increased. 
The demand for both rubbers and tennis is already 
taxing this capacity. 

The Beacon Falls Rubber Shoe Co. has just com- 
pleted an addition, two stories high, connecting the 
business office with the main factory building. This 
extension will be used to facilitate the business man- 
agement, giving private offices to the officials, and al- 
lowing more space for the clerical department. 
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The growing demand by the consumer for La Crosse Tennis means 
more volume and consequently larger profits. The day is passed when 
the consumer asks for a pair of “tennis shoes.” He has been educated to 


ask for 


knowing he will receive greater wear, have a better fitting last, and will 
present a neat, trim appearance. 
The three numbers illustrated are “WINNERS,” and you make no 


mistake in recommending them to your trade. 


Brock 
Badger Quality, 
Gray Sole, Nobby- 
Cellular Sole 






Cruiser 
Heavy Diamond 
Sole 






Loose Lined, Leather Insole, White or Brown 


Duck 
White or Brown Duck, White Sole 





Ranger 


Black, White or Brown Duck, Black Sole 


LA CROSSE RUBBER MILLS @ 


903-949 St. Andrews Street 
La Crosse, Wis. 
Trade Mark 


Trade Mark 
Reg. U. 8. Pat. Off. 1912 : Reg. U.S. Pat. Off. 1912 
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While there is seemingly less excitement in the mar- 
ket, there is apparently the same uncertainty regard- 
ing the future, either immediate or remote. Traced to 
its source, today’s ruling prices for footwear-are caused 
by the scarcity of raw material, proportionately to 
the demands of consumers here and abroad. 

There has been less buying this week and, as a con- 
sequence, the marking-up process is less conspicuous. 
Shoe manufacturers have taken a sober second thought 
and some of them, at least, have decided to withhold 
their orders for future needs, and enough of this has 
been done to measurably lessen the demand, and coun- 
teract, in part, the upward movement. Exporters, 
however are still buying and European manifests 
disclose large exports of both upper and sole leather, 
the latter predominating. 


Sole Leather 


The demand for sole leather continues strong, with 
orders for export exceeding the home demand. No. 1 
dry hide hemlock is strong at 50 to 52c., with some 
choice lots held at 55c. Hemlock bends have sold as 
high as 70c. Union sole is well sold up, with light backs 
firmly held at 70 to 75c. Heavy. backs bring 70c. Oak 
sole is scarce and sales are reported as high as 85c., 
although most offerings are around 78 to 80c. Belting 
butts are firmly held at 85 to 87c. 


Upper Leather . 


There seems to have been a halt in the upward 
march of upper leather prices: Stocks of desirable 
leather are small. Buying is less excited, but there is 
enough to keep both dealers and buyers on the qui 
vive. 

Calf leathers are comparatively scarce, and the 
demand is sufficient to absorb all offerings. Colors are 
firm at 70, 68, 66c. and black finishes ranging from 
66c. for A quality. White calf and some fancy tan- 
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nages run as high as 80 to 82c. a foot. Mat calf rather 
scarce, and held at 55c. Side leather is selling right 
along, with tan shades quoted at 48, 46 and 44c., and 
black finishes 46, 44 and 42c. Tanners refuse to quote 
prices for future delivery and take no orders except 
subject to current rates on date of delivery. Chrome 
finished splits are now quoted at 22 to 23c., and waxed 
splits 18 to 20c. Patent colt and kid sold ahead, with 
present call moderate. Patent sides have advanced. 
B grades now held at 46 to 47c. Glazed kid is in heavy 
demand for export, and prices firm. Men’s weights 
sell at 48, 50c. The lowest grades, which formerly sold 
around 14 to 15c. are now held at 35c. 


Hides 


The rising tide of prices continues, and full tide 
seems to be far ahead. Tanners seem willing to pay 
the advances over which they refused to buy a month 
ago. , 

New England abattoir steers are firm at 26c. Cows 
25c. No. 1 Ohio buffs are quoted at 25 to 26c., extremes 
273 to 28c. Southern country hides range from 25} to 
27c. 

The Chicago packer hide market is firm and high. 
Tanners who showed some avidity a week or two ago 
are now buying conservatively. Packers native steers 
are now held at 3lc. for November take-off. Native 
cows have sold at 29c. and are now held at 30 to 304c. 
Texas steers are held at 29c. for heavies—lights and 
extremes, 28}c. 

Chicago packer calfskins have sold at 45c. and are 
now held around 50c. Chicago city skins are firm at 
45c. Outside cities 41 to 43c.: New York calfskins 
prices have jumped up to $4.00, $4.50 and $5.00, and 
sales of heavy skins reported at the latter figure. 

Foreign dry hides strong, with No. 1 B. A. hides 
selling at 40 to 42c. A large amount of wet salted 
were sold last week for export, at prices reported 
around 30 to 3lc. 
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“They Point the Way” 


A straight way, short way, satisfactory 
way, to —PROFITS. Big dealers are 
going to make new records selling our 
line. With experienced minds back of 
this new business, it means dependable 
shoes from the start. 


McKays Exclusively 


We are specializing on women’s flex- 
ible McKays—style stuff and staples. 
There’s a market today for millions 
of pairs. Our first year’s business prom- 
ises to exceed all calculations. Keep 
your eyes on us. 
















Style No. 525—A favorite McKay 
Style, made in White Kid, White The opportunity is yours to make a test with this line— 


Buck or Sea Island. 
now—no matter whose goods you have in stock at present. 
Match ours with any make. You'll be the winner. Let us 
know your interest and we will have samples sent your way. 


ALLEN-FOSTER-BRIDGEO CO. 
LYNN, MASS. 


BOSTON SALESROOM, 207 ESSEX STREET | 
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In Centers of Shoe Manufacture « ¢ ¢ 


MARKETS—STYLE DEVELOPMENTS—NEWS 


NEW YORK CITY 


In Retail Stores 


As we get near to the social season the retail shoe people are 
finding an increasing call for evening styles in both men’s and 
women’s shoes, and some very attractive specialties are being 
displayed in these lines. Apart from the elaborate and novelty 
effects shown in the Fifth Avenue shops and other retail establish- 
ments featuring these grades, there is in the general run of the 
trade a stronger demand for slippers than was expected. An 
evening shoe for men, being shown by one of the Broadway 
retail concerns, is a modification of the creole, having the elastic 
goring at the sides, and being made over a long, low toe last. 
The boot is of full patent leather, and as the trouser conceals the 
goring at the side the effect on the foot is a full plain covering of 
patent leather with no visible means of fastening. 

In other lines, both novelty and general the business of the 
retail trade is being maintained at a level of steady activity 
and the showing for the week has been very gratifying to the 
trade. 

The trade is receiving almost daily notices from various 
manufacturers of increased prices of various lines of goods, so 
that the subject of fixing resale prices to customers is one that 
is getting plenty of thought. 


Nat Weiss Married 


Nat Weiss of the Metropolitan Shoe Co. of this city has been 
missing from his desk for some time past and will not return 
until next week. On October 22nd Mr. Weiss was married to 
Miss Ethel Maguire, the ceremony taking place at the Hotel 
Ansonia, attended only by the members of the families. The 
couple left immediately upon a wedding trip that will include 
stops at Atlantic City, Baltimore, Washington, Pittsburgh, 
Cincinnati, Chicago, Detroit, Buffalo, Niagara Falls, Albany 
and Boston. 

Returning they will make their home in this city. 


For Window Decoration 


An interesting booklet of samples of decorative papers is heing 
sent out to those interested in improving their window displays, 
by the Doty & Scrimgeour Sales Co. of this city in which papers 
particularly adapted to holiday display are given especial prom- 
inence. 

While no effort is made in the booklet to show the application 
of these art papers to display and especially background work 
in windows, most display men and window trimmers are familiar 
with this application. 

Decorative papers for window displays can be made to give 
the maximum of effectiveness at the minimum of cost, and 
through it the effects of upholstery panelling and backgrounds 
can readily be gained. 

Certain of the surfaces so closely approximate velvet that 
they are even deceiving to the sense of touch as well as sight, 
and displays made of these have proven especially effective. 


Many Calls For Ornaments 


In discussing the demand for shoe ornaments Mr. Alterson 
of the manufacturing firm of M. Alterson & Co. stated that there 
is a very active call for metal ornaments for the low cut styles 
for the coming season that are now in process of manufacture, 
but that the ornaments wanted are universally small. 

There is practically no call at all for large ornaments, and 
novel effects rather than conventional styles are most in demand. 

Two of their new designs which could not be defined as buckles 


but which must be classed as metal ornaments pure and simple 
are having a very large sale. One manufacturer for example 
has placed an order for twenty-five thousand pairs of one of these 
styles, the goods to be called for through the season, and there 
are a great many orders of nearly as large size now on the books. 
As to finishes, he said that jet, dull black and japanned gold, 
a somewhat greenish gold finish, are particularly popular, the 
first two of course to a greater extent than the last, while there 
is also a strong call for white usually in a dull finish. 


In a New Factory 


Although fire destroyed half of the manufacturing plant 
of I. Miller, maker of high grade shoes for women, and for 
theatrical purposes on September 13th, and necessitated their 
removal, they were fully established and operating at capacity 
in a new plant in five weeks. 

The new plant, at Carlton & Flushing Avenues, Brooklyn, 
was secured and through the co-operation of the United Shoe 


Machinery Co. and last manufacturers they were able to make 


rapid progress toward the resumption of business. 

The new factory is superior to that previously occupied; has 
a floor space two and one-half times greater than the previous 
one; and is well lighted throughout. It is their intention to go 
more extensively into the manufacture of welt shoes in con- 
junction with the turns to which they practically confined 
themselves previously, and they anticipate a considerable in- 
crease in their business because of this departure. 


Patent Leather Cloth Tops 


Patent leather is in all probability to be more extensively 
used in connection with cloth tops from present indications if 
the orders coming into the cloth houses of this city may be 
taken for an indication particularly when they are combined 
with the investigations made by the cloth men among the 
larger manufacturers not alone in this market but throughout 
the country. 

That there is an urgent necessity for something to relieve that 
pressure in upper leather demand, especially in topping, is not 
the reason to be assigned for this, but the much more potent one 
that the style trend seems to be in that direction. 

Advices from Paris are that cloth top patent leather boots 
are in vogue and enjoying large sales there, and experience has 
proved that such tendencies are invariably reflected on this 
side of the water. 


PHILADELPHIA 


Steady Business in Retail Circles 


Retail shoe selling in Philadelphia is decidedly satisfactory. 

In point of supply the retail people are at least as well off as 
they can expect to be, but in the matter of costs there remains 
the uncertainty that has been a factor for a good many months 
past. Advance seems to follow advance in the announcements 
that come to the retail people from their sources of supply and 
it would seem that there is no end to it, but to offset this there 
is a willingness to pay the price, especially on the part of the 
women in quest of fashion footwear, to the generous figures asked 
for shoes that are in stock. 

Combinations in kid stocks are selling freely and the black 
and white styles continue popular. 

In men’s goods cordovan types and cordovan calf are popular 
in the shade named cordovan brown. Gun metal is also being 
called for extensively in the men’s lines but the evidences of a 
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A Remarkable Advertisement 
Written by Our Customers 





An advertisement as snappy as the crack of a whip 
because the TRUTH and because composed by those 


J & K Shoes 


For Young Women 


Following are expressions taken from letters that 
have come to us voluntarily in the last few weeks: 
(1) “Better than ever this season.” 
(2) “Your shoes are the BEST on earth for the 
money.” 

(3) “It will be soft picking to sell these shoes.” 

(4) “It is a pleasure to pay for merchandise like 
yours.” 

(5) “I would not do the business I am doing if I 
didn’t have J. & K. shoes, for they sell 
themselves.” 























Another dealer writes: ‘‘Call on us with your Spring line as soon as 
possible. We're having fine business with your shoes.” 


If YOU, Mr. Merchant, want these smart, cheery novelties for Spring 
and thus make sure of a big, healthy, profitable business, write us 
today for samples or salesman. 


THE JULIAN & KOKENGE Co. 


CINCINNATI. 











w 
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Hummer with Least Effort 
to Yourself 


» Ask almost any wide-awake, successful dealer 
in your neighborhood or neighboring city what shoe 
holds customers longest.and gives him the most profit. 
He will tell you 





J & K Shoes 


For Young Women 


On the opposite page we give you evidence from 
the man who sells em. The woman who wears ’em will 
furnish evidencé equally powerful and convincing. Both 
are “strong for J& K.” Both know shoe-excellence 
from actual experience. 














J & K Novelties are first in Quality, Style, Profit 


Our dashing creations for Spring, ’17, will compel your trade’s at- 
tention and boost business with buoyant strides. Every style of sure 
attractiveness is ‘‘on deck’’—every pair guaranteed to fit the arch. 

Write for salesman or samples. They will speak for themselves. 


—_ The Famous Comfort Shoes 


J& K ~MAC & MAK 
IN ‘STOCK 54.00 


we JULIAN & KOKENGECo. 


li Make feing and Summer a 
CINCINNATI. 
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IN. STOCK 


To Retail For 
$5.00 - $6.00 


f you want Men’s shoes 

and (want ’em quick)— 
some snappy up-to-the- 
minute footwear that you 
can be P-O-S-I-T-I-V-E- 
L-Y SURE will be shipped 
the very day your order is 
received—here they are:- 


MYOPIA LAST 
No. 117R Gun Met. Bal. $4.35 


JIM DUMPS LAST 
No. 155R Gun Met. Butt. $3.50 
No. 157R Gun Met. Bluch. $3.56 


hfe see that this covers 
your five and six dol- 
lar trade and covers it 
well. And the goods are 
right on the floor just wait- 
ing for your order. 


f you want to see what 
real service is like order 
from these three styles. 


E. T. WRIGHT 
AND CO. INC. 


ROCKLAND, MASS. 





Ihisceian righ, —— 
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STOCK NO. 117R $4.35 
Gun Met. Coll. Bal. Myopia Last. Sizes; AA, 7 to 
11; A,6to1l; B and C, 5 to 11; D, 5 to 10. 


STOCK NO. 157R $3.50 
Gun Met. Bluch. Jim Dumps Last. Sizes; C, 6 to 
11; D and E, 5 toll. 


STOCK NO. 155R $3.50 


Gun Met. ae soo Dumps Last. Sizes; C, 6 to 11; 
D and E, 5 tol 
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stronger sale for patent leather that is so noticeable in the 
women’s, goods is not as yet reflected in the men’s lines. 


Styles and Materials in Overgaiters 


The demand for overgaiters is particularly strong throughout 
all sections of the country, Mr. Laing of Laing Harrar & Cham- 
berlin stated recently, and the call is pretty generally extended 
through the various grades and prices, Styles wanted average 
nine inches high, but the grades run all the way from seven to 
twenty-four dollars a dozen, white, gray and chamois are the 
leading shades in which the overgaiters are called for and the 
fabrics are kersey broadcloth or felt. 


In a Shoe Department 


The department store of Lit Bros. in this city is this week 
celebrating its silver anniversary of business, and the campaign 
was opened with eight page-advertisements in the Sunday news- 
papers. 

Of course the shoe department was well represented in the 
advertising, and R. A. Register, head of the department, looked 
for a great week’s business. Extra people to bring the sales 
force up to approximately two hundred and fifty in the shoe 
departments both up and down stairs have been provided. 

In speaking of the future of the shoe business Mr. Register 
is not inclined to think that the sky is the limit when it comes to 
shoe price advances. He feels that there are figures within 
reason beyond which prices will not go. 

The basement department of the store with its 50,000 square 
feet of floor space is very active. Bins keep the shoes on dis- 
play and the prices in the department run from 59 cts. to $2.95 
in men’s and $2.65 in women’s goods and Mr. Mehrer, the base- 
ment manager, reports a great volume of business. 


Difficulties. in Buying 


A man who is high in the organization of one of the leading 
factories for the. making of women’s highest grade shoes, in 
speaking of conditions in. the material market said a few days 
ago, that these days a man has not only to know shoes and shoe 
materials, but he has also to be a geographer, a shipping agent, 
and an import expert. Why certain ships are delayed, when they 
will dock, which of them will probably have in their cargoes 
shipments of various leather stocks; where these stocks come 
from and what is their probable character; to whom they are 
consigned and the day on which they will be delivered to the 
consignors, are just a few of the details outside of the mere 
knowing and buying of materials needed, if a house is going to 
get its fair share or possibly a little more of the materials that 
are coming in. 

Showing Spring Samples 

William F. Schoell, who represents the Lindner Shoe Co., 
has just begun to show the sample line for the coming Spring 
trade. 

Plain pump styles are very strongly represented in the Spring 
orders taken thus far and there is a great deal of interest shown 
in the two-tone combinations especially in the kid stocks. There 
is a fair percentage of colonials called for and the sales of oxford 
styles is larger than it has been for some time past. This is 
true not alone of the staple styles, but in novelty effects as well. 

Immediate business is also very satisfactory, with a lessening 
of the sharp demarcation between seasons. 


LYNN 


Some Opinions Concerning Styles 


Lynn manufacturers express the following opinions concerning 
styles and trade conditions. 

‘Russia calf. shoes for Spring,”’ said one man. “Calf. is searce 
and high, and is more beautifully finished than ever. When a 
leather is hard to get, and is expensive, it becomes high-style, 


“THE GREAT NATIONAL SHOE WEEKLY” 123 
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“White boots are going to run another year,” said another. 


’ “T saw a beauty chorus, in a musical comedy, wearing high-cut 


white boots, and they certainly were among the prettiest foot- 
wear I have seen.” 

“Brown kid seems to be the leading leather this week,’’ said 
another. “I saw some priced at $1 a foot. I’ve heard that $1.05 
a foot has actually been paid for it.” 

“*T’ve seen samples of fine new cloth tops,” said another. “But 
I believe that leather will be used for fine style boots as long as 


“ tanners keep producing the beautiful shades, such as they are 


making these days.” 

“I’m making some fine boots with button tops,” said another. 
“The buttons are of a color to match the tops.” 

“It’s style, and more style, and so on without end,” said an- 


other. 
Market Conditions Aptly Illustrated 


Showing the present state of the shoe markets is this instance 
of recent date: 

Order for 50 cases of medium grade millinery boots came toa 
Lynn factory. The manufacturer informed his customer that 
costs of making that particular line of shoes had increased 40 
cents a pair since the previous order was accepted. 

Next morning came to the factory a telegram from the mer- 
chant. He repeated the order for 50 cases, at the increase in price 
of 40 cents a pair, and placed an additional order for 50 cases, at 
the increase in price. 

The manufacturer wired back that he could accept the original 
order for 50 cases, but that he could not accept the order for 
the additional 50 cases, because he did not know where he could 
get the leather. 

Some Beautiful New Shoes 


In a certain Lynn factory the other day, the ‘““Recorder’’ rep- 
resentative saw one of the most beautiful lines of shoes that it has 
been his privilege to look upon. 

The manufacturer did not care to go into the details of de- 
scription of these boots, for he wishes, quite naturally, to get 
them on the market before his competitors. 

But it is quite proper to remark that the leathers in these boots 
were of new and exquisite finish, revealing a new art in the dec- 
oration of leather. 

And it also is quite reasonable to predict that: AS LONG AS 
SUCH BEAUTIFUL WHITE BOOTS COME FROM THE 
FACTORIES, THE FASHION OF SKIRTS WILLBE SHORT, 


To Supply London Trade 


George Gregory has returned from London, England, where 
he has been the past two months, arranging to sell American shoes 
and leather. He saw a Zeppelin shot down, and had other ad- 
ventures. He was in London several times, when sales manager 
for American shoe firms. He says that the present business in 
London is the greatest he ever has seen, in London or anywhere 
else. 

New Welt Process 


Sel-Wyn Welt Process of making shoes has been patented by 
Charles S. Holt, superintendent of the Gregory & Reed factory, 
Lynn. The important feature of the new process is that it sews 
the stitches, which holds the welt to the upper, in a little pocket, 
so that the outsole will not wear on them, and chafe them apart. 
One pair of shoes made by this new method has been worn six 


_months. It has been resoled several times. About 75,000 pairs 
‘of shoes already have been made by the new method. 


Spread of Industrial Education 


The Beverly Independent Industrial School is establishing 
class in shoemaking. It will begin with the study of pattern mak- 
ing. Later, it is expected, a two years course in shoemaking will be 
arranged. Students will study in school the theory of shoemaking 
and in factories will practise shoemaking. This Beverly school 
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WOMENS NOVELTY POOTWEAR 
138-140- DUANE ST.,N.Y.CITY. 


WE are featuring in this issue eight 

numbers of McKay shoes at prices 
quoted lower than factories are quoting 
to us today. We have anticipated the 
demands on these numbers months 
back, and were able to buy them at the 


right 
the right price. 


1114—Patent White 
Kid Top, Button,Pearl 
Buttons, Goodyear 
Welt, C and D wide. 

Price $4.50 


No.11l4etec. 


709—Black Kid 
Vamp, White 


rice, and sell them to you at 





1116—Russia Calf 
White Kid Top, But- 
ton, Pearl uttons, 
same as 1114. C and 
D wide. Price $4.75 


264—Genuine Tan Vici 
Lace, as above. C and 
D wide. Price $3.50 
105—Black Kid Vamp, 
Gray Nubuck Top, 
Lace, as above. C and 
D wide. Price $3.50 
102—Brown India 
Lace, as above. 
Price $3.25 
258—Patent White 
Kid wf Lace, as 
. and D wide. 
Price $2.85 


719—B lack 
Kid V a m p, 
White Kid Top, 


Kid Top, Lace 

Boot, Whole Button, Whole 
Foxed pattern, Foxed attern, 
Turn Covered Turn overed 
Wood Heel, Wood Heel and 
Steel Plate, Steel Plate, 


Plain Toe. A to 
D wide. 

Price $4.25 
716—Same style 
as above, with 
Imitation 
Perforated Tip. 
A to D wide. 

Price $4.25 


Terms—2% 


Plain Toe, Pearl 
Buttons. A to D. 


720—Patent Kid 
Vamp, 
Kid Top, 
ton, as above, B 
to D. Pearl But- 
tons. Price $4.50 


Price $4.50 


White 
But- 


10 days 
Wire Orders Collect 

















245—Vici, White ToP 
ce, C and D wide. 
Price $2.85 
242—Gun Metal Calf 
Vamp, Dull Top, Lace. 

C and D wide. 
$2.60 


Price 
243—Gun Metal Calf 


Dull Top Lace, as 
. C and D wide. 
Price $2.60 





No. 3002 etc. 





IN quality and workmanship, these 
shoes are far ahead of ordinary Mc- 
Kay shoes. They are cut on a full 8-in. 
pattern, have leather top facings, two- 
omg leather counters and innersole. 
ave the newest and most approved 
New York recede toe last, 3-4 foxed, 
imitation straight tip. 
1119—Black K id 


Vamp, White Kid Top Lace, Goodyear Welt 
Lace Boot, McKay Boot, Gray Kid Cov- 
sewed. C and D wide. _ ered eel, Stag 

Price $3.85 ring = bes 3 Geew- 
1128—Same as above  ¢T, Imitation Straight 
in Goodyear Welt. B ene Tip. A to 
to D wide. Price $4.25 e. ice $6.00 





No. 1119 etc. 


3001—S a m e 
style with Leath- 
long Stag oa Heel. A 
Pattern, urn, to 5 
Covsned Wood Price $3.25 


Heel, Plain Toe. Same 
A to D. style with Leath- 
Price $3.50 er Louis Heel. A 
3002—Patent toD 
Kid Vamp, 
White Kid Top, 
Lace, Turn Coy- Suede Lace Boot. 
ered Wood Heel, Suede Covered 


3003—Black Kid 
Vamp, White Kid 


Top, 


Wood Heel. C 
and D. 
Price $4.50 


New Accounts 
Please furnish references 


Cone 
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has taught the machinery trade the past five years. It is con- 
ducted by the State of Massachusetts and the City of Beverly. 
. Lynners vote this week whether or not to establish a shoe trade 
school in their city. Associated Tanners’ Machinery Co., Salem, 
has arranged to take some high school boys into its factory, and 
to teach them about machinery. The factory of this company is 
opposite the high school. The arrangement is a neighborly one. 
B. N. Moore & Sons, Peabody leather manufacturers, have firmly 
established- a new system of apprenticing boys to the leather 
trade. - 

Interest in industrial education is spreading so much among 
boys of the North Shore district that football coaches are com- 
plaining that they cannot get enough players. The boys would 
rather work in the factory schools than play. They get pay of 


BROCKTON 


Large Orders from Traveling Salesmen 


Representatives of Brockton shoe manufacturing concerns 
who are in their respective territories with Spring samples are 
sending a large amount of business to local factories. In fact, 
indications are favorable for a record-breaking volume of business 
for practically all Brockton shoe manufacturing establishments 
during the Spring season of 1917. 


High Priced Goods are ‘‘Best Sellers’’ 


A peculiar feature of the business which is being booked by 
traveling men for made-in-Brockton footwear is that the highest 
priced goods sell the best, while the medium grades are somewhat 
neglected. Under present market conditions the so-called medi- 
um grades, however,-are-few and far between. Prices have ad- 
vanced so sharply as to bring about a complete revolution in 
prices. The best grades of Brockton shoes represent today the 
Newark prices of a year or two ago. This does not seem to have 
any effect on sales, however. Retail merchants are so anxious 
for goods as to be willing to pay any asking price no matter how 
high it may seem as compared with prices which prevailed a 
comparatively short time since. 


Great Demands on Stock Departments 


Another outstanding feature of business in Brockton factories 
is the unprecedented demands made upon stock department 
from merchants all over the country. Practically all the large 
concerns in this city carry many lines of seasonable shoes in stock 
ready for immediate delivery. These stocks are now kept at a 
minimum from day to day through a steady flow of orders. Here 
again, prices have: been advanced, not once, but several times, 
yet the demand continues as great as ever. The month of October 
broke all records of stock department sales at Brockton factories. 
Reports from hundreds of retail dealers are to the effect that the 
consumer demand is greater than ever and that goods go out 
of their establishments almost as fast as they are received. 


Shoe Repairers Increase Prices 


The high cost of living has hit the repairing of shoes. The Shoe 
Repairers’ Union of this city has voted increases in all repairing 
work of from 10 to 15 centsonall lines. New pricesare: on men’s 
repairing, half sole (sewed) and leather heels, from $1.15 to $1.25; 
men’s half sole and rubber heel from $1.35 to $1.50; half sole 
taps from 90c. to $1; men’s half sole (nailed), and leather heels 
from 95c. to $1; men’s half sole and rubber heel from $1.20 to 
$1.35; nailed half sole from 75c. to 90c. All whole soles will cost 
$1.75 where before this there had been prices with $1.50 as the 
maximum. The price of straightening men’s heels is raised from 
25c. to 30c. and for new heels from 35c. to 40c. Prices on chil- 
dren’s repair work are raised in proportion, The same increases 
prevail on women’s footwear as on the men’s goods. 
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Increased Factory Output 


The Killory-Corcoran Company, one of the newest manufac- 
turing concerns of this city, has- increased its daily output to 
300 pairs of welt shoes for men, this product being sold up well 
into 1917. 

Granted a Patent 


Everett T. Packard, active head of the Avon Sole Company, 
manufacturers of the ‘‘Duflex’”’ sole, has been granted a patent 
on a rubber heei in which is embedded reinforcing plates which 
are hinged together at the rear end portions. 


Leather Prices Sky High 


Day by day the prices of all kinds of leather continue to mount. 
Shoe manufacturers are daily visitors to the market, keeping in 
close touch with all that goes on. Here is an illustration of the 
rapidity with which prices are advancing these days. A manu- 
facturer in this city who two weeks ago bought $14,000 worth of 
kid, was offered by the leather concern of whom he bought it, a 
profit of $600 if he would return the stock. Needless to say, he 
did not take advantage of this remarkable opportunity, as he 
needs the leather in his own business. 


Large Shipments of Shoes 


In the past week the shoe shipments from the city totaled 
13,083 cases. This is equal to 327,075 pairs. Thus, one week’s 
work in Brockton factories supplies the equivalent of a large 
city’s population with men’s footwear. The year’s total shipments 
up to date are 636,154 cases. If, during the next eight weeks, 
shipments average 12,000 cases a week, the total for the year 
1916 will be considerably over 700,000 cases. 


HAVERHILL 


Leather Man Returned From the Front 


The 2d Battalion, Massachusetts Field Artillery, returned this 
week from a four:months’ service on the border. They are com- 
manded by Major Thorndike P. Howe. who is identified with 
the sole leather and cut sole business in this city, as a member of 
the firm of Howe & Fenlon. 


Shoeman on Business Trip 


F. G. P. Eddy, treasurer of the shoe manufacturing concern of 
Ellis-Eddy Company, returned this week from a fortnight’s 
trip in the states of New York and Pennsylvania. He called on 
customers in many of the principal cities and towns and reports 
a first-class trade. Mr. Eddy says that there is no difficulty what- 
ever in getting orders, the principal trouble being the obtaining 
of stock from which to make sufficient goods to satisfy the 
trade’s demands. 

White Canvas Footwear 


In every Haverhill factory where women’s footwear is produced 
a large amount of white canvas goods is being produced daily. It 
is the opinion of the trade here that new records will be established 
in the sales of this class of footwear during the season of 1917. 


Large Factory Output 


The great increase in the sale of white canvas goods, both in 
slippers and boots, is largely on account of the high prices of 
kid stock and the difficulty in getting a sufficient amount of 
materials. The increase in the cost of canvas is considerable, but 
not anywhere nearly as great as leather. While the cost of 
leather footwear has mounted to a high point, canvas has not 
materially increased. A square yard of white canvas will make 
about six pairs of vamps for low cut shoes and about three pairs 
of uppers for boots. This makes it more economical than leather, 
for it goes farther in vamp cutting in proportion to cost. 
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Women’s and Children’s Fine McKay’s 


PRIDE IN 
MANUFACTURE 


HEN you visit our factory in Cleveland, as we hope you will, and go from cutting 
room to stitching, from making to finishing and packing you won’t hear that per- 


petual talk of volume, volume, VOLUME. 




















E. J. SHULTZ GEORGE RUCK 


That isn’t our idea at all—members of the firm have spent so many years as working shoe- 
makers that their pride in manufacture has become an integral part of the whole organi- 
zation. 








A shoe well made, of the 
best materials that our 
grades will allow, calcu- 
lated to fit and possessing 
that snap which all mer- 
chants must consider in 
these days of foot-fashion 
—that is where our ener- 
gies are concentrated. 


We do these things and 
knowing that they are 
done can well let volume 
take care of itself. 


Style No. 520 
Gun Metal or Patent Button, Mat Top, High 











Cut, D and E. Shall we have a salesman 

2% to 7 Woman's.................. . 

1138 leaden ste 30 call upon you or perhaps Style No. 162-A 
MIE, «cv csaccescceccecs 1.90 . . ’s Ci ‘ 

Ste oe iss you would prefer looking Whoie Mat Questn: Singh bent deme 
906 te Wiemiincns acces is0c0scd 2.35 over a few samples? ication sty nestpals: -caelieeats 
See eM ss sas 0s "90 : Made up in three weeks 

834 to 11 Child’s...... 02... cc. 1.65 Write us. Prices subject to change without notice — 


- BM 1 sinatedcsncassbaater 1.45 


Cleveland Shoe Mfg. Co., 


(Formerly The Schultz-Ruck-Delfs Shoe Co.) 
Established 1904 


Cleveland, Ohio 
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Scarcity of Fancy Leathers 


A member of the local manufacturing trade in speaking of the 
scarcity of gray, brown and other fancy colored kids for upper 
stock said: “‘Our principal sales and production are now in white 
and black in ‘all-over’ or in combination effects. Our output of 
fancy footwear amounts to little. I should say that we are not, 
on an average, producing more than four cases a day of gray, 
brown or other colors. The cost of this stock is practically pro- 
hibited and the scarcity is such as to prevent our making any 
efforts to sell a large amount of the fancy footwear, although 
there is a large demand for it from dealers everywhere.” 


Gaiter Pumps in Stock 


George C. How Company of this city are carrying at their 
factory two lines of women’s gaiter pumps, in patent and dull 
leather, for immediate delivery. This policy, which is a new one 
for the house, has met with a ready response on the part of mer- 
chants all over the country. “Ted’’ Ebbett of the concern, says 
that this stock proposition is one which will be continued and 
developed further by George C. How Company as time goes on. 


Will Make Cement and Pastes 


The A. B.S. Cement & Rubber Co. is the style of concern which 
has established a plant in the Bradford district of Haverhill. 
Rubber, cement and paste for the shoe trade will be the principal 
production, although the concern will sell crude rubber and other 
shoe supplies in both the United States and Canada. 


Local Men Interested 


Arthur B. Alden is president and general manager. He has 
had twenty years’ experience in the shoe manufacturing trade 
and has an extended actuaintance in all parts of the country, 
especially in New England. The vice-president and sales manager 
is Daniel B. Smith, of this city. Morris Smith is treasurer and 
will have charge of the factory production. He was previously 
superintendent of a local shoe manufacturing concern. Messrs. 
William G. and George H. Bixby, of this city, are directors. The 
concern is incorporated under the Massachusetts laws for $10,000, 


Warm Welcome for Soldiers 


Haverhill’s Company F., of the 8th Massachusetts regiment, 
returned from the Texas border on November 6th. There was a 
large crowd on hand at the railroad station in this city, to wel- 
come the returning soldier boys. This included practically all 
the employees of shoe factories and kindred establishments 
throughout the city. In fact, a half holiday was declared for all 
manufacturing along the shoe district. There was a parade from 
the railroad station to the armory and an informal reception 
following addresses by the mayor and other city officials. On 
Nov. 8, a banquet, tendered the company by Haverhill citizens, 
was made the occasion of another patriotic demonstration. 


Gone on a Hunting Trip 


General Manager L. H. Downs of Chas. K. Fox, Inc., accom- 
panied by friends from this city is now in the deep woods of 
New Brunswick hunting moose, deer and other game which will 
serve as the foundation of the C. K. Fox game supper which is to 
be held in this city early in December, according to annual 


BOSTON 


Stock movement in the retail stores is now gathering momen- 
tum, with all kid footwear, bothin solid colors and combinations, 
taking the lead in women’s lines. The price of such footwear 
seems to be of no greater concern than the millinery bill of other 
years, amongst that large element of the community to whom 
style and attractiveness are necessities, while it is also a fact that 
women workers even in the minor positions of office, store or 
actory, are buying shoes selling up to $15.00 a pair. 
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With the price limit not yet in sight, however, merchants are 
wondering just what is the absolute price-capacity of their 
clientele, and the fear that it has almost been reached is helping 
some to go stronger than heretofore on toppings other than kid. 
The very scarcity of material, however, makes it more desirable 
to the feminine mind, but some very attractive cloth topped 
boots are now being shown with a degree of success that is ex- 
pected to increase somewhat as the season advances. 

The pricing of the lower prices lines is the greatest problem of 
the average city and suburban shoe merchants, and the one 
wwho has convinced himself of the impossibility of getting an 
adequate increase in price on some of his lines faces the pros- 
pect of selling them at cost and even below cost, to approximate 
the established price standard, unless he is willing to cheapen 
the grades themselves. These merchants who are unable to get 
even 30 per cent gross over invoice on the present basis without 
increasing the retail price one third, or say from $2.00 to $3.00 
per pair on a children’s line, are leaning to the idea of a graduated 
profit scale, by standing their loss or their lack of profit on the 
cheapest lines and adding the extra amount to the lines that can 
stand it. Perhaps this is another reason why shoes cost more, 


Information Wanted 


James F. Murphy, Boston & Maine Railroad, Salem, Mass., 
desires information as to the present whereabout of his brother, 
Michael J. Murphy, a stock fitter by trade, last known as em- 
ployed by Carpenter-Baker Co., Portsmouth, N. H. He can be 
identified by the initials M. J. M. and a heart pierced by a sword, 
tatooed on his arm. 


A New Export Firm 


George Gregory, or Gregory, Bolton Co., a newly organized 
firm for export trade, just returned from a two months’ stay in 
London, England, where he went on a purely business trip, is so 
impressed with the future opportunities for a large export busi- 
ness in shoes and leather from American to Great Britain and 
Ireland, and the countries of Europe and Africa, that he has 
formed a partnership with a very old London selling agency to 
handle the selling end of lines he will obtain in the United States. 
The plan providing for an established office in London with his 
personal attention to the lines on this side of the water is expected 
to be a most important factor in the successful handling of goods 
between the two markets. Granted that right now there is more 
business in home centers than can be arranged for, such con- 
ditions may not continue indefinitely, and Mr. Gregory believes 
that the factory desiring a steady twelve-month production can 
achieve it by availing of the attention to the export market that 
he is prepared to give. Pending the establishment of a suitable 
Boston office, Mr. Gregory’s address will be 15 Kimball Road, 
Lynn, Mass. 

Boston Shoe Repairers Out 

A strike has been called in all the retail shoe stores in Boston 
by the Shoe Repairers’ Union where custom shoemakers are 
employed, also in the shoe repair shops in the city. 

Immediately after the “walk-out” President E. W. Burt, of 
the Massachusetts Retail Shoe Merchants’ Association called 
together all retailers interested and the proprietors of the repair 
shops to meet the head of the Union. Two conferences have been 
held at which proposals and counter-proposals were submitted 
but a definite settlement had not been reached at the time of 
going to press. 

Boot & Shoe Club Program for Nov. 15 

The Boston Boot and Shoe Club will observe its annual ““Trade 
Night” at Hotel Somerset, next Wednesday evening, Nov. 15th. 
The event is described in the official circular as ‘in the nature of 
an ‘Old Home Night’ and reception to several distinguished 
leaders in the allied trades who do not often attend these gath- 
erings.”’ Some of these guests are expected to speak briefly on 
existing business conditions and the outlook for foreign trade fol- 
lowing the close of the war. . 
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An Unsolicited 
Compliment 


READ WHAT A CUSTOMER 
THINKS OF OUR GOODS 


SS 


ames 







HERE’S ANOTHER 
HIGH-CLASS 
NOVELTY 
““JANESE”’ Canvas Pum 


P made with white vamp 
and novelty quarter and heel cover, also all white. 


ae ca 


Park-Brannock Qs. peneme 
ennest PARE Poyracuse, 22 
ons c SRANMOCE 


oct.30, 2926 


. Ted zpbett. 
Geo. Cc. How ae 
gaverhill. Mass. 
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Geo. C. How Company 





Haverhill, Mass. 








Headquarters for the Shoe and Leather Trade. 


HOTEL 
ESSEX 


The first visit furthers the desire 
to return again, and then---again. 


BOSTON 
MASS. 


Every convenience for the traveller at moderate rates. 
David Reed 
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BOX TOE 








Accept No Other 


There is only one Vulco-Unit 
Box Toe on the market, and 
that is made by the Beckwith 
Box Toe Co. and sold exclu- 
sively by them and their ad- 
vertised agents. 


Protected by letters patent, it 
is the only box toe of its type. 
There is not a_ substitute 
or “just as good’’ box toe 
containing its waterproof, 
sweatproof and wearing quali- 
ties made. 


The genuine Vulco-Unit Box 
Toe is used by the leading shoe 
manufacturers everywhere. 





Mr. Retailer: 


Insist upon your manufacturer using 
the VULCO-UNIT BOX TOE in all your shoe 
orders. 


Beckwith Box Toe Co. 


108 LINCOLN ST. BOSTON, MASS. 




















store. 


CHICAGO 
506 Textile Bldg. 
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Bron rown Durrell (2 


Customers who are pleased with 
their hosiery purchases are bet- 
ter customers for the rest of the 


Every department will receive an 
indirect benefit— — 


Every sale will give you increased 
reputation, stability and profit— 


By concentrating on . 


ordon 


HOSIERY 


This will decrease your selling 
costs, increase your turnover and 
eliminate odds and ends. 


This is a line that is built on 
years of study of what the public 
needs—a line that makes for bet- 
ter Hosiery Departments. 


brown Durrell (0 


NEW YORK 
11 West 19th Street 


104 Kingston Street 
Adams St. and 5th Ave. 
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The club also hopes to have as special guests Maj. Charles T. 
Cahill of the Massachusetts Second Brigade Staff, and other 
well known wearers of the khaki connected with the local shoe 
and leather industry who have recently returned from the Mex- 
ican border. Members are urged to bring their sales-managers 
and salesmen as their personal guests. 


Tanners’ New Offices 


Geo. C. Vaughan, the Peabody tanner, is occupying his new 
offices, recently remodeled. The offices are extremely attractive 
and modern in equipment and are entirely removed from the 
tannery, thus eliminating noise and bustle usually so annoying 
in the tannery office. The main office is 35 by 25 feet, above 
which is a large recreation room. 


Association News 


The last meeting for the fiscal year of the Massachusetts Re- 
tail Shoe Merchants’ Association, is scheduled at the Boston 
City Club, Nov. 14th. Following the dinner, reports will be 
rendered covering the work of the year, and new officers will be 
elected. The guest of the evening will be Hon. W. F. Murray, 
postmaster of Boston. The importance of this meeting is expect- 
ed to draw an unusually large attendance. 

Monday night, Nov. 13th, is the date of the monthly meeting 
of the Boston Retail Shoe Salesmen’s Association. This will be 
known as “‘Merchants’ Night’’ as it is expected that the mer- 
chants will be represented in the attendance and the bookings 
of speakers give promise of an exceptionally interesting meeting. 


Death of Alden B. Sleeper 


Alden B. Sleeper, of Brookline, for 36 years prominently iden- 
tified with the leather business, and head of the Boston{ firm of 
that name, died at a private hospital in Lynn last Saturday eve- 
ning. He had been stricken with apoplexy while attending’a foot- 
ball game in that city. 

Mr. Sleeper was 52 years old and a native of Lynn. The 
funeral was held Tuesday afternoon at the chapel of Pine Grove 
cemetery in Lynn. 


A. W. Little at Export Gathering 


The recently-returned members of the American Industrial 
Commission to France were entertained with notable ceremonies 
by the American Manufacturers’ Export Association at its an- 
nual banquet held at Hotel Biltmore, New York, October 31st. 
The New England Shoe and Leather Association was officially 
represented by A. W. Little, vice-president of the Stetson Shoe 
Company. 

In an interesting report of the proceedings sent by Mr. Little 
to the New England Shoe and Leather Association, he says:— 
“It was especially gratifying to note the enthusiasm shown by 
Mr. Nichols, commissioner general of the American industrial 
commission to France, on possible trade opportunities for Amer- 
ican manufacturers in France. He believes after the war, there 
will be a wonderful opportunity for ‘Industrial Reciprocity.’ His 
commission visited the principal industrial centers of France, 
and finds the French very much interested in our methods, and 
they all show an earnest desire to adopt our methods so far as 
practicable in their manufacturing, and to buy such goods of 
us as they may to advantage. This commission was sent by the 
American Manufacturers’ Export Association to France, to re- 
turn the visit of a similar commission from France last Winter 
to this country.” 


NEW ORLEANS 


Eph Phelps, proprietor of the B-Quick and Lucky Foot shoe 
stores has returned from a trip to the eastern shoe centers pleased 
both with business prospects and the courtesies shown him in 
the East. Before leaving Mr. Phelps closed out his store 409 St. 
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Charles Street, known as the Hi-Lo Shoe Store, as he found that 
the two stores he is running will require his entire attention. 

Sol Stern of the Maison Blanche has recently awarded the 
prizes won in the school contest. The first prize was a phonograph 
and cabinet which went to the Beauregard school. For several 
years the Maison Blanche has conducted a contest. Each pair 
of children’s shoes purchased entitles the purchaser to a vote 
for the school he regards as the best and the largest vote brings 
a prize to the school selected. 

L. L. Ludlum, the new manager of the Newark store, 635 Canal 
Street, reports business as growing better every day. Mr. 
Ludlum recently succeeded D. E. Wilhoyt’e former manager. 
Mr. Ludlum comes from Memphis and at one time was con- 
nected with Marshall Field & Company in Chicago. 





The Modern Alternate for Leather 


Centuries of Searching for Something to Replace Sole 
Leather 


From the sandal to the modern alternate for leather is five 
thousand years—a fifty century search for foot comfort and pro- 
tection. The most notable advance was made by the Moors 
when they brought into Spain the art of preparing leather. This 
was in the 9th century. 

In the 15th century shoe soles were still made of wood, with 
an iron ring on the sole and the heel, to save the shoe from wear 
and keep the foot dry, Such shoes often weighed as much as 
twelve pounds per pair. 

Then for centuries shoe manufacturing advancement lay dor- 
mant until McKay, an American invented a sole stitching ma- 
chine. This machine revolutionized the shoe industry. Cobblers’ 
shops, except as repair stations, were displaced by great factories. 
Shoes became better and cheaper—but a tremendous decline in 
leather production followed and the problem resolved into one 
of materials. 

It is a far cry from the raw materials on the plains and in the 
forests to the shoes on the feet of the people. Yet this cry is 
heard distinctly today. All branches of the shoe industry are 
confronted with the painful necessity of advancing prices. Nat- 
urally there can be but one conclusion in the face of these con- 
ditions. Either an inferior quality of leather must be used to 
maintain prices, or the price must be advanced and ultimately 
collected from the consumer. 

Keen students, recognizing conditions as they existed a year 
ago, and anticipating those which obtain in the leather world 
today, with a realization of the demands which would be ex- 
acted, set chemists at that time to the task of evolving a sub- 
stance to replace leather as a sole for footwear. 

The creation of a fitting alternate for leather is one of the 
greatest single advances ever made in the production of shoe ma- 
terial. 

There has been a constant race between the demand for 
Neolin and the erection of equipment to produce it. From a small 
corner in the mammoth Goodyear factory, Neolin quarters have 
been constantly expanding. But the Goodyear had anticipated 
the wonderful growth of Neolin and a mammoth Neolin manu- 
facturing plant has been building for several months, which will 
shortly be ready for occupancy. Equipment is being installed in 
this plant which will permit an output of 25,000,000 Neolin soles 
in 1917. With the price of leather advancing steadily with no 
hope of relief in the immediate future there can be but one answer 
to the question as to what can be done about shoe soles. The 
Goodyear company evidently has sensed the situation right in 
its belief that something must replace leather soles. 


A little logic often convinces quicker than a long 
line of talk. 








NEW IDEA IN 
FLEXIBLES 


The K-B Patent Innersole 
Does It 
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BENDS WITH FOOT 


Comfortable as a glove without a breaking-in process. 
Extremely Flexible from heel to toe. 
It is a GENUINE GOOD YEAR WELT, and the best flexible shoe made. 
Once worn, the wearer is sure to retain a kindly feeling for 


THE SOFT WALK SHOE 
MANUFACTURED FOR THE JOBBING TRADE BY 


KNIPE BROS., INC. 


WARD HILL, MASS. 


W._A. KNIPE, PATENTEE 
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HONEST WEAR 
IN EVERY PAIR 






No. 74 
Boys’ Gun Metal Button, American Welt, 









hes 


Essex Toe. 1 to 6. 


Price $2.25 





STYLES OF BOYS’ 
In-Stock for At-Once Delivery 





aa 
Be 6 8 
ao YF 








Re Gee 
3 > prea 
(hicks SO GF SRE ES 





SHOES PRICES: 





Send for Samples from 
Our Complete Line of 


ERICAN 
ance WE LT mane 


SHOES 





SECRET ET $2.00 to $2.50 
Little Gents ....... $1.55 to $1.85 








QUICK SHIPMENTS 










Also---Elk Shoes for 
Boy Scouts 


1 to 6 





Price $2.50 





HALLOWELL 


MARSTON & BROOKS CO. “Nine 





No. 51 
Boys’ Gun Metal Bal, Goodyear Welt, 
— Eyelets, No Hooks, Newport Toe. 
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APPELBEE & NEUMAN 


23-25 GREENE STREET, 
Originators and Manufacturers of 


FANCY SHOE BUTTONS 


YOU SEE THEM EVERYWHERE 
Pearl, Ivory, Pearlustre, Inlays, Etc. 


6, 
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In the heart of the Shoe and Leather trades 
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FIFTEENTH 


AND LOCUST STS. 
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NEW YORK 











New York, U.S. A. . - - . - - - Manilla, Philippine Islands 
PTTL 


THE COPYRIGHTED 


“Shoe and Leather Lexicon’’ 
AND 


“Shoe Fitting’’ 


Are two standard authorities, recognized as such 
throughout the shoe trade because ‘of the painstaking care 
and accuracy of detail with which they are written and 
compiled. 

Sharply trimmed down to essentials, not a word wasted, 
they present in compact form information of the most 
useful sort for any one whose business it is to “‘ know 
shoes,” and to sell them. 

Both are Ay yet by the Book Department of the 
“Boot and Shoe Recorder.” Price 40 cents per copy, three 
copies for $1.00 (mixed order if desired) postpaid. Please 
dollar. cash or check with order, or stamps for less than a 

ollar. 
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Changes in Business eo) es 


The Last Week’s Failures, Suspensions and Changes 


Failures 


Boston.—Sarah Livingstone, shoes, reported assigned to Isaac Horenstein for 
the benefit of jitors. 

Worcester, Mass.—Robert Smith (Franklin Clothing Co.), shoes, etc., reported 
involuntary petition in bankruptcy was filed aginst him by three New York 


creditors. 
Natick, Mass.—C. & T. Dowd, shoe manufacturers, reported liabilities, $25,000; 


assets, $6,500. . 
Pittsfield, Mass.—Louis Sharlet, shoes, etc., reported petitioned into bank- 
_ Tuptcy. Reported liabilities, $11,000, and assets of $4,000. 
Chicago, Ill.—Jos. Smiglak, shoes, etc., reported petitioned into bankruptcy. 
Reported these parties’ affairs are in a serious condition. A few days 
ago his son is reported to have sold the stock at the South Halstead store 
and to have left the city with his family in an automobile. The senior 
Smiglak claims to know nothing of his son’s whereabouts, and admits 
owing heavily to the trade. 
Edward A. Robinson & Co., scrap leather, reported liabilities are esti- 
mated at $2,000 and the assets at ut $800. 
M. Blacker (11344 Michigan Ave.), shoes, reported embarrassed. 
Rockford, Ill.—Carpenter Clothing Co. (Brand C. Carpenter, Prop.), shoes, etc., 
repo: petitioned into bankruptcy. Reported meeting of creditors called 
for today, November 11. 
Britt, Ia.—Harry Hartzell, shoes, reported closed by sheriff. 
Connersville, Ind.—Abe Rubinstein, shoes, etc., reported petitioned into 


ankruptcy. 
Martinsville, Ind.—Toner Dry Goods Co., shoes, etc., reported receiver applied 


for. 

Kansas City, Mo.—A. Heasel Dry Goods Co., shoes, etc., reported petitioned 
into bankruptcy. 

Freeport, N. Y.—Samuel Herzfeld, shoes, etc., reported meeting of creditors 

ied for November 2, last. 

Mechanicsville, N. Y.—Antonio Pietroleungi (Luigi Bettito), shoes, etc., re- 
potd petitioned into bankruptcy. Reported receiver appointed. 

New York City.—R. R. Geist & Son, shoes, etc., paperten a composition offer 
of 25 per cent has been submitted to the creditors of the above, who were 
petitioned into bankruptcy in September, last. ¢ 

Wooster, Ohio.—Sidney Amster, shoes, reported filed a voluntary petition in 
bankruptcy on the 27th ult., scheduling liabilities at $21,401.40, and assets 
of $10,819 Labilities consist of approximately $18,360 for merchandise, 
$1,500 for borrowed money from the bank, and $1,500 for notes held by 
Nick Amster. The assets consist of stock of merchandise listed at $10,000, 
and book accounts, etc., listed at $819. 

Edwardsville, Pa.—Frank Hyman, shoes, etc., Segaetet recently filed voluntary 
petition in bankruptcy, and has offered creditors a composition of 35 per 


cent. 
Providence, R. I.—Fred Carabinieri, shoes, etc., reported petitioned into 


bankruptcy. 
Crengenes. S. C.—H. Shapiro, shoes, etc., reported offering to compromise at 
cent. 
Baird, Tex.—W. D. Boydstun, shoes, etc., reported petitioned into bankruptcy. 
Mart, Tex.—H. M. Hecht, shoes, etc., reported petitioned into bankruptcy. 
Milwaukee, Wis.—L. Abrams Co., shoes, etc., reported asking general extension. 


Changes 


Boston.—Rebecca Bell (wife of Charles) (151 Bennington St.), shoes, etc., filed 
married woman’s certificate. 
Lynn, Mass.—A. C. Lewis Leather Co., leather, authorized capital increased to 


Haverhill, Mass.—W. & V. O. Kimball, shoe manufacturers, present co-part- 
nership succeeded November 1 by limited partnership under same name, 
with Warren Kimball special partner for $60,000. 

Oakland, Cal.—The Oakland, Inc. (Oakland Shoe House), shoes, etc., will 
discontinue. 

Wilmington, Del.—Samuel Harris, shoes, etc., out of business. 
ur, [ll.—Carter & Wetherell, shoes, succeeded by Chester Carter. 

Atwood, Ill.—J. L. Storey & Sons, shoes, etc., sold out to O. A. Wetherford. 

Rockford, Ill.—A. G. Lindquist, shoes, sold out to Aug. Henrickson. 

Marengo, Ia.—Keil & Zopf, shoes, succeeded by John Keil. 

Sioux City, Ia.—Bender Payton, shoes, succeeded by Payton’s Shoe Store. 

Muncie, Ind.—-Prewitt & Cunningham, shoes, succeeded by Prewitt & Brown. 

Oakland, Ia.—Spalti Bros., shoes, etc., sold out to J. A. Luxford. 

Scott City, Kan.—Wimer Mercantile Co., shoes, etc., sold out to W. T. Spehtz. 

on Kan.—J. C. Teitzel Boot Co., shoe manufacturers, removed to 

ichita. 

Louisburg, Kan.—Interstate Mercantile Co., shoes, etc., Wm. C. Hill retires. 

Detroit. ich.—A. Abramsohn, shoes, etc., succeeded by S. Shapiro. 

Boyle, Miss.—J. A. Simons, shoes, etc., succeeded by J. A. Erwin. 

Bethany, Mo.—Blankenship Clothing Co., shoes, etc., H. Cotton admitted. 

Coleraine, Minn.—Coleraine Mercantile Co., shoes, etc., John Hermiston 


retires. 
Lexington, Mo.—Ladeson & Weinstein, shoes, etc., dissolved partnership; suc- 
ceed: Weinstein. 
Lowville, N. © — Maver, Joseph, shoes, etc., sold out to Louis Meyer. 
Norwich, N. Y.—Norval Stewart, shoes, etc., removed to Rome. 
Prague, Okla.—J. D. Grimes & Co., shoes, etc., discontinuing. : 
Proctorville, Ohio.—C. J. Reynoldsville & Co., shoes, etc., dissolved partner- 





shi 
Winner, S. C.—John W. Sas, shoes, etc., sold out to Geo. Thompson. 
Dodgeville, Wis.—Grand Mercantile Co., shoes, etc., W. D. Elliott retires. 


KANSAS CITY LETTER 
(Concluded from page 93) 


A Wide Territory to Cover 


W. R. Hill, manager of sales for the McElwain-Barton Co., 
points to big gains in business from the Southwest, where in 
Arizona and New Mexico alone orders booked during the last 
four months show a jump from a quarter to a half million dol- 


lars. Other states West and Southwest are booking big busi- 
ness in the shoe center, which in turn is equipping itself to care 
for the requirements of shoe stores and shoe departments of 
general stores. 

The Industry in Kansas City 

The shoe industry of this wide-awake progressive city con- 
sists of the McElwain-Barton Co. factory distributing branch 
of the W. H. McElwain Co. of Boston; the Central Shoe Co. 
branch of the Brown Shoe Co. of St. Louis; and Ellet-Kendall 
Shoe Co., jobbers. This latter concern is perhaps the oldest 
shoe house on the Missouri River, having been in business since 
1848. 

Located here also is the Irving-Pitt Mfg. Co., manufacturers of 
loose-leaf books and stock keeping systems of all kinds, but 
one in particular being adapted to the special use of shoe mer- 
chants. It is one of the biggest concerns of its kind in the United 
States. . 

The findings branch of the shoe industry is represented by 
the Preservo Polish Co. for shoe polishes of all kinds, and the 
J. R. Jackson Show Case Co., for display cases for shoe stores. 


Two Elements in Store Success 


Some idea of the desire to serve shoe dealers quickly and ef- 
ficiently is reflected in the following statement of an official 
of the McElwain-Barton Co., who said “The profit or success of 
the retailer of shoes is large or small in proportion to his ability 
to accomplish two things. 

To sell his customers the refinements of modern shoe 
manufacture; to obtain from his jobbers or manufactur- 
ers the stock he wants immediately, promptly, on the dot. 
The shoe dealer of today is finding that his biggest prob- 
lem is not to sell to his customers, but to buy for them— 
to find a source of supply big enough and strong enough and near 
enough to furnish him with the right stock on a moment’s 
notice—in season and out of season. 

St. Joseph as a shoe producing center has the following con- 
cerns located within its borders:—The Bluff City Shoe Co. at, 
Hannibal, Mo., the Kaut-Reith Shoe Co., at. Carthage, Mo. 
and The A. Poirsmeyer Shoe Co., at Jefferson City, Mo., The 
Battreall Shoe Co., Noyes-Norman Shoe Co., and the McCord- 
Norton Shoe Co. 

St. Joseph Mo. is seventy miles immediately north of Kansas 
City; and also has with it the St. Joseph Tanning Co. 


Auto Heel Protectors a Novelty 


With the rapid increase in the popularity of motoring, the 
vogue of Milady driving her own car is likewise increasing, and 
it is estimated that over one-half million, more or less, prefer 
to do their own driving now. Women have found, however, 
that in operating the car, they are very apt to soil the heels of 
their light colored shoes, by rubbing against the floor of the car, 
and this has been a very exasperating feature in driving. 

Sensing a great demand for some sort of device that would 
protect Milady’s heel while operating her car, C. H. Wolfelt 
operating shoe stores in Los Angeles, Pasadena, Santa Barbara 
and San Francisco, has perfected a practical heel protector that 
can be easily slipped on and off, much the same as a rubber. 

A national advertising campaign is under way for promoting 
the sales of this article, and the demand has practically swamped 
the factory with orders, with the result that capacity is being 
doubled. 

The auto heel protector consists of a durable cap of leather 
which fits snugly around the back part of the heel and is held 
tightly against the shoe by two elastics. 
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Classified and Opportunities Department 


OSITIONS WANTED: Three cents per word for 
each insertion. 
sixty cents. 

five cents per word for each insertion. 
amount accepted, One Dollar. Ads under this head- 
ing will be received up to 5 o’clock Tuesday, P. M. 
When advertisers desire answers to come in care of 
this office, twelve words must be allowed in each ad- 
vertisement for address. When advertisers desire re- 
plies forwarded direct to their address, each word of the 
address must be counted in the advertisement and 


Minimum amount accepted, 


For other ‘“‘Want’’ advertisements, 


Minimum 


paid for accordingly. Answers to ads must be sent 


$2.50 $2.00 
4.75 4.00 
7.00 6.00 
9.00 8.00 under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too 


SALESMEN WANTED 


small to open accounts 


LINE WANTED 


BUSINESS OPPORTUNITY 





ANTED—Salesman with established trade 
W who can use as a side line best line of shoe 
p:lish on the market. Good commission. In an- 
swer state territory you cover. Address A744, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 

HOE SALESMAN —Thoroughly _ experienced 

with Brooklyn retailers. Wanted to carry a 
line of women’s shoes for a large New York jobbing 
house. Commission. Address A746, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


go ory WANTED—Men with established 








trade to carry short in-stock factory line of , 


boys’ shoes, showing unusual values and selling 
features. Successfully established line. Commis- 
sion only. Territories open: Ohio, Iowa, Michigan. 
Address with details of experience, Federal Shoe 
Co., Lowell, Mass. 








POSITION WANTED 
A SHOE SALESMAN who has sold $1,000,000 


for one concern desires to represent a live manu- 

facturer to the jobbing trade. Address A739, care 

Boot and Shoe Recorder, 207 South St., Boston, 
ass. 

OSITION WANTED—By young man 22 years 
P old. Six years’ experience as retail shoe sales- 
man. Married. Address Claud C. Taylor, Gaines- 
ville, Fla. 

OUNG live-wire salesman open for women’s or 

men’s specialty line in Southwest. Successful 
and experienced. Best reference. Address A742, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 

ETAIL sales manager and salesman desires to 
R make a change. xperienced window trim- 
mer. Write C. Lh Hardin, 1108 10th St., Des 
Moines, Ia. 

HOE STORE MANAGER—Young man with 

ten years’ experience, honest and capable, de- 
sires to connect with reliable concern in Ohio or 
Pennsylvania. Address A747, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 























HELP WANTED 


ANUFACTURERS'’ line wanted. Strong, low- 

a? children’s McKays for Minnesota. Ad- 

Sreus dw. T. Murphy, 1422 23d St., Minneapolis, 
inn. 


) hy, ~ WANTED for wholesale trade, commission 
+ basis, women’s, misses’ and children’s popular 

rice McKays, or women’s only, from a progressive 
factory able to handle jobbing trade. Am now sell- 
ing. ddress P.O. Box 2626, Boston, Mass. 


I AM desirous of handling some FIRST and 
HIGH-CLASS “‘novelty line” for Los Angeles 
and vicinity, to take effect January Ist, 1917. Ad- 
dress W. S., care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 














FOR SALE 


ETAIL SHOE STORE FOR SALE—Business 

\ established 50 years. Ill health necessitates 

this move. ye! of 30,000 people in Eastern Mas- 

sachusetts. Address A740, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


OR SALE—Shoe stock, one hundred cents on 
dollar. About $6,000 up to date, staple shoes, 








as Thomas G. Plant Co., Sherwoods, Bostonians,’ 


Packards, Nunn & Bush, Menzie, Utz & Dunn. 
Doing good business. od reason for selling. 
Located in best farming country in South Michi- 
gan, also manufacturing. Hardy Shoe Store, Con- 
stantine, Mich. 


wd TRADE my modern residence in Tiffin, 
Ohio, for shoe stock; also valuable building 
lots. L. N. Mangette, Tiffin, Ohio. 
OR SALE—One multiple 6-drawer National 
cash register for shoe store. Good condition. 
Reason for selling—too small. Roy E. Stevens, 
Ottumwa, Ia. 














BUSINESS OPPORTUNITY 


URN your old merchandise into cash. Sell your 
unsalable dry goods, shoes, clothing, ready-to- 
wear goods. 5 percent commission. es every 
day. Immediate remittance. Highest possible 
reference. Joseph Landau, Brokerage Commission, 
2002 Beaver Ave., Pittsburgh, Pa. 








ANTED—Clerk to work in a department 

store in Tourist town in North Carolina. 

Must be up to date and not afraid to work. Ad- 

dress A743, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


IVE wire shoe man who knows the shoe game 

and capable of taking charge. Dandy position 

and elegant future for the right man. Young man 

preferred. Address A745, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





H OUSTON’S business men expect to bring about 

the location of a wholesale shoe distributing 
house at Houston, Tex., and desire to get in com- 
munication with individuals or firms interested. 
Great opportunity for an aggressive concern, and 
right now is the time to start, for the state has never 
been wealthier and future prospects are brilliant. 
For any information or assistance needed, write to 
The¥ Bankers, Jobbers and Manufacturers Ass’n, 
care Chamber of ce, Houston, Tex. 











ALESMEN—Write us for information before 
arranging for the coming season. We have an 
exceptional offer to make that will ——e to you. 
Southern and central territory open. nge-Janke 
Shoe Mfg. Co., M'lwaukee, Wis., Men’s, Boys’ and 
Youths’ Work Shoes. 








WANTED TO PURCHASE 


Do You Wish To Retire or 
Sell Your Surplus Stock? 


Don’t Sell Until You Get Our Offer. 


We have the largest outlet and pay the 
best prices for shoes. No — too 
large. Short term leases taken. Com- 
municate with us, and we will send rep- 
resentative. Established 1889. 


VAN PRAAG & COMPANY 
15-17 Greene Street, New York 


The largest cash buying concern of every 


class of merchandise in the country. 


Telephone, Spring 2248-9. 

















Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quanti- 
ties no object. Retail or wholesale. 
Short term leases taken off your hands 


Wire or Phone us 
Comes Confidential 
stablished 1890 


GLAUBERG & CO. 
520-522 Broadway, New York, N. Y. 


We also purchase clothing, 
hats, furnishing goods, etc. 














LINE WANTED 


eS with seven years’ experi- 
ence wants line of women’s and children’s 
welts and McKays for next season. Wide ac- 
quaintance with buyers in Kansas, Oklahoma, Colo- 
rado and Utah. Address A741, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





Do You Need the Cash? 


We have helped other merchants and can help 
ou 


e reduce or close our stocks of merchandise 
complete. 
Write for particulars. State size of stock. 
Established fifteen years. C. N. Harper & Co., 
110 S. Dearborn St., Chicago, Ill. 








Do You Wish to Raise Cash Quick? 
Entire or surplus stocks of shoes,drygoods, 
clothing and merchandise of ‘all, kinds 
bought for spot cash. Short term leases 
taken off your hands. Retail or wholesale 
BEFORE SELLING WRITE US 
Communications Strictly Confidential 
Brooklyn Purchasing Syndicate 
FRANK WALKER, rietor 
610 BROADWAY, BROOKLYN, N. Y. 


A 
Tel. 2328 Williamsburg 
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A WINDOW IDEA—(Continued.) 
(From page 31) 


An idea as shown in Number Four, that will attract con- 
siderable attention, particularly while window displays are 
being changed, or during window reconstruction, is to get from 
one of the decorative paper houses a supply of paper colored 
and marked to imitate a brick wall. This can then be fastened 
by the edge or corners to the inside of the window glass. When 
you have put it up, measure on the window the height of your 
eyes from the sidewalk, and cut in the paper a rectangular open- 
ing about 18x24 inches at this height in the middle of each 
window. 


= 


DO YOU USE THIS FRONTAGE EFFICIENTLY: 





Number Four 


Then from the sides paint on the outside of each window two 
large black or blue arrows pointing to these openings. 

This stimulant to public curiosity is likely to work success- 
fully, and when the passer-by stops and looks in you should have 
arranged on a high pedestal for his or her edification, a pair of 
your most stylish shoes resting 9n a colored kid skin, a piece of 
calfskin, or velvet of contrasting color, the single display em- 
phasized by a concealed light focused on it. A variation would 
be the substitution for the shoe unit of large display cards 
setting forth a strong selling argument in a few words. 


WANTED TO PURCHASE 
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A Wholesaler’s View on Profits 


At last week’s first annual meeting of the Vermont Shoe 
Retailers’ Association, H. R. Dunham of Dunham Bros. Co., 
Brattleboro, Vt., spoke on “How I would run a shoe store if 
twenty-five years younger, and cope with the situation today.” 

Mr. Dunham stated that he would try to get as good a loca- 
tion as possible for the store in a live town, concentrate in buying, 
have the best windows, well trained help at good salaries. The 
main statement was that he would have a graduated 
scale of profits, not a uniform profit as has been stated in 
so many of the trade papers. His reason for this statement was 
that the people that bought the lower price shoes today would 
not get the satisfaction from them as in former times, and the 
poor people need the best wear for their small money. 


New Officers for the Year 


The state as a whole was well represented at the meeting, 
while the entire shoe fraternity of Barre, with one exception, 
turned out. The meeting was opened by President T. W. Ray 
of Brandon, and following the adoption of the report of Treas- 
urer E. S. Cram showing the prosperous standing of the As- 
sociation the following new officers were elected: 

President, C. A. Brown, Rutlarid; First Vice-President, C. R. 
Boyden, Rutland; Second Vice-President, G. V. Tilden, Barre; 
Secretary, Frank J. Hendee, Burlington; Treasurer, E. S. Cram, 
Burlington. Executive Committee, F. S. Ralston, St. Albans, 
C. H. Moore, Springfield, Tom Ray, Brandon, W. W. Hartwell, 
Northfield, B. M. Shepard, Montpelier, C. S. Andrews, Barre, 
Bartley Costello, Rutland and G. F. Kent, Bellows Falls. 

Twelve new members were admitted. 

Following Mr. Dunham’s address the meeting listened to 
three shoe salesmen, and their {remarks gave much food for 
thought, in reference to the rising market prices. 


Next Meeting in Burlington 

A motion was adopted that the next meeting be held in 
Burlington, Vt. the third week in February at the Hotel Vermont. 

Then followed an open air meeting and free ‘‘Smoke talk” on 
questions of “‘Damaged shoes.” “‘The return of worn shoes,” 
“The item of small repairing’ and the word “GUARANTEE” 
‘‘When does it begin and end?” Following this all filed into the 
dining room of the hotel where covers were set for the Convention 
dinner. 
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CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. ses taken 
over. We will send a representative to 
investigate and make offer upon request 


TORE LADDERS 


With Noiseless Cushion Tire 





Riemer’s W°S..2" 


For Farmers, Tanners, Butchers, 
Icemen, Teamsters, Etc. 
SHOES, $1.65. BOOTS, $3.25 
See our 4 Page Adver- 
tisement in last issue. 













Max Kalter Mercantile Co. 








106 Grand St., New YorkCity. Phone,Spring9413 








Retailers --- Manufacturers 


Surplus Shoe Stocks 
SLOW SELLERS 


HIGHEST CASH PRICES PAID 
Drop a Line to 


A. M. SACKS 


19 Albany Street Boston, Mass. 





SELL US YOUR SHELF WARMERS 
We will at any time Lag 10 to 100,000 of 
shoes, Factory seconds, surplus lots, Old Fash- 
ioned Shoes, Entire plants, Whol esale Stocks, 
Retail Stores, etc. We have an unlimited ex- 
port outlet—you can — — price by deal- 
ing direct with us. buy merchandise 
stocks of every Se small or large, new 
or old style. Coprenponeeace confidential, in- 
stant attention. Est. 1 
New York Export Purchasing Corporation 

42 Lispenard S 


New York City 











Rolling Trolleys 
every inch of wall space by making 
one clear to namin accessible 


All Mercantile Lines 








Department te ‘Shee and Drug 
Stores, Dry, Goods and Groceries, 
‘Warehouses and Stock Rooms of eny Kind ; also 





‘uomt RUNNING, NEAT AND STRONC 
SAFE—STEADY 
Jast like going up or down stairs. No weaving 
or vibration or i 


7 NAY 
ah \ 
7 a 





A. H. Riemer Shoe Co. 
Milwaukee, Wis 








Established 1887 











YERS & BRO. 


HAY TOOLWORKS 


B. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES COMPANY 
coors MAT KID 


95 South Street, Boston 
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} BY rs AND C CARTON 
GUS V. WELLS, 531 14th St., Des Moines, Iowa 
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No. X1678 


Black Vici 
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$3.85 


No. X1684 


Havana Brown 
to 


$4.60 








“Virginia Temple” 








SEEN ANNE NENT ON OT NaN REY IPT MA AEN 


CS 


NS 


FHE three boots described 
* here have the O.K. of 
: Fashion. They are 
makers of sales from the word 
“Go.” 


Tear off this little order blank 
and sign it. You'll quickly 
see when the samples arrive 
why Virginia Temples are sales- 
makers. 





PARKER-HOLMES 
& CO. 


600 ATLANTIC AVENUE 
BOSTON, MASS. 


SE IGW ELE MHL AHF AED ALGAAS 


ees UTUMN winds 
A § and short skirts 
are great sales- 
makers for Virginia 
Temples. Since Fash- 
ion says where shoes 
must be much in evi- 
dence, Everywoman’s 
shoes are one of her 
first concerns. 


There’s nothing prettier than 
a handsome shoe on a pretty 
foot and there is no shoe more 
handsome than a Virginia Tem- 
ple—a style for every taste and 
every occasion. 
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SELLS ANOTHER” 











In this day when leather prices change over night 
and manufacturing costs advance about as fast 
as the clock ticks, it seems incredible to some 
that we can offer the shoes we do at the prices 
quoted. But we are not saying how long we can 
do as we are doing, for it is impossible to calcu- 
late ahead. Take our $5.25 shoe—a great value 
—we have been swamped with orders on it. That 
shows the trade has found it more value for less 
money than they can get elsewhere. For the 
present, at least, we shall continue to take or- 
ders at present price and deliver from stock, but 
if you want a fine shoe in cordovan don’t wait 
too long before letting us know it. 





Sizes 5 to 





Stock No. 939—Imperial Last, Black 

Vici Blucher, 9-8 inch Broad Heel, Single 

Sole. D and EgjWidths. Sizes 5 to 10. 
Price $3.40 


Heel, Single Sole. 


Ya 










Stcck No. 940—Plaza Last, Gun Metal 
Blucher, Rex Calf Top, 11-8 inch Broad 
C, D and E Widths. 


.Price $3.20 





Stock No. 942—Bear Last, Gun Metal 
Button, Rex Calf Top, 10-8 inch Broad 


Heel, Single Sole. 
Sizes 5 to 10 








STOCK DEPARTMENTS AT BROCKTON 
AND NEW YORK . 








Stock No. 943—Unbranded, Copley Last, 


Brown Cordovan, l-inch Broad Heel, 
Single Sole. A, B, C, D Widths. Sizes 5 
i errr coe eee rice $5.25 


Stock No. 941— Unbranded, Copley Last, 
Gun Metal Bal, 
Broad Heel, Single Sole. 
Sizes 5 to 10 


Rex Calf Top, 1-inch 


B, C, D Widths. 


o6n68etuadGeeeu Price $3.20 


Stock No. 935—Unbranded, Regis Last, 
Gun Metal Bal, Mat Calf Top, 1-inch 


Broad Heel, Single Sole. 


Sizes 5 to 10 


B, C, D Widths. 


Price $3.40 


Brockton, Mass. 


BOSTON OFFICE 
183 Essex Street, Room 204 


Address all Communications to Our Brockton Offices 


Stock No. 936—Pippin Last, Gun Metal 
Button, Mat Calf Top, 10-8 inch Broad 
Heel, Single Sole. & and D Widths. 
Ee ES Sr err e- Price $3.40 


Stock No. 933—Unbranded, Campus 
Last, Patent Button, Black Cloth Top, 
l-inch Broad Heel. B, C, D Widths. 
ee Aree Price $3.25 


Stock No. 931—Bear Last, Mahogan 


Shade, Russia Calf Blucher, 10-8 inc 
Broad Heel, Single Sole. C, D and E 
Widths. Sizes 5 tol10....... Price $4.25 


ARRY COMPANY 


and D Widths. 
Price $3.20 


NEW YORK OFFICE 


819-A Flatiron Building 
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STYLES 


3 WS Lenox 


SHOES FOR WOMEN 
MISSES 
AND CHILDREN 





These shoes are made in our 
own factory, and we firmly 
believe that they offer you 





The “Chicken” Last _ bogey — aca The.“‘Squab”’ Last 
In Black, — Brown and soeninle conditions that In Black, — Brown and 
ray 3 ray 
In Stock Dec. 1st The styles speak for them- In Stock Dec. 1st 


selves. Those in the wom- 
en’s lines conform to the 
present fashion vogue. 
Those in the children’s are 
tried and proved, and our 
factory facilities assure a 
supply of stock that will 
meet your needs. 


Goodyear welts, as well as 
McKays and turns, are 
‘stocked in our factory line. 















IN STOCK NOW 
IN STOCK NOW 
These are but a sug- 
gestion of many at- 
tractive models in both 
women’s and children’s 
shoes made in our fac- 
tory. 


Back of all of our lines 
is the prestige and rep- 
utation of 39 years in 
the shoe business. 








IN STOCK NOW 


Write for Samples and Prices 


WEIMER, WRIGHT & WATKIN CO. 
meee? = PHILADELPHIA 210.0 f SEN steer 


geaeae 
HOUUUGHGEROEOHOQUOOUOOREGEGOGGHGOEORGHOOROUQUGEOUGQUGHOOUGHEHOGOHOQUEORUERGHOQUGUGUGQOGUOUQROUGOGOQQUGHOOOGHOOUGUOOGESOUGUOHOROOROOOORORORGHOEQOUQHGROOROUGUQQOUDQCGHOUGUQROUQORQOORGRGRORORNONONQNRGG08 
SpnneeeneneOOUOUOUOOUDOOUREDOOROOOEQUAOGEOOOUNUOUUEUOOOEEOOOOSEOOUGSOOOONEOUGEROOUEUGOOOOESOOOUOOOOOOOONOUOOOOOOOUOGOSNOOGEOOOOSEOUOONUCCOOUOOUUOONCUOOUUSUOOOSUCOOQOUCOGEOUCUGEOOCOOEOUOUUNOUOGONOCOQUREOOQOUEOOOUGENEUOREOUOUENUCOOQNNNOG 
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STOCK 


Stock No. S-508 Stock No. 8-524 


(Unbranded) (Unbranded) 
Gun Metal Bal, Mat Top, Gal. 4 Russ. Bal (Mahog- 
Ritz Last, Single Sole, 8-8 any Shade), Ritz Last, 
Brd. Heel. A Wide, Sizes Single Sole, 8-8 Brd. Heel. 
7 to 10; B Wide, Sizes 6 to A Wide, Sizes 7 to 10; B 
10; C and D Wide, Sizes 5 Wide, Sizes 6 to 10; C and 
to 10. D Wide, Sizes 5 to 10. 


Price $3.50 Price $4.25 








~ 





17 LINES CARRIED IN STOCK 17 
——REQUEST CATALOG 








’ HOMPSON” Salesmen are on their respective territories with 
complete Spring and Summer, 1917, sample lines. A word from 
you at this time will insure a call and an opportunity of getting 

full data first hand. There are features of this season’s proposition 

you cannot afford to miss. 


HOMPSON BROS. IN 


MEN’S FINE SHOEMAKERS ra 
nn er 









CHICAGO 
35 South Dearborn St., Room 406 






BOSTON 
60 South St., Rooms 63-64 


NEW YORK 
401A Flatiron Building 


Address all Communications to Brockton (Campello) Mass. 
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B 0327 G 
Women’s Welt Boot, 


eto! R, 2gbt0 7: % 
$3. 00. 


Dull Calf, 


Brunswick Last, Mat Kid Top, Three- 
uarter Fox, Button, Bie 1 3- er 


B 3020 
Women’s Welt Boot, Patent, Belmont 
Last, Black Cloth Top, 7-inch Height, 
Button, Patent Circular Fox and Back 
Stay, Plain Toe, Leather Half Louis 
Heel. B, 3 to 7: C, 2% to 7; D, 2% 


to 7. 
$3.15 





B 0384 E 


Women’s Welt Boot, White Delhi 
Calf, Touraine Last, Whole Fox, Lace, 
8-inch Height, Imitation Wing Tip, 
Perforated Vamp and La 
ar Leather Sole, Close Edge 

Welt, Wood Covered Half Louis Heel. 
AA, Nb wor A, 3 to 7; B, 24% to7; C, 
2 to 7; D, 2 ¥ to to 7. 


$4.50 











Getting the Prestige— 


To get prestige in any business the merchandise must be right. 
tainly the first requirement in building prestige for the shoe store. 


This is cer- 


The makers of U. & D. shoes take this fully into consideration. 


A U.&D. shoe is usually distinguishable from the ordinary shoe by its trimmer 
appearance and neater fit. The wearer realizes this in better style and com- 
fort, and has the added pleasure and economy of a longer wearing shoe. Her 
U. & D. shoes hold their shape and, therefore, look better, longer. 


You can build prestige on this kind of shoes. 
May we have the pleasure of showing you? 


A card will bring our nearest salesman. 


Rochester, N. Y. 


Denver Office 
218 Charles Building 
Denver, Colo. 
Rice & Tiger, Reps. 


UTZ & DUNN CO., 


New York Office 
200 Fifth Ave. 
Fifth Ave. Bldg., Room 405 
S. A. McOmber, Rep. 


Los Angeles Office 
319 Story Bldg. 
Los’Angeles, Cal. 

C. G. McAtee, Rep. 
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** Konqueror ’’ Shoes are great sellers. Dealers always 
make money on this line. Wide choice of styles. Deliveries 


whenever wanted from stock. 


Stock No. 737—Royal 
Last, Gun Metal Box Kid 
Top, Bal, Single Sole, 1- 
inch Heel. Widths A to D. 
Sizes 5 to 11. . Price $4.25 


Stock No. 738—Royal 
Last, Medium Color Calf, 
Bal, Single Sole, 1-inch 
Heel. Widths AtoD. Sizes 

Price $4.00 


Stock No. 750—Made of 

Dark Cordo Calf, Single 

- ne Sole, l-inch Heel. Widths 
(Cag RPR des 2 Ato D. Sizes 5 to 11. 

Price $4.25 


ti 


NUMBER 737—738—750 
(Keep a ‘‘Konqueror”’ catalogue handy) 


THE PRESTON B. KEITH SHOE CO. 


NEW YORK OFFICE, Makers of Keith’s Konqueror Shoes for Men BOSTON OFFICE, 
Graham Building, 207 Essex St., 


Room 22 BROCKTON (Campello Station) MASS. Room 207 











J 





L 


The very best dealers cannot make 
a success of a line that has not 
the elements of success built into 
it. ‘The H & F shoe for men has 


put dealers on Easy Street. 


“ EVERYTHING NEW THAT’S GOOD ”---ALWAYS 


Howard & Foster Company 


Makers of Men’s Shoes for Particular Purchasers 


Brockton, Mass. 
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The Newest Novelties 


THE 
se RITZ ” 


R4923—Patent Colt, 3-4 Vamp, Medi- 
um Gray Ooze 8-inch Calf Top, 16-8 
Leather Louis Heei, Close Edge Welt. 
aa: A, BEC $5.75 
R4921—Same as above, with Fawn Ooze 


“CLOCK” 


R4924—Black Kid, 3-4 Vamp, 8-inch 
Top, with Clock Stitched in White, 16-8 
Leather Louis Heel. Close Edge, Good- 
year Welt. AA, B,C $4.50 


THE 
‘*“SHOREHAM” 


R4969—Castor Brown Kid Vamp and 
Fox, Castor Brown Nubuck Top, 16-8 
Leather Louis Heel, Goodyear Welt, 
Close Edge. AA, B, C, D 


“LA SALLE” 


R4987—Gun Metal 3-4 Vamp, Dark 
Gray Nubuck Eight-inch Top, 16-8 
Leather Louis Heel, Close Edge Welt, 
BA, &, BC $5.75 


James Clark Company 
SAINT LOUIS 
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PLAY SHOES and SCHOOL SHOES 
FOR CHILDREN 


All Double Sole, Double Goodyear Stitched, with Welt—No 
Nails, No Tacks, Very Flexible, Best of Sole Leather 


BALS BLUCHERS 
5410—Tan Lotus Cf. ba Se Lotus Cf. 
5411—Gun Metal 11—Gun Metal 

5 to 8, $1.20 835 10 11 $1.40 

11} to 2, ey ae 
one. Vici 4—Black Vici 
%. # ty a a4 to 11, $1.25 
lly t 1.40 


E. J. RAMSEY & CO. 








SCHOOL SHOES 
BUTTON 







PLAY SHOE 


5610—Tan Lotus Calf 


5611—Gun Ly 671—Gun Metal 








= 

=” 

= 58612—Patent Lea ai 

= sete Bink i S 1-2 to 11, $1.40 11 1-2:t0 2, $1.60 407-413 East 91st Street 675—Tan Lotus Calf 

= 8, $1.10 8 1-2 to 11, $1.25 11 1-2 to 2, $1.40 NEW YORK 5 to 8. $1.05 8 1-2 to 11, $1.20 11 1-2 to 2, $1.35 

Seoscapencezcescsencnerensesesnensesseseedzenenensescososcesessescsensecnesoseavenessscoososeneesesnsesssensesessesceseeveseesbetee MTITTIITITL mt 
PTT 
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The Stitch 
that is sunk 


THE ADVANTAGES OF 


in the inner- 
sole means 


absolute 


P erfection 


foot comfort 


The Landers Felt- C irclet tes 


Lined Canvas In- 
nersole is in every 
way superior to an 
innersole of 
leather. 

No rough, uneven surface—no lumpy thread 


bunches to cause discomfort. The stitches are 
sunk in the felt and covered with a thin sock 








With the Sharp Shoulder and Broad Wear- 





lining. ing Surface 
sie > a sole of surpassing smoothness Thay dent conte then Teedeanen 


They don’t wear slippery They do stop uneven wear 
They don’t drop out They do prevent runover heel 


PUT "EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY — 


=F. W. Whitcher Co., Gs, 


Feature these inner soles in your shoes. It will 
pay you—many times over. 





The Landers Brothers Company 
Toledo - - - Ohio 


HOUGOEOUOOUECLOUGUEOUENUOUEEUOUOONCUOEAEUOGEOUUUSEOOOEROCOSSOECOEREOOOSEDOROSOOOOONEOOOOROEOOANOOEOEOEOOOEOOOEOEONE: 


SUGEUODODORGSSEOOUGEGOUGUGOUOEROREROCEGUGOREECEROGGHOOROAGEOCRCOROHOUGUGHOOUOUGHOOROROUOUUROLOROUCUOHOEGOOONORORE 








ai 
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WILSON 4ND OVERGAITERS 


Are Still the Choice of the People 
WE HAVE THE OVERGAITERS IN STOCK 
Ketiad $7.50 to $30.00 per Dozen 
Colors most in demand are White—Gray—Chamois—Havana Brown. 
Write us your requirements. 


LAING HARRAR & Reece meee 
43 N. THIRD STREET - - PHILADELPHIA 





TTT 
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Women’s Stylish 
McKays Flexible 
Exclusively Serviceable 





Style No. 525—A favorite McKay 
Style, made in White Kid, White 
Buck or Sea Island. 


The Ideal Line for the Big Store Trade 


Allen-Foster-Bridgeo Co. 


LYNN, MASS. 


Boston Salesroom, 207 Essex Street 
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THE WHITEST WHITE 


LEVOR GRAIN KID 


CHROME TANNED AND WASHABLE 


Makes a Beautiful Top and a Handsome Shoe 


STRONG AND DURABLE 


i> MUST BE SEEN TOBE APPRECIATED <> 


ee) — 9 ee (ol ET ey fo] —@ 
MADE OF CABRETTA SKINS 


G.LEVOR & CO., i Nc. 


MANUFACTURERS 


GLOVERSVILLE, N.Y. 
NEW YORK: 88-90 GOLD ST. 


ST.LOUIS: LEATHER EXCHANGE BLOG BOSTON: 145 SOUTH STREET 
JOHNSON STEPHENS & PATTON LEATHER CO THE G LEVOR COMPANY 
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6s OW can you best judge a person’s character at first glance—by studying 
H the eyes or the mouth?” a woman who wears her clothes well was asked. 
And without a moment’s hesitation she answered, “By looking at 

her feet!’ 


The little refinements, the taste of selection, the fit and the form, are things that 
count for much with women, and so count for a great deal in the field of feminine 
footwear fashion. 


rN 





They are the things that have made the Lindner line of appealing interest to the 
woman of taste and refinement; they are the things that will make the Lindner 
line a profitable line for you to put before these women, in your windows and on 
your shelves. 





It will be profitable for you to investigate now by inquiring for details and prices. 
They will interest you. 


LINDNER SHOE COMPANY 


CARLISLE, PA. 
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THE ONE STAPLE THING IN 
A MASS OF UNCERTAINTY 


All materials used in the making of shoes have increased from 5 to 
150 per cent in the year ending March 1, 1916; but the cost of the 
use of the wonderful and intricate leased machines which make 
possible the economic production of modern footwear remains the 
same. The only changes in the past 15 years have been downward. 

















ROYALTY IN CENTS 


President Sidney W. Winslow of the United Shoe 
Machinery Company, in the United States District 
Court, in Boston, on January 13, 1914, made the 
following statement under oath, with regard to the 
royalty paid by a shoe manufacturer at the time the 
suit was brought against the Company in Decem- 
ber, 1911:-- 


“The average royalty paid by a shoe manufacturer 
for the use of all machines furnished by the Com- 
pany in the manufacture of all types and grades of 
shoes is less than Two and Two-Thirds Cents per 


pair.’’ 














Every student of trade conditions will be interested in the group 
of handsomely illustrated booklets which we are glad to send free 
to those who request them. 





UNITED SHOE MACHINERY CO. 


Boston, Mass. 
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b. pC | note in 


feminine footwear has 
been eveloped in this 
lisse where it compels 
the consideration o 
uyers who recognize 
the profit advantage 
of Showing the 


Now Sty es First” 








f 


J 


E-P-Reed& Co. 


ROCHESTER, NW. 














Lip 
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Good Merchandise— 
plus Service, equals 
Business Success. 





Our McKay styles set the pace in 
women’s popular-priced Footwear. 
Brim full of style and snap, they 
are a prime favorite in stores where 
real value and smart appearance 
are expected for a moderate price. 





Brogue Vamp and Fox Polish, Cuban 
Louis Heel, Great White Way Last 


Mitchell: Gaunt Company 


ee Factory, Lynn, Mass. 
Yoke Vamp, 8-inch Polish, Wave Top, BOSTON OFFICE 72 LINCOLN STREET 


Cuban Louis Heel, Boardwalk Last. 














10 Karat Gold Front 
Shoe Buckles 


Plain Polished Yellow Gold Plain Polished Green Gold 
Plain Dull Yellow Gold Plain Dull Green Gold 


The ornamentation may be either Engine Turned, Hand En- 


graved, or Chased, or if you prefer they may be perfectly plain 


Let us have your inquiries, that we may show you samples or 


send you our leaflet 


Harrison Jewelry Company 


James and School Sts. 


aa HH 
) 
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SO GREAT HAS BEEN 
THE SUCCESS ACHIEVED BY 


“1776” 


THE NEW ORNAMENT FOR PUMPS AND COLONIALS re- 
cently placed on the market, that we have reproduced it in a smaller 


“14 1780 29 


is quite as attractive an ornament, and will enjoy the same popularity. 


These two are made in all finishes—Jet, Dull, Krupp, Green Gold, 
Silver, White and Colors. ) 


They mark a departure from anything ever attempted in Metal Or- 
naments. 


The most exclusive retailers and manufacturers are our largest cus- 
tomers. Yet the ornament is low priced. 


Better Send a Sample Order 


L. ALTERSON & CO. 


Always Originators 


34th ST. and BROADWAY (MARBRIDGE BLDG.) NEW YORK, N. Y. 

















t% 
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18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 


$1LOQ,Q000,000 


A YEAR 





is said to be the volume of the shoe repairing 
business of the United States. : 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 


United Shoe Repairing Machine Company 


BOSTON, MASSACHUSETTS 





onan 

















Buyers’ Easy Reference Directory 





THERE IS A PERFECTION ABOUT 
“PeadedFips 
THAT DISTINGUISHES THEM ABOVE ALL OTHERS 
AND BRANDS THEM AS 
AMERICA’S LEADING SHOE LACE 


Ask your Jobber or write us 


UNITED LACE and BRAID MFG. CO. 
{Auburn} PROVIDENCE, R. I. 


The Strong & Garfield Shoe 


12 staple sellers of these fine shoes 
for men, are carried in stock. You 
ought to have the booklet which 
tells about them. Shall we send copy? 


George StrongCom pany 
East Weymouth, Mass. 
BOSTON OFFICE, 183: ESSEX STREET 








GS McKays and Welts 
For the Up-to-Date Woman 
Values that stand alone at their prices 


McKay and Welt Shoes. For 
Women at Popular Prices 


COTTER SHOE CO. Lynn, Mass. 


CORDO-TAN 


A dye that changes a faded tan or light colored shoe 
to a rich deep cordovan brown. 

Cordo-Tan gives a permanent color and is absolutely 
uniform. It will make money for you. Send for 75c. 
or $1.50 package, with 10 cents added for parcel post— 
NOW. 

BLACKFAST DYE—As good for turning them black 

Same Prices 
149 DUANE STREET 


ELIAS BERLOW NEW YORK, N. Y. 


Phila. Representative, B. Landsberg, 44 N. 4th St., Phila., Pa. 








Pompon and Tassel Makers 
Can Procure Specially Prepared 


SILKS 


We do not manufacture pompons. 


Our Silks are dyed to match all Shades of Leather, and are so carefully pre- 
pared that they make full, fluffy Pompons and Tassels, outwearing any 


slipper Write for Samples and Prices. 


The ROSENTHAL-STEWART CO., Inc. 
48 RIVER STREET PATERSON, N. J. 











he matter-of-course way in 
which men everywhere ask 
for the 


Boston 


means quick and easy salesfor you 
Two Popular Styles, Pad and Cord 
GEORGE FROST CO., Makers, BOSTON 
C.E, Conover Co., Selling Agents, New York, Chicago, Baltimore, St. Louis 














We stand ready to ship any order in any quantity 
from Shoe Buttons to 
Shoe Repair Machinery. 
Headquarters for Find- 
ings and Shoe Store Sup- 
plies. 
Look for Our 
New ton 


INTERNATIONAL 
SHOE SUPPLY CO. 


148 DUANE ST. 
NEW YORK, N. Y. 














KING KIELY 


THE WHITE (BUCK) MAN OF THE 
EAST 
A Factory with a Snow 
White Atmosphere 


INFANTS’, CHILDREN’S, 
MISSES’ and GROWING GIRLS’ 


McKays and Welts 
SHOES THAT FIT--SHOES THAT 
SELL 


KING KIELY THE MAKER 


T. J. KIELY & CO. 
LYNN, MASS. 





THIS IS KIELY 























i 
4 
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H-a-v-e Y-o-u O-r-d-e-r-e-d? 


K. CG. SKUFFER 


DOUBLE SOLE TRIPLE SOLE 


PLAY SHOES 


F-o-r N-e-x-t S-u-m-m-e-r 





DOUBLE WEAR TRIPLE WEAR 




















With E. C. SKUFFER Special 


By our process of QUILTED SOLES A thick sole made 
filling the sole by this process is 
eee EMAND them by name still very flexible 
ye mod from your jobber and in- quad salt, KONNS 

a splendid cush- 
duce a much sist on the genuine E. C. SK UF- icis” ew Tent cand 
longerclived sole FER. tired feet. Double 


as well as more 
comfortable. 


Be particular on this point, and and triple weave. 


your customers will thank you for 
the best and most beneficial 
shoes their youngsters ever wore. 


Made on the famous SKUFFER Last that de- 
velops exceptional feet. 

Infants’, Children’s, ' Misses’, Boys’, Mens’ and 
Womens’ Sizes 




















Sold by Progressive Jobbers and Manufactured only by 


Kingel-Cone Shoe Company 


East Boston, Mass., U.S. A. 

















Buyers’ Easy Reference Directory 
















Women’s Comfort Shoes | 








OUR PRODUCT 


BALS AND JULIETS | 
TURNS AND McKAYS 


oA Hisuer HSov 


LYNN, MASS.0 3A 


PTTL 


ITT 


CHRISTMAS, 1916 


DO YOUR WINDOW TRIMMING EARLY 

A large variety of Christmas background 
papers, pedestals, flower boxes, screens, 
borders. An exclusive line of artificial 
Christmas flawers. 

Send for our complete catalogue. 

Special for the Christmas trim. 

An invitation is extended to merchants 
visiting New York to call and see our show 
room. 


DOTY & SCRIMGEOUR SALES CO., INC., 
74 Duane Street New York City 
a a@." a” a ata” a” eae a" a” Se ee 


2 


A Treat to the Feet 


MACK'S FOOT LIFE 


TIRED, ACHING, 
oy “i FEET. 


Sas eader for or hs ai YEARS 
_Send for 2 copy of 


“THE SHOE THAT NEVER HAD A CHANCE” 


MACKS MEDIC 
333 Fremont ae —* 


1 
ROCUEOUUUGUCUDUQUODOROGEURRRORODOUEDE UU 


AUCTIONEERS and 
COMMISSION MERCHANTS 


SHOES and RUBBERS 
HENRY LILLY CoO. 
88-90 READE ST., NEW YORK, N. Y. 


AUCTION SALES 
EVERY WEDNESDAY and FRIDAY 
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onant PUCRERDOUAUDONERS 


HOMPSON SHOE CO. 


ST. PAUL, MINN. 
MANUFACTURERS OF 


WORK SHOES 


Let 








We carry a complete stock on the floor. 
us send you samples. 


We also make a complete line of Men’s, Wo- 
men’s and Boys’ Hockey and Skating Shoes. 


We have some open territory for good salesmen 


TTT 


Strootman Cushions Sell Themselves 


That is what dealers all over the country tell 
us, and here are several reasons why. 
Strootman Cushions conform to the feet and 
make walking a pleasure. 

After gently raising the arch, they hold to- 
gether the parting arch and ankle bones and 
instantly relieve pains in the heel and arch. 
With Strootman Cushions rubbing of the 
skin and irregular movements of the foot 
bones are prevented. 

Will you be our representative in your town? 
Don’t delay—Write today. 


John Strootman, Buffalo, N.Y. 











ioccncccnascccossesvccscessccscssscccccacsssccnsccsansccccocnasscssagsssoccsoccaeys 
= Boys’ Gun Metal Welt 
Made with Rubber Krome 


Sole—as nearly indestructible 
as a fine shoe can be made. 


$2.50 


It is to the retailer’s 
advantage to see 
our various lines in 
whichRubber Krome ' 
sole stock, made by Me. " 
J.W.and A. P. How- 
ard & Co., is used. 


: 122-124 Duane St. 
. & , NEW YORK CITY 


TOL 


OE CO. 100 - 102 
Bence ba 
Government Regulation Rs co, 

















Ten only In Stock 


Meets all government requirements 
and specifications $36.00 Per Doz. 

















nT nies ETT 














Paris Says 
Cloth Tops 


BUCKLOTH 


the smartest of shoe fabrics—new and de 
luxe—is the topping that answers the 
big fashion call. Surface as smooth and 
stylish as buckskin. Strong texture; 
easily cleaned. Colors: white, castor, 
chamois and grey. December delivery. 


Send for samples NOW. 


J. EINSTEIN, Inc. 


Largest shoe cloth operators in the world 


176 William St., .. NEW YORK CITY 


St. Louis Montreal 





Boston 
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OOM AG OMIM OOO MMA IOOIIOMOSIOOwoUrowon oom : A a tani ol 
GOLD AND SILVER SLIPPERS ¢ IN STOCK 


aoe GOLD and SILVER MET- 
; SATIN SLIPPERS 


x 
3 
3 
a 
3 
3 


ALLIC RIBBON for lacesand bows. 


Pattern No. 8897 
Widths— and % in. 
f. 10 yard pieces 


FOR EVENING SLIPPERS, OPERA, 
BALLET TIES AND GYM. SHOES 


use ‘‘Chandler’s Perfection 
Double-Face Satin Ribbon” 


Pattern No. 750 

Widths—}4‘and % in. 

10 and 50 yard pieces 

Colors—Black, White, Silver, Gold, 
and Evening Shades 


Cc. A. BROWNING COMPANY ¢ 
30 FRANKLIN ST. - - BOSTON & 


ARUBA AD ARAN HADDAD HRADABUD NSM ADD DARD AD DADE 
ELLERS-EVERS:CO-IN 
JUST ARRIVED 


Two Beautiful Women’s Shoes 


7560—Women’s Tobasco Brown Kid Vamp, Brown Ooze 
Calf Top, 9-inch Lace, Plain Toe. Widths AtoD..... $5.50 


7564—Women’s Tobasco Brown Kid Vamp, Field Mouse 
Brown Kid Top, 9-inch Lace, Imitation Perforated Tip. 
Re MING 5 ins aacdn ca ceded os ded wnedepdatee $5.50 


Goodyear Welts Leather Louis Heels 
IN STOCK 


© 08 READE ST-NEW YORK 


Everything in 
Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 
The Dr. A. Reed § 
Famous Cushion Shoe § 
For Women 
The best grade of comfort 
shoe on the market to-day. 
There is a class of women 
who insist on comfort at 


any price but it takes a 
good shoe to satisfy them. 






FOR EVENING WEAR 


S Made of good serviceable satin, in operas, 
with and without rosettes. In Cuban or 


4 1-2 Louis heel to match. Black, white 
4 pink, blue. 


H $1.25 to $1.85 per pair 
] ORIENTAL SHOE & 
\ SLIPPER CO. 
TERMS 


116 Duane St. 3% 10 days; 
NEW YORK, N.Y. 30 days, net 


PREALAALALA LARD ALLA GAARA LA PALAU. 
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FIBER COUNTERS 


EXCEL IN QUALITY — PERFECT FIT 
WATERPROOFING AND DURABILITY 
We assure you satisfaction es 


‘COLUMBIA COUNTER:CO: | 


349 CONGRESS ST. BOSTON, MASS. 
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» $4.00 SHOES OUR SPECIALTY | 


“WEARMORE” 


SHOES for MEN 
BUSINESS BUILDING LINES 
of exceptional merit, retailing 

profitably at $3.50 to $6. 
A postal will bring 
the nearest ‘‘Snow’’-man 
and catalog of 
QUICK SELLERS IN STOCK 


Geo. H. Snow Co. 
Brockton and Lowell, Mass. 


[HIS stamp on @ Fibre Sole indicates the 
utmost in Fibre Sole E oy * An ez- 
clusive ‘* Snow"’ feature — Fully Guaranteed 



























Original In Use 
Over Sixteen Years 


IMPROVED VENTILATING CORSET 


ANKLE SUPPORTS raro| 
SELL NOW 


NATHAN ANKLE SUPPORTS 
WILL STRENGTHEN ANKLES 








Cures Sprained Ankles —For Children 
Learning te Walk—FOR SKATING 






Order by Name from 
your Jobber or Direct 


A stock is also carried 
at our Western A 
John Lawrie & 
206 S. Market St. 
Chicago, Ill. 


Nathan Anklet Support Co. 
81-90 Reade. St.._ York Ci 
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Only a few agencies available 
F ine Glazed Kid, 
( 


Restetse We John Ebberts Shoe Co. 


Lace Boot, No. 33 Last Width Buffalo, N. Y. 
A to EE, Sizes, 2 
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BOOT AND SHOE RECORDER 





Nov. 11, 1916 








The best 


sellers. 
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HE best selling shoes are the kind retailers 
want in their stock. 


Who knows what the best selling shoes 
are) 


The retailer who keeps in touch with style ten- 
dencies knows. 


He knows that Rice & Hutchins are making the very shoes 
he needs. 


He knows that he can do business with these shoes on a 
sizing basis, thus keeping his investment in them down to 
a minimum and thereby eliminating subsequent loss by 
styles changes. 


Each of our wholesale Rice & Hutchins houses has a com- 
plete supply of the product of each of our factories for im- 
mediate delivery. 














WHOLESALE HOUSES 


The Rice & Hutchins Chicago Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins New York Co. The Rice & Hutchins Cleveland Co. 

The Rice & Hutchins St. LouisShoeCo. The Rice & Hutchins Cincinnati Co. 

The Atlas Shoe Co., Boston, Mass. The Rice & Hutchins Atlanta Co. 
Joseph I. Meany & Co., Inc., Philadelphia 





Distributing 
System 


Rice & Hutchins, Inc. 
20 High Street, Boston, U. S. A. 








